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LIGHTING BY 





commercial fluorescent 


of light. 


To those who cater to sports-loving America, good lighting 
has become a “must:’ They have proved to their own satis- 
faction that good lighting, fluorescent lighting by Leader, pays big 
dividends. 


For bowling alleys, billiard parlors, or similar businesses that cater to 
public patronage, fluorescent lighting by Leader can do much to attract 


customers and to make their activities more enjoyable. 


For home installations, too, such as basement or attic rumpus 
or game rooms, Leader fluorescent fixtures will add much 


to their charm and utility. For better lighting for better 










~ sports . . . Look to Leader. 

CON oe weet? 
LEADER TROFFERLITE—TG-240. 
An ideal fi f in re- : 
eae lem: hemlet Only better electrical wholesalers and contractors 
lined, modern effect is desired sotet . 
Seen, saad consteetion gar. distribute and install Leader fixtures. 
mits ceiling to be hung from 
unit. 


LEADER ELECTRIC COMPANY 


6125 N. BROADWAY © CHICAGO 40, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 











LEADER OFFICER — VL-440. 


America’s most beautiful 


ture. High gloss white enam- 
el louvers give soft diffusion 











ELECTRICAL WHOLESALERS — Ads like this are appearing in who use or specify fuses to buy New Economy “Time-Delay” 
magazines with over 200,000 circulation, directing men Fuses and Links from you. Are your stocks complete? 


GREATER PROTECTION 









Economy “Time-Delay” Renewal Links 
allow maximum blowing time on start- 
ing and overloads within the 135% to 
200% range where most overloads 
occur, thus preventing unnecessary 
blows and costly stoppages. 


~ How “TIME-DELAY” Links Operate 


Areas A and B are calibrated to control flow 
of current, so as to meet the maximum of all 
requirements of the “Standard for Fuses”. 


Area A consists of sections or bridges which 
control flow of current to sections C, which 


absorb heat and result in time delay. 


Area C consists of heavy cross section zinc 
to absorb excess current, allowing maximum 
blowing time on starting loads and overloads. 


See your Electrical Wholesaler. 


™~>») 








CENEWABLE CARTRIDGE Fuses) 
Se — 


SEND FOR NEW CATALOG 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, chicnso 14, 1inous sersiemaeesct 
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S2n2VING THROUGH selayves 


The New 





U.S. ROYAL MASTER CORDS 


WITH EXCLUSIVE, POSITIVE PROTECTION OF 





“U.S.” presents an entirely new development 
in portable cords! Every conductor in the 
new U.S. Royal Master Cords is bathed in 
Laytex, 90% pure rubber insulation. This 
Laytex Insulation provides high physical 
strength and elongation, high dielectric 
strength and insulation resistance, excellent 
aging and moisture-resistant properties. 
More important still, Laytex Insulation 
means fully insulated conductors of smaller 
diameter, thus permitting application of a 
Neoprene jacket far heavier and denser than 
is usually found on the best cord on the mar- 
ket. This extra-thick Neoprene jacket is 
more abrasion-resistant, higher in tensile 









" INSULATION 





Oe YU 
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strength and in resistance to oil, water, fire 
and cold. 

For extra rough industrial usage there is 
a Royal Master which has five stainless steel 
strands added to each conductor, giving over 
twice the bend and twist resistance and 
quintupling the impact resistance. 

U.S. Royal Master Cords are ideal for use 
on such industrial equipment as: portable 
electrical machinery and tools, lamps, elec- 
tric sanders and polishers, railroad equip- 
ment and many others. Write for complete 
information to United States Rubber Com- 
pany, Wire and Cable Department, 1230 
Avenue of the Americas, N. Y. 20, N. Y. 

*Reg. U.S. Pat. Off. 





LAYTEX PERMITS FAR HEAVIER JACKET 
CONVENTIONAL ROYAL 
CORD MASTER 
SMALL 
THIN 
NEOPRENE DIAMETER 
JACKET LAYTEX 
INSULATION 
BULKY THICKER 
INSULATION NEOPRENE JACKET 

















Square D’s NSH Sie Sutithe 


in oil-tight limit switch enclosures 


a 


TYPE AF-22 « Flush Mount- 
ing « Push-Rod Operated. 





TYPE AF-12 «© Flush Mount- 


ing « Lever Operated. 


% 


TYPE AW-22 «© Surface 
Mounting e Push-Rod 
Operated. 


Fao 
a 
ee oe 6(@ 


OPERATING ARMS « Avail- 
able with 4%” to “4” Standard 
Roller or Special Rollers. 























At left—Surface mounted, lever operated 
Class 9007, Type AW-12 limit switch. 


Above—Cover of limit switch removed to 
show mounting of precision snap switch 
and four terminal posts. 


The New Limit Switch is a ‘natural’ for machine tool applications. Com- 
pletely oil-tight, gasketed, die-cast enclosure e Mechanism requires only 5° 
travel to trip and provides 25° overtravel e Operating arms adjustable to any 
position around a circle and available in five lengths e One-way and other 
special rollers available e Return springs easily reversed for either clockwise 
or counter-clockwise lever operation or removed for maintained contact action 
e Surface and flush mounting arrangements with either roller arm or push 
rod operated mechanisms meet virtually any mounting and application require- 
ment e Box of surface mounted arrangement can be rotated to provide conduit 
entrance at either end of switch. 


The Precision Snap Switch operating mechanism consisting of only two 
alloy leaf springs has no dead center position and gives exceptionally long 
life e Stainless steel compression return spring insures positive operation and 
reliable service e Husky highly arc resistant melamine case e Heavy contact 
blade separate from operating mechanism e Terminals, suitable for No. 14 
wire e Separate normally open and normally closed circuits have double 
break silver contacts. 


Write Square D Company, 4041 N. Richards St., Milwaukee 12, Wisconsin. 
Or ask your nearby Square D Field Engineer to show you a sample. 


D 


MILWAUKEE 


COMPANY 


LOS ANGELES 


SQUARE 


DETROIT 
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CHANGE OF ADDRESS 


McGRAW-HILL PUBLISHING COMPANY, INC. 
PUBLICATION OFFICE, 520 NO. MICHIGAN AVE., CHICAGO 11, ILL. 
EDITORIAL AND EXECUTIVE OFFICES, 330 WEST 42ND ST., 

NEW YORK 18, N. Y. 

James H. McGraw, Founder and Honorary Chairman. 

James H. McGraw, Jr., President; Curtis W. McGraw, Senior Vice-President 
and Treasurer; Netson Bonn, Director of Advertising; Eucene DUuFFIELD, 
Editorial Assistant to the President; Joserpu A. Gerarpi, Secretary; and J. E. 

BLACKBURN, JR., Director of Circulation. 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


Please change the address of my Electrical Wholesaling 
subscription. 


ELECTRICAL WHOLESALING (with Wholesaler’s Salesman), June, 1947 (Vol. 28, No Name 
6 Published monthly at Chicag Illinois; price 25¢ a copy Return postage guaranteed. 
Allow at least ten days for change “ot address. Subscription rates—-United States and U. 8 
possessions, $2.00 for one year; $3.00 for two years; $4.00 for three years. Canada, $3.00 
for one year; $5.00 for two years; $6.00 for three years. Pan American Countries $5.00 
for one year; $8.00 for two years; $10.00 for three years. All other foreign countries $15.00 
for one year, $25.00 for two years: $30.00 for three years. Please indicate position and 
company connection on all subscription orders. Entered as Second Class Matter March 25 
1947, at the post office at Chicago, Illinois, under the act of March 3, 1879. Cable address 
‘McGraw-Hill, New York."’ Member of A. B. P. Member of A. B. C. Copyright, 1947, by 


eo ig oaks os c-seeone 


New Address.......... 


McGraw-Hill Publishing C Inc All Rights Reserved—-330 West 42nd Street. New York 18 , a.) . 
N. Y. BRANCH OFFIC ES 520 North Michigan Ave., Chicago 11; 68 Post Street, San New Company Connection...... 


Francisco 4; Pacific Finance Bldg., 621 So. Hope St., Los Angeles 14, Calif.; Aldwych House 
Aldwych, London W. C. 2; Washington 4; 17th & Samson Sts., Philadelphia 3; 708-9 Oliver 
Bidg., Pittsburgh; Cleveland 15; Detroit 26; St. Louis 8; Boston 16; Atlanta 3, Ga. 


ee ee a Des cas a oer Sank ie des semeeadeacue 
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WW +s not clways possible to keep up with the constantly increasing 




























e of the highest quolity and are coretully 
pphed under exacting standards of manufacture ond inspection. 
 cootinc wm» Central onc thew > ° ~ , s s Fy 
Sb cuales tain: Ceseenieals Wiech: Cicsadhitts aiden aicenliaeiin tia Gi ath of This is one of a series of 
J q 
tons of the Underwriters’ Laboratones Incorporated j v 
C * SPANG ads which are appear- 
To specify Central Rigid Steel Conduit 1s your best assurance of o pro- oF f 
ew ' onditions end one thet gemnie ing regularly in: Electrical 
quick, easy pulling of cables without danger of damaged imsulation. 2 Contracting; Electrical 


demand for Central Rigid Steel Conduit. That's why of times your 
distributor may no? be able to mee? your requirements immediotely and Electrical World. 
But keep im touch with hum. He will fill your order just as fast os he con 


Every length of pipe ered te make ‘ 
Comtrel Riged Stee! Conduit is carefully i 





selected MH must heave geod ductility, 
strength end eccurete diameter. 



























SPANG ADVERTISING TALKS TO 


YOUR CUSTOMERS AND PROSPECTS 


Spang Advertising is a member of the sales 
staff of every Central Rigid Steel Conduit 
Distributor. Even though the demand for Cen- 
tral Rigid Steel Conduit exceeds production, 
Spang ads appear regularly in leading 
trade journals. They talk to your customers 
and prospects. Tell them about the advan- 
tages of Central Rigid Steel Conduit. Urge 
them to keep in touch with you. In this way 
it protects and assures a strong, future 


market for Central Rigid Steel Conduit. 


But Spang is trying to help its distributors in 
other ways, too. Although the demand for 
Central Rigid Steel Conduit is tremendous, 
no sacrifice has been made in quality to 
increase quantity. In spite of material 
shortages and other conditions beyond our 
control, ways and means are constantly 
sought to improve production. 


—— SPANG-CHALFANT —— 


Division of The National Supply Company 
General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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Equipment; Electrical West 























CROUSE-HINDS 
ya aor NEW 
Offset Sealing 


CONDULET™ Saves Time 


on many electrical installations in hazardous locations 


> 
























An installation of Crouse-Hinds explosion-proof CONDULETS showing the use of Type EZS Offset Sealing 
Condulets between Type OFC Push Button Station Condulets and Type EPC Motor Starter Condulets. 


Where interference with structural members or other apparatus makes the installation of 
straight-through sealing Condulets difficult, Type EZS Offset Sealing Condulets provide a 


quick and easy solution of the problem. *CONDULET is acoined word 

registered in the U. S. Patent 

These Condulets have cover openings on both sides of the body and are furnished with a Oftice. It designates a product 

blank cover anda sealing cover. By transposing the covers they can be used for either a made only by the Crouse-Hinds 
right-hand or left-hand offset. Union hubs speed up Installation, especially in close quarters. Company. 


A 
Nationwide 
Distribution 


Also available with female threaded hubs. 


Type EZS Offset Sealing Condulet is just one of the thousands of items that make up the 
complete CONDULET line .... a cast outlet for every purpose in ordinary and hazardous 
locations . . made by skilled craftsmen from the finest material obtainable and backed up Wholesalers 


by half a century of accumulated know-how. az 


CONDULETS 
“FLOODLICHTS 
TRAFFIC SIGNALS 
AIRPORT LIGHTING 










CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


Otfices Birmingham — Boston Buffalo - Chicago Cincinnati Cleveland Dallas Denver Detroit Houston Indianapolis 
Konsas City — Los Angeles Milwaukee - Minneapolis — New York — Philadelphia — Pittsburgh Portland, Ore San Francisco 
Seattle — St Louis Washington Resident Representatives: Albany Atlanta Charlotte New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 
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SEATTLE 







ROME 





o 
ROCHESTER BOSTON® 









te SAN FRANCISCO - 
* CLEVELAND 
cuicago DETROIT 


e 
@ DENVER PITTSBURGH 






NEW YORK 
J 











we LOS ANGELES bad @ ST.LOUIS 
KANSAS CITY PHILADELPHIA @ 







2 
WASHINGTON 





With 6 strategically placed warehouses and 19 
sales offices, Rome Cable is geographically set 
to give quick service to you and your customers. 






@ ATLANTA 






*% DALLAS 


% WAREHOUSES 


Here's how Rome Cable is set up 
to Serve You i.e 


policy or delivery decisions from Rome. That's 
why you can get fast ‘yes’ or “no” or “when” 


Naruratty, you like to be able answers from Rome offices. And that’s why 


to tell your customers “if” and ‘‘when” and Rome can help you to help your customers. 
“what” you can deliver. That type of service Yes, Rome Cable is all set, as fast as deliver- 
builds plenty of prestige and profitable busi- ies become easier, to serve you... promptly 
ness for you. But to do that you must have and intelligently. 

quick and firm decisions from your suppliers. Pe a ee em nT 

These you can always get from Rome Cable. Please return all empty reels promptly. 
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; Wen of America’s bedroom lighting problems can be 


solved efficiently and in good taste—by selection from this 
glamorous group of Virden glass bowl fixtures. 


Glass is a worthy and flexible medium for the expression of grace 
and refinement. It can be rich and modest in the same breath. 


Functional advantages are good distribution of light; ability to 
live happily with any decorative scheme; ability to provide 
modulated color tones including French crystal; crystal; ivory 

and rose. Ability to remain perpetually new. 


See the Virden wholesaler near you. 


No. 5022—12” Bowl—Crystal Design— Bottom 
Ivory, Rose or French Crystal—lvory Holder 


No. 712—12” Bowl 
French Crystal or Ivory 
Ivory Holder 


No. 412—12” Bowl 
Crystal Trim—lIvory or Rose 
Ivory Holder 


No. 661—12” Bowl 
French Crystal 
Chromium Holder 


No. 415—15” Bent Glass Bowl 
Crystal Design 
Ivory Holder 


No. 612—12” Bowl 
Sunburst Design—Clear Crystal 
Chromium Holder 


“>> 


John C. Virden Con samy ° Cleveland, Ohio 
WMember romerican Home Lighting Vustitute 
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What locks the LOCK-TITE 






Approved by Se 
Underwriters Laboratories. 





Well, see for yourself! 


@ See how the built-in lock washer locks the husky screw tight 
and solid against the curved saddle. 


@ Note how the curved saddle is designed to hug the cable 
tight against the curved barrel, both saddle and barrel being 
serrated for double extra assurance of tightness. 


@ Also note that the smooth saddle and bushed bore of the 
barrel are designed to exert equal pressure contact all- 
around, at all times retaining the original shape of the 
cable and preventing any damage to the strands of the con- 
ductor. 


These Lock-Tite Lugs, like all other T&B Products, are sold only 
through T&B Electrical Wholesalers. 





Encircling pressures 
maintained. 


All T&B Lock-Tite Connectors are now Cadmium Plated—at no 
extra cost—to accommodate the new aluminum building wires, 
as well as copper. 


The Thomas & Betts Co. 


INCORPORATED 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH |, NEW JERSEY In Canada: Thomas & Betts Ltd. Montreal 
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LIGHTING 


. One conference 





STEVENS HOTEL 








>| Nov. 3-7°1947 


CMA WAne 











SSSI 


5 


look for modern, functional fixture design 
look for lasting lighting efficiency 


look for easy, low-cost maintenance 


VIZ-AID is attractively styled in quiet, good taste. 

It is optically engineered to give years of high- 
intensity, even, glare-free light. It is structurally 
designed for quick, economical cleaning and servicing. 


Send for Bulletin 10-B-1. 


The NIZ-AID 


For ceiling or suspension mounting—unit or continuous installation. Designed for 
two 40- or two 100-watt lamps. U. S. Patent Nos. D-138990, D-143641 and 2411952. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Lovis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont. 


IT’S EASY TO SEE WHEN IT’S 


DAY-BRITE 
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You can count on the Remington Rand 
Printing Calculator 


Lj 






Ws 


* THE [ONLY] MACHINE 
THAT 


iJ 





e divides automatically 
and prints 


© multiplies and prints 


© adds and subtracts 














and prints 
THE [PROOF] IS 
ON THE TAPE 


| 


BRANCHES EVERYWHERE 


12 





for office efficiency 


BUSINESSMEN get double value on a single investment 





when they install the Automatic Printing Calculator in their office. 
This machine performs all the functions of both adding machine and 
ordinary calculator—figure production is speeded by the compact 
10-key keyboard, and positive proof of accuracy is provided by the 
printed tape. Costs? Estimates? Payrolls? Inventories? Whatever the 
job, this complete all purpose figuring machine will handle it more 
quickly, more competently. Rely on the Automatic Printing Calculator 
to bring your office figure work to top efficiency. 

Ask your Remingtén Rand specialist, or write for additional informa- 
tion to Remington Rand Inc., Adding-Bookkeeping-Calculating Machines 


Division, Department EW, 315 Fourth Avenue, New York 10, New York. 


Reninglon Rand 


MACHINES FOR MANAGEMENT 
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WHOLESALERS! 


GET THE FACTS NOW = 


syLvANIA’S NEW trorrereD FLUORESCENT 
FIXTURES ARE IN GREAT DEMAND 





Here’s the CTR-340, completely equipped 
watt lamps) are the ruggedly built, trouble-free fixtures that your with 3 40-watt fluorescent lamps. Shown 
with louvers. Can be installed singly, in 
continuous row, or patterned to give ideal 
ing unobstructed vision in modern low ceilings, recessed for cleanliness light distribution. 


, in CTR-340, the CTR-140 (one 40-watt lamp), CTR-240 (two 40- 
customers want— perfectly engineered, built of heavy gauge steel, giv- 


and streamlined appearance. 





Now, a Sylvania troffered 
‘ EXPLODED PERSPECTIVE 






lighting fixture to suit your 
customer's needs. And because 
it’s Sylvania they’re easiest to 
install and maintain! Sylvania 
Electric Products Inc., Fixture 


Division, Ipswich, Mass. 





CHASSIS 


Easy to install . . . self-contained, 
complete unit—ready for instant in- 
stallation. Easy to maintain. . . saves 


time and money! TOP REFLECTOR 
Remember all lamps in Sylvania fix- ——SSSSS———— 
tures are Sylvania-made . . . there- LOWER END 
fore of the highest quality. 

CAPS UW. 


END TRIM 


oa 


























SIDE REFLECTORS 











‘Fluorescent at tts Finest 2 FOR OFFICE, STORE, FACTORY, HOME 


SYLVANIA 
ELECTRIC 
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Here's what to look for 


ue 
eed 


You will find all these qualities in 
ACCURATE tapes. ACCURATE 
1€-} o) 1 ees bu leis los eM- tele Mublelel-emmr-la-Besl-lels 
in the modern ACCURATE plant 
devoted exclusively to the manufac- 
ture of fine electrical tapes. Although 
ACCURATE tapes are produced to 
exacting ie belet-tuetmetece(mmarcalemelertitay 
erojeleue) Me-tele MB bueseemmas(-metel-iamest-leoer tt 
obtainable, they cost no more. 





SA SO Oe 
Here’s the tape electricians use and 
buy by brand name — ACCURATE! 
Keep both friction and rubber types 
in stock. ACCURATE tapes sell! 
They’re consistently advertised to the 
trade in magazines with nation-wide 
coverage — powerful merchandising 
messages that mean profits for you! 


= 


ACCURATE 
MFEFG.COMPANY 


General Offices & Plant: Garfield, New Jersey 
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TIME 
SWITCH 


TYPE T-27 


—ANSWER TO HUNDREDS OF 
TIME-CONTROL PROBLEMS 


Accurate time control under a wide variety of condi- 
tions—a definite ‘‘must"’ in industry—is the proved abil- 
ity of the General Electric T-27 time switch. With extra i 
riders a number of ‘“‘ON"’—‘OFF” operations can be set i 
on the dial to take place during the day, and to continue { 

: 








to do so day after day without manual adjustment. 


TELECHRON* OPERATED ‘ 


Operated by a precision Telechron motor, the T-27 is a versatile time switch & 
whose wide adaptability and low-cost installation and maintenance make it suitable 
for all general-purpose applications. It requires no regulating, adjusting, or other 
maintenance throughout its normal life, and will give years of accurate performance. 


OMITTING DEVICE AND ASTRONOMIC DIAL OPTIONAL, 


For jobs where operation of the switch is unnecessary on certain days, an omitting 
device can be furnished to omit operation on any desired days of the week. ; 

To follow a dusk-dawn schedule without 
periodic manual adjustment, the astronomic 
dial is available. This is designed to operate 
“ON” at dusk and “OFF” 
conformance with changes in the length of 
days. If desired, the “OFF” operation can 
be fixed to take place anytime between 
10:00 p.m. and 2:00 a.m... . an especially 


at dawn, in 


desirable feature for indoor and outdoor 
advertising displays. For further informa- 
tion, write for Bulletin GEA-3339, Apparatus 
Dept., General Electric Company, Schenectady 
5, N.Y. 





*Reg. U.S. Pat. Off. 


POPULAR MODELS AVAILABLE FROM STOCK ! 


GENERAL @ ELECTRIC 


1947—ELECTRICAL WHOLESALING 


June, 





USE THE T-27 FOR 
THESE JOBS... 


Control of timed industrial proc- 
esses 


Store- and show-window light- 
ing for after-dark displays 


Signs, billboards, and spec- 
taculars 


Traffic control, 
signal systems 


alarm, and 


All-night lighting in apartment 
houses 


Floodlighting of construction 
projects, railroad yards, build- 
ings, and monuments 


Street lighting 
Airport lighting 
Poultry-house lighting 


Domestic water heaters and 
furnaces 


Refrigerator defrosting 


603-44 


15 

















Fashions in Fluorescents for every 
room in the home —by MARKSTONE 





Brackets 
Town House, Carlton 


THE DRAKE 


[ NG FIXTURES - WALL BRACKETS * PINUP LAMPS 


ERE'S the biggest news in lighting history! A star- 
H studded array of the most colorful, most beauti- 
fully designed fluorescent fixtures ever conceived—for 
the home! Here are fluorescent ceiling fixtures, wall 
brackets and pinup lamps in rare beauty of line and 
variety of colors that mean instant popularity and high 
volume sales. What a sales opportunity—lovely 
Fashions in Fluorescent for every room in the home! 


A NATIONALLY ADVERTISED LINE 


Markstone Fashions in Fluorescents are nationally 
advertised in these powerful ‘home’ magazines: Good 
Housekeeping, Better Homes and Gardens, House & Garden, 
Pinup Lamps House Beautiful, Country Gentlemen and Successful Farm- 


Beverly, Diane, Victoria ing. Millions are seeing powerful, sales-producing ads 
every month. 






SALESMEN: 


A VAST, HIGH-VOLUME MARKET FOR YOU! > Se aes Se 
tories are still open. 
Be the first in your territory to handle this sensational wanted fluorescent fixtures designed for home use. 5 


Design and mechani- 
cal patents pending. 


line of fluorescent fixtures. It's your opportunity to With Markstone Fashions in Fluorescents you'll have 
cash in on the biggest potential market in America what they want. Act today—send right now for beau- 
today—the home fluorescent market! Millions have _ tifully illustrated catalog pages with complete details. 


al OR 4 Bifuy 
et *" 0 oF 
“ap 
Z, 


Os 
* Guaranteed by % 
Good Housekeeping 
* no ey 





74S avvcaristo 
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Heavy |6-gauge base plate, 10°/, heavier 
than usual, provides rigid strong base 
support. No chance to bind operating 
parts. 


Hand Trip-Lever at top of switch, away 
from terminals. 


Standard Models equipped with two 
tripper dial {one ON and one OFF.) 
Four tripper dial can be furnished when 
specified at no extra cost. ALL AUSTIN PRODUCTS 
Positive Toggle Switch Action. Roller SOLD EXCLUSIVELY THROUGH 
bearing against trippers provides longer ELECTRICAL WHOLESALERS 
life and trouble-free movement. 


Three sup ng holes in back. Top has 
key-hole slot for easy mounting. 


Slow speed, self-starting, self-lubricating, syn- 
chronous heavy-duty motor. Motor com 
enclosed, protected from dust and dirt. Babbitt 


Terminals marked for easy wiring. bearings. 

Combination '/2" and ¥," knockouts, one Heavy Torque Motor, will operate switch in 
in each side, back and bottom conven- any position. 

iontly located. ° Motor window for checking operation. 


Only one screw holds cover rigidly in 


place. To remove, simply loosen and slide Heavier phosphor bronze spring-blade provides 


oh coven greater contact pressures, insuring longer life. 
Large 3" dial with numera!s easy to read Heavy gauge brass terminal. 

and set. Large electrical clearances. 

Time Setting quickly made by loosening Gear box riveted to top plate to prevent tam- 
nut. pering. 

Large size terminal screws provide good All gears enclosed in dust-tight gear box, 
— and permanent connection — graphite oil lubrication at time of assembly. 
polarized. 


Large silver-faced contacts assures long life. 
All terminals below plate for greater ae , 
safety. Top contact has convex face, giving positive 


contact for wiping action at all times. 
Plenty of room for all wiring. 


THE M. B. AUSTIN COMPANY. 
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DAY- LITE COMPANY 


Fixtures 
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A TIP ON CONSTRUCTION 
FROM THE MEN ON THE JOB 





Men who work with rigid conduit know what it takes for real construc- 
tion speed. That’s why they like to work with easy-handling General 
Electric conduit. It threads easily, bends true, lasts long. These advantages 
make General Electric conduit important to you-—-important, because it 
helps get jobs done fast, helps get them done right. For sales that bring 
repeat sales, remember General Electric conduit. 


AND CONDUIT GOES IN TO STAY 


GENERAL ELECTRIC WHITE is hot-dipped inside and out with high- 
quality zinc. Laboratory and field tests prove that this finish gives the 
best protection against atmospheric corrosion. In addition, G-E White is 
coated with a baked-on Glyptal* lacquer finish, to form a smooth, hard 
surface for easy wire pulling. 


GENERAL ELECTRIC BLACK, coated with a heavy enamel finish, is a 
rigid conduit specifically made to resist the attacks of chemical corrosion 
It's ideal for installations where liquid chemicals, fumes, acids, and oils 
are a threat, and where humidity is low. 


Get complete details from your General Electric distributor, or write 
Section C56-626, Appliance and Merchandise Department, General Elec- 


tric Company, Bridgeport 2, Connecticut. ae ee Te 





GENERAL @ ELECTRIC 


— 
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For everything in raceways, your 
best bet, as always, is General 
Electric. You can rely on this 
complete line to meet your cus- 
tomers’ needs—for their big jobs 
as well as their small ones. Fit- 
tings, boxes, E.M.T. and flexible 
conduit are all included in the 
long list of G-E conduit prod- 
ucts. Your customers will be 
glad to know that you can fill 
their needs from one all-inclu- 
sive line bearing the General 
Electric name. You will approve, 
too, of the way it increases your 
sales volume. 


Now you can end the annoyance 
of handling and sorting a large 
selection of bar hangers. The 
General Electric S-type bar 
hanger fits anywhere, goes in 
place easily where studs are on 
centers up to 24 inches. Users 
say the General Flectric S-type 
hanger speeds and simplifies box 
installation. 





For wiring flexibility in concrete 
office buildings, plants, hospi- 
tals, and for other construction 
jobs where provisions must be 
made for varying wiring needs, 
look into the advantages of 
Fiberduct underfloor raceways. 
These nonmetallic, corrosion- 
proof ducts permit installation 
of new outlets anywhere in the 
duct at any time. Buildings 
equipped with Fiberduct stay 
electrically young. See us for 
detailed information. 


RACEWAYS ROUND-UP 
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ene more than Doubles Facilities 


for making ... 


QUALITY HARDWARE, STORE FIXTURES, 
LIGHTING EQUIPMENT 


IT’S BIGGER— GARCY’s new plant provides 
more than twice as much floor space as the old 


and outmoded plant which GARCY has outgrown. 


IT’S BETTER —streamlined and modernized to 
lift GARCY production to new peaks of efficiency, 
equipped to keep GARCY ahead in quality, service. 








A. R. COHEN 


SALES MANAGER 


GARCY REPRESENTATIVES 
NEW YORK OFFICE, 600 BROADWAY 
C. E. Cohen, Beverly Hills, Calif. G. C. Mittaver, Omaha 


L. C. Brintnall, Los Angeles E. Miller, Rochester, N. Y. 

H. J. Kjaer, San Francisco G. G. Harney, Charlotte, N. C. 
K. Schuman, Denver Robt. Kelley, Cleveland 

C. E. Corrigan, New Orleans L. B. Free, Philadelphia 

F. L. Kahn, Baltimore R. E. Thomas, Pittsburgh 

H. A. Klopot, Boston W. J. Huemmer, Dallas 

C. J. Rowe, Boston A. V. Jernigen, San Benito, Tex. 
Fleming Co., Minneapolis R. W. Fishburne, Richmond, Va. 
E. J. Planert, St. Louis Bryan Burtch, Seattle 
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gee Kwial Wirisg, 
HE MODERN WAY 


IS THE ELECTRUNITE WAY 





<< 


Because its protective zinc coating is 
unbroken by threads, an ELECTRU- 
NITE E.M.T. installation provides 
continuous, unbroken corrosion pro- 
tection throughout the entire raceway 
system. Simple, water-tight couplings 

slipped between tube ends and 
tightened with wrench or pliers— 
provide strong, lasting joints. 





Alert, aggressive promotion—to open 
new and wider fields of application for 
ELECTRUNITE E.M.T. among con- 
tractors and architects—is the job of this 
and similar advertisements which regu- 
larly appear in ELECTRICAL CON- 
STRUCTION AND MAINTENANCE, 
PROGRESSIVE ARCHITECTURE 
and ELECTRICAL EQUIPMENT. 











SUSGRUN Iu EMER 
ES ee 


ELECTRUNITE E.M.T. PUTS SAFE 
LOW-COST WIRING PROTECTION 
WITHIN EVERY FARMER’S REACH 


@ Fire protection ... corrosion protection .. 
rodent protection ... here are but three of the 
important reasons why up-to-date farmers are 
ready customers for electrical raceways of mod- 
ern, lightweight Republic ELECTRUNITE 
E.M. T. (Electrical Metallic Tubing). 


In barns and power tool shops—and in homes, 
too—countless farmers already have found that 
ELECTRUNITE E.M.T. provides the wiring 
protection they need—at a price they can afford. 
Literally thousands of others are waiting for you— 
the electrical contractor—to show them the advan- 
tages of modern rigid steel wiring protection. 


Remember that ELECTRUNITE E.M. T.— 
the original threadless raceway —offers you 
many money-saving advantages, too: Inch-marking and high 
ductility for easier, smoother bending; patented one-piece 
ELECTRUNITE Bender for bending with predetermined ac- 
curacy; and knurled inside surface for easier wire pulling. 
These are just a few. 


Like full information? See your ELECTRUNITE Distributor, 


or write to: 


REPUBLIC STEEL CORPORATION 
STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, New York 








LIGHTWEIGHT THREAODLESS RIGID STEEL RACEWAY 
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kya connector sizes 
needed on this job! 





plenty with this 
new XTP! | 





For Tee or Parallel Taps! 


rT 0. Z. rittinc poes tHe work oF EY 


One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 


25 CONNECTOR SIZES do practically all tap jobs. 
@ Accommodate over 400 combinations of wire sizes 
@ Fit wire from #8 to 1,000,000 CM 


HINGED CONSTRUCTION for quick installation. 


SPRING STEEL LOCKWASHERS (tin plated) maintain pressure. 
© Hold resiliency—assure permanent connection 






XTP aso “TT” tap 


PRESSURE PLATES designed for maximum contact and grip. 
@ Serrated for firm grip 


e Can not rotate during installation XTP as o parallel tap 


HIGH STRENGTH, HIGH CONDUCTIVITY. 


© High conductivity copper alloy for body They're 0.K. if They're 0. Z. 


@ Extra strength copper alloy for pressure plates and oo 
hinged parts 
Get these new combination fittings from your whole- ELECTRI CAL 
saler now ... and put an end to bulky assortments 
of tap connectors. MANUF ACTURI NG 


CONDUIT FITTINGS °* CABLE TERMINATORS f) ° COMPANY 
CAST IRON BOXES + SOLDERLESS CONNECTORS 


GROUNDING DEVICES * POWER CONNECTORS wach tte ME WW Pate 
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? REASONS WHY THERE’S A HOT MARKET 
FOR G-E INDUSTRIAL INFRA-RED LAMPS 


AK ky you getting your share of G-E infra-red lamp sales? [t's 


a big volume, high profit, steady business—well worth 

























going after. 


Because infra-red gives quick heat at low cost, it is being 
used by more and more plants as a basic production tool. So 
there’s a hot market for G-E infra-red lamps throughout indus- 
try—both for original oven installations and for replacements. 
And General Electric advertising in these nine widely read mag- 
azines is making it an even hotter profit opportunity for you! 


Whether your customers need infra-red for drying finishes. 
pre-heating metals, dehydrating raw materials—or what have 
you—sell “em G-E infra-red lamps, available in both reflector 
and clear bulb types, 125 to 1000 watts. Call your nearby G-F 


Lamp office and stock up. Immediate delivery ! 


General Electric Company, Lamp Department, Nela Park. 
Cleveland 12, Ohio. 







ws 
oo - 


os 





oi 





G-E INFRA-RED LAMP ADVERTISING in these 
nine industrial magazines keeps pre-selling 
your customers month after month, giving 


you a hot market you cant afford to overlook. 


G-E LAMPS 


GENERAL © ELECTRIC 
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_ for every purpose 


When considering a fluorescent installation look 
to Mobilite. The entire line of “Super-Vision” 
Mobiliers is constructed to give trouble-free 





service and designed to complement interiors. 
‘Super-Vision” Mobiliers are available in types 
for every requirement . . . for offices, stores, 
smartly decorated salons, banks, schools, insti- 
tutions. Ideal for high or low ceilings or under 





alconies. Standard attachments readily con- Surface mounting bracket is adapt- 
b leon es. Stan lard atta iments rea lily c¢ able torall “Super-\ ison Mubiliers 
vert single units to a continuous run, flush or Fixture is easily slipped into firm 


position. 


suspension, single or double stem. All the 
elements of modern design, highest efficiency, 
minimum mafntenance, functional flexibility 
and superior craftsmanship have been incorpo 
rated in these high quality fluorescent units. 
Yes, look to Mobilite for your guarantee of the 





finest in fluorescent fixtures. 





Shght pressure on spring button re- 
lease at ends of unit permits ample 


Pail , ening for servicing, relampi d 
H rite for Catalog HW pe rans r servicing, relamping an 











MOBILITE, INC. 


Manufacturers of Fluorescent Lighting 


f JERSEY CITY 6, NEW JERSEY ww 
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The switch mechanism in the new Cutler- 
Hammer line of safety switches is de- 
signed to withstand safely any degree of 
heat that can be expected from correctly 
selected fuses. 
In addition, C-H safety switches pro- 
vide greater ease of installation, greater 
convenience of operation, proved per- 
formance, smart styling ... more reasons 
why more and more alert contractors and 
Cutler-Hammer wholesalers from coast 
to coast feature and recommend this out- 
standing line of safety switches. CUTLER- 
HAMMER, Inc., 1327 St. Paul Ave., Mil- 
waukee 1, Wisconsin. 


a 


CUTLER-HAMMER 






= pe ors 
S\eapy SWITGHES: 3 


. ' Se 
ii eal C-H ——— 
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TOPS FOR ATTRACTIVE STYLING... 








F) HAND MODEL No. 104 
Z 4 QT. SIZE 








W/ ELECTRIC MODEL No. 404 
4 QT. SIZE 


7ee Quam FREEZERS 


7 “re: oe , > , O-v 3 Continuing heavy demand for our 
ES, here are freezers styled to sell... Made by the 79-year pone aay nnn Ap rgd 


> p - . — a a E ae ing immediate delivery of all 

old J. E. Porter Corporation they’re America’s first choice thes of Porter freezers. Mean. 

° ’ " wi t le 

for eye-appeal .. . and for price appeal, too .. . Yet, they’re pes Soyphnse x aagaoy chy eta 
plete line, with a promise to fill 

unequaled for performance and for long years of trouble-free vour orders as fast as conditions 


° ‘ - permit. 
service... Extra profits are yours, to be sure, with Porter-made 


freezers. 
git ¥ 


weet o. CORPORATION 
‘ OTTAWA, ILLINOIS 





MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department * 201 North Wells Street * Chicago 6, Illinois °° Cable Address: CHASIHO 
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New Exclusive Benjamin “‘SPRINGLOX” LAMP HOLDER 
an advancement in Quick, Easy, SURE Lamp Insertion 


Simplicity that keynotes new Ben- 
jamin “Series 40” Units . . . that 
makes them the “smart buy” in 
industrial fluorescent fixtures ... 
is well exemplified in their “Spring- 


ul 


lox” Lamp Holders. Here is a 
one-piece, spring-action, metal clad 
lamp holder that makes lamp in- 
sertion or removal as simple as 
A.B.C.! One push, and the lamp is 
automatically positioned . . . easily, 
instantly, securely without 
fussing, fumbling or forcing! It’s 
patented, practically indestructible 


—positive! 


2217-RS 


wad bas 


There’s welcome simplicity, too, in 
the easy-to-clean quality of their 
Lifetime Porcelain Enameled Re- 
flectors; in their modern, clean-cut 
styling; in the easy attachment or 
removal of reflector from housing 
made possible by their new Benja- 
min “Lok-Latch”; and in their many 
other design refinements that com- 
bine to facilitate both installation 


and maintenance. 


Yes, their simplicity alone makes 
Benjamin “Series 40” Units a wise 
choice. But you get far more! You 


get famous Benjamin built-like-a- 
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battleship construction . . . porce- 
lain enamel’s unequaled retention 
of the reflection factor . . . con- 
formance to all applicable RLM, 
electrical and other industry speci- 
fications . . . highest quality illum- 
ination at lowest cost! All of this 
adds up to this assurance: “You 
Light Right, When You Light With 


Benjamin”! 


BENJAMIN 
Lighting Egeutpoucent 


Distributed Exclusively by Electrical Wholesalers 


SEND FOR FREE BULLETIN 
ON “Sercee 40” TODAY! 


BENJAMIN ELECTRIC MFG. CO. 
Dept. GG, Des Plaines, Illinois 
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MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 
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THERMADOR 


“RB” HEATER | 





DEPENDABLE, YEAR-ROUND 
COMFORT EVERYWHERE... 


In mild climates, the Thermador “‘RB" Electric Heater operates 
as a complete heating unit for the bathroom. In severe climates, 
it is an ever-ready supplement to the master heating system 
during winter and an excellent independent heater during 
months when the central heating system is off. 


Better health . . . added comfort . . . is assured with the 
Thermador ‘‘RB."’ Quick and convenient . . . just flick the switch 
and within a few minutes the bathroom reaches the desired 
temperature, the minimum of which should be above 70° for 
the unclothed or partially clothed body. 





Operating from ordinary 120-volt line at either 1250 or 
1500 watts, the Thermador “‘RB” attains maximum economy 
because you heat just the one room... . for only the time it's 
occupied. The heater fits flush to the wall and because of its 
size, is the ideal installation in even the smallest bath or dress- 
ing room. The smartly designed, highly polished grille with the 
switch at the top, provides complete safety for children and 
fabrics. Built for a lifetime of service, the “RB" is easily in- 
stalled in new or existing structures. 


THERMADOR 


LEAGUES AHEAD 


SAFE 
FUMELESS 





ECONOMICAL 


SEVEN 


ye Ge THERMADOR ELECTRICAL MANUFACTURING COMPANY «+ LOS ANGELES 22 + CALIFORNIA 
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WILL BE SEEN BY 


48,339 


RADIO AND 
ELECTRONIC 
ENGINEERS 


*® This advertisement will 
appear in Electronics and 
I, R. E. Journal reaching 
48,339 radio and electronic 
engineers. The instruments 
described are valuable in 
the testing and perform- 
ance checking necessary 
in the development, de- 
signing and production line 
testing of electrical equip- 
ment. A percentage of 
these readers will want 
these instruments. 


WILL YOU 
ACCEPT 
ORDERS? 


Now is the time to learn 
all about these Acme spe- 
cialty products. Write for 
catalogs, prices. Inform 
your sales organization — 
be prepared to accept or- 
ders for Acme Electric 
Voltrol and Acme Electric 
Breakdown Tester. 


























> 











* + 





ACME ALSO MANUFACTURES 


Luminous Tube Transformers— 
Fluorescent Lamp Ballasts—Cold 
Cathode Lighting Transformers 
and Ballasts — Mercury Vapor 
Lighting Transformers — Radio 
and Television Transformers— 
Electronic Transformers — Door 
Bell, Chime, and Signaling 
Transformers — Safety Trans- 
formers — Voltage Regulating 
Transformers—Stepdown Trans- 
formers — Donteel Urensfennaen 
- ne Transformers — 
Capacitor ransformers for 
Power Factor Correction — Air 
Cooled Power Transformers — 
Rectifiers, 
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ACME 





TESTING UNITS 


The Acme Voltrol provides a 
full range stepless control from 
0 to 135 volts. Its regulation is 
accurate to within 4/10 volt ad- 
justment. Unlike resistance reg- 
ulators, the output voltage is 
practically independent of the 
load. Voltrol is the ideal testing 
instrument for predetermining 
the performance of any electri- 
cal device or product under 
voltage fluctuation conditions. 
Available in portable model 
(illustrated) and panel mounting 
types. Write for Bulletin 150. 


BREAKDOWN TESTER 


An entirely new kind of testing 
unit that provides for actual 
checking of circuits at approved 
standard testing voltages and 
in addition indicates grounds, 
shorts or opens. 100% leakage 
type transformer limits current 
under short circuit conditions, 
thereby preventing needless de- 
struction to materials at point 
of breakdown. 

Instead of simply indicating the 
resistance value of the insula- 
tion, which serves no practical 


purpose, the Acme Insulation Tester permits the application of 
high voltages to positively prove the safety qualifications of the 
electrical device or apparatus under test. The Acme Insulation 
Breakdown Tester may be adjusted to supply voltages of double 
the rated voltage plus 1000 in accordance with Underwriters’ 
Laboratories testing recommendations. 


ACME ELECTRIC CORPORATION 


67 WATER ST. 


CUBA, N. Y. 





TRReENSFEORME R S 
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iscutalot... 
Yet whatever they want, 
lve always got! 








ws ith Electro’ 
Basic Unit Plus Kit No. 1” j Wit ectro &, 
ee j 
the BASIC UNIT 


“URC” Luminaire t 


Basic Unit Plus Kit ™ 2 : . cut 607 
i a ca 
= — V-Shaped Luminaire you 




















Basic Unit Plus Kit No.3 le nave" 
7 / 
b , ..-yet never be “out”’ 
; LOUVRED Luminaire of any type of 
Basic Unit Plus Kit No. 4 a, Commercial 
i 
— OPEN Luminaire Fluorescent called for! 


ELECTRO MANUFACTURING CORPORATION 


2000 WEST FULTON, CHICAGO 
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PARAFLEX is a non-metallic sheathed cable. That’s elementary. But to get 
the real facts about PARAFLEX let’s break it down into its components: 


NON-METALLIC SHEATHED CABLE PARAFLEX 








Plus Paranite developed moisture resisting 
OUTER BRAID flame retarding saturant. 


Plus its careful selection for size to properly 
RIP CORD fill interstices between conductors...and for 
adequate strength to shear the outer sheath. 








Plus careful selection of the quality of the 
PAPER WRAPPER paper, which is scientifically treated to 
resist moisture...wrapped at a carefully 
controlled tension. 


CONDUCTOR BRAID ; A . . 
Plus the correct tension at all times, insuring 


adherence between insulation and braid. 








RUBBER INSULATION Plus continuous laboratory tests of the 
compound, 
COPPER CONDUCTORS Plus constant analysis of the quality of the 


copper...constant check on gauge. 











—_ 


jd IT LAYS FLAT...WON'T SQUIRM OR TWIST...IT'S CLEAN TO 
HANDLE...IT'S PLAINLY MARKED...IT’S PARAFLEXI 





THROUGH 


WHOLESALERS Division of ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA — 


owe PARANITE WIRE AND CABLE 





ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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put Lightolier’s profit plan to work for you 


Lightolier’s Profit Plan gives you the practical tools that will build your business and 


increase your profits. Never before in the history of the decorative lighting indus- 


try has the opportunity for you been so great. Let Lightolier help you turn that op- 
portunity into money in the bank. 


consumer advertising: 


trade advertising: 


‘ . 
consumer-selling book: 


free lighting advisory service: 


display and selling tips: 


3 business-building emblem: 








Lightolier is now running the biggest national campaign in the history of 
the lighting business—colorful full pages in magazines of major importance 
that pre-sell Lightolier merchandise for you. 


Full pages that hit hard and often to create more sales for you through 
architects, decorators and builders...that bring you the latest news of 
Lightolier merchandise and Lightolier selling helps. 


Ten of America’s most famous decorators created the settings for the new, 
full color CHARM BOOK... It shows your customers that finer fixtures mean 
better lighting and decoration...making this well-known selling tool more 
profitable for you than ever before. 


... that’s the best selling phrase in this business. Lightolier’s LIGHTING 
GUIDE boils down to easy, usable form the important technical and deco- 
rative data you need to render this service... for bigger sales, larger profits, 
and happier customers. 


Lightolier will send you a steady stream of practical, business-building sug- 
gestions for selling and display...pre-tested in the nation’s largest con- 
sumer showrooms...to attract more customers your way. 


Cash in on America’s leading name in decorative lighting...the largest ad- 
vertising Campaign to consumers, architects, decorators and builders in 
lighting fixture history...the styles and advisory service Consumers want... 
by displaying the LIGHTOLIER AUTHORIZED DEALER EMBLEM 


...and with 


LIGHTOLIER’S beautiful and exciting fixtures for every room in the home 
...from new lighting devices in elegant crystal to America’s finest designs 
in fluorescent...including 





Bel Vista Lightoliers 


an exciting new series for every room...for every home! 


bel Uitte Series by LIGHTOLIER 


...an exciting new group of fixtures for every major location, architectural 


style, and decorative period—the newest fashion in lighting...in colors, shapes 


and sizes to go with home furnishings of today and tomorrow. Illustrated 


are just some of the designs that make Bel Vista a complete line in itself 


For greater values, guaranteed Lightolier qual- 
ity, lastingly beautiful designs, specify Bel Vista. 

















7688: 4 LIGHT— 40 W. LAMPS. 
LENGTH 514”. WIDTH 19”. FINISH: PEWTER. 


7641: 5 LIGHT— 40 W. LAMPS. 
LENGTH 414”. WIDTH 21”. FINISH: GOLD. 


7668: 5 LIGHT—40 W. LAMPS. 
LENGTH 414”. WIDTH 17%”. FINISH: PEWTER. 


7619: 5 LIGHT—40 W. LAMPS. 
LENGTH 414”. WIDTH 1914”. FINISH: GOLD. 
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7617: 4 LIGHT—40 W. LAMPS. 
LENGTH 36”. BODY LENGTH 15”. 
WIDTH 1734”. FINISH: SILVER & GOLD. 














7615: 3 LIGHT—60 W. LAMPS. 
LENGTH 414”. WIDTH 17”. 
FINISH: SILVIUM. 





7644: 3 LIGHT—40 W. LAMP 
LENGTH 7”. WIDTH 1334”. 
FINISH: SILVIUM., 





7642: 3 LIGHT— 40 W. LAMP’ 
LENGTH 7”. WIDTH 1414”. 
FINISH: SILVIUM. 

6589: 3 LIGHT— 40 W. LAMPS. 

LENGTH 5”. WIDTH 17”. 

FINISH: BLUE & GOLD. 

















DINELIER 

7600: 1 LIGHT—150 W. LAMP. 
LENGTH 48”. BODY LENGTH 1534”. 
WIDTH 1734”. FINISH: GOLD. 





Scientifically designed to 
floodlight the table, illuminate 


7667: 4 LIGHT— 40 W. LAMPS. the entire room without glare! 


LENGTH 36”. BODY LENGTH 15”. 
WIDTH 1734”. FINISH: SILVIUM. 
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here’s what you get in Lightolier merchandise! 


Lightoliers are displayed and offered by the outstanding lighting dealers in every 
locality. Lightoliers are made to rigid quality standards, designed to bring 
added beauty to the homes they decorate, priced to please exacting customers. 


here’s what you get in Lightolier’s profit plan! 


record-smashing 
consumer advertising 


architect-builder-decorator 
trade advertising 





sales-stimulating 
consumer book 


A compleie selling service that assures you of 
rapid turnover, sound profits and the good-will 


business-building of satisfied customers. 


lighting advisory service 


pre-tested 
display & selling ideas 


authorized dealer 
Lightolier emblem 


here are the new profit-making fea- 
tures in the Lightolier Bel Vista Series 





Use this coupon to learn more about what the Lightolier Plan means to you. 


*Overscaled, close-to-ceiling designs...in sizes up 








“| to 21%” square...favored by decorators for their 
Lightolier, Dept. R, Jersey City, N. J. | smart, built-in look...favored by engineers for ef- 
Please tell me more about ficient, eye-soothing light...favored by everybody 
___THE LIGHTOLIER PROFIT PLAN | for good looks and good value. 
LIGHTOLIER BEL VISTA SERIES | *Dinelier 7600—modern lighting engineering in a 
Name ___ | gracefully designed dining room fixture that spot- 
: lights the table and provides full room illumination. 
Fam _ = — 

re ; oe | * New glass textures, sparkling, fired-in decorations; 
simple flowing lines to complement period or mod- 

Ccly a __ Fone. __Klale__ ee | ern rooms. 
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You Can Always 
Rely on RACO! 








e Electrical wholesalers and their salesmen the country 7 
over know that they “Can Always Rely on Raco.”’ They 
know that 34 years’ engineering experience backs up 
this quality line. 

Get acquainted today with Raco All-Steel Products. 
You, too, will find that it’s the dependable line, the uni- 





form line, the clean line—no ragged or rough edges; 
attractively finished and packed in cartons. 

Remember our slogan—it's your assurance of a better 
line of steel switch and outlet boxes—a complete family 
of products that you and your salesmen can sell with 
pride and profit—today—tomorrow—and for many 
years ahead. 





ALL-STEEL EQUIPMENT, INC. 
300 Kensington Avenue 
Aurora, Illinois 


* Many other types also available— Aa BOX FOR EVERY NEED 





ALL-STEEL PRODUCTS [fame 
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Greater Monarch Values in“47 





There are three classes of Fluorescent Light- 


ing Fixtures in today’s competitive market. 


One stresses QUALITY, soft pedals PRICE. Sales are 


sound, but limited. 


The second frankly competes on PRICES. Sales are 


better; satisfaction, precarious. 


The third is MONARCH! Rigid QUALITY control has 
not blinded us to the fact that LOW PRICES are also 


a vital ingredient of SALES ...don’t you want the 
MONARCH distribution plan? 








| 
| 
Send for your copy of MONARCH's 
new full-line Catalog. A masterpiece AMERICA’S FINEST 
of presentation for dealer or cus- 
tomer. Includes all specifications and LIGHTING FIXTURES 


list prices. } 


MONARCH LIGHTING FIXTURE CORP., 81 PALISADE AVE., YONKERS, N. Y. 
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Jenkins Bros. also make Dia 
mond Seal Friction and Rubber 
Tapes which meet ASTM ar 

Federal Specification 








/ 
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FRICTION and RUBBER TAPES 





HEN your customers pull up tight on Gold 
Seal, it won't let go. They can count on its 
high tensile strength as well as its tack for a tighter, 
longer-lasting bond. 

Yet, they’ll find that Gold Seal tears clean with- 
out tugging...no ravels, and it won't peel or 
smear their hands. It doesn’t dry out or become 
gooey either... good, summer or winter. 

Those are the features that pay off in new orders 

. repeat orders. They’re easy to demonstrate. 
Try it. Be sure you have ample stock of single 
rolls and the handy, sealed 10-roll containers . . 
both, consistently advertised. Jenkins Bros. (Rub- 
ber Div.) 80 White Street, New York 13. 
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NON-HEATING CONTACTS 


The wide contact surface maintains 
low contact resistance. 


Spring tension on links locked into po- 
sition, prevents loosening of contacts, 
which causes over heating. 

Connections held firm by large arched 
spring steel washers and heavy bolts. 


By> 





LINKS LOCKED INTO CIRCUIT 


APPROVED BY UNDERWRITERS’ LABORATORIES 
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LOOK TO WARE HI-LAG FUSE FOR PRODUCTION PROGRESS 


THE FUSE THAT PREVENTS EXCESSIVE 
HEATING AND NEEDLESS BLOW- 
OUTS—GIVES 100% PROTECTION 


End once and for all times the unnecessary delays—shut downs — 
interruptions and costly expense resulting from out-of-date fuses. 


Modern science has developed the coolest operating fuse in the 
WARE HI-LAG—the SAFE—ECONOMICAL and FOOL PROOF 
Fuse, giving greatest satisfaction and service with full protection. 


The reasons for WARE HI-LAG Super Performance are —higher 
lag for starting ioads and surges—greater strength and durability 
—link designed for maintaining low resistance —non-heating, spring 
tension contacts with greater contact area. These are features 
which save time, expense and renewal costs. Start economizing! 

Start selling WARE HI-LAG Fuses today! Give your customers 
more satisfaction—greater economy with less fuse worries. 


Woiite for Brochure giving details of all the COOL FACTS, sizes and prices 





WAR: E: Bcthenws 4450 W.LAKE $T.-- CHICAGO 24 JILL. 
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For the Industrial Lighting Men who want 








complete flexibility and interchangeability 
in FLUORESCENT LIGHTING 


IT’S CHAN’L-RUN 


The Basic Lighting System 


HOLDENLINE co. 
Pioneers in Fluorescent 
2301 SCRANTON RD., CLEVELAND 13, OHIO 
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SMOOTH STARTING OF SQUIRREL 
CAGE INDUCTION MOTORS IS ASSURED... 


8 xe 


BULLETIN 6080 AC MAGNETIC 
PRIMARY RESISTOR TYPE STARTERS 


@ Designed for application on drives requiring reduced 
torque on starting due to mechanical limitations, or where 
power restrictions limit the amount of starting current, 
Bulletin 6080 A.C. Magnetic Starters provide dependable 
starting performances. 





Constantly increasing torque is developed by the motor 
as it comes up to speed—smooth starts are produced 
since the motor circuit is not interrupted during the trans- 
fer from reduced to full voltage. Bulletin 6080 Primary 
Resistor type Starters do not reduce the power factor at 
which power istaken from the line during the starting period. 





All sizes of Bulletin 6080 Starters are available in sturdy 
NEMA Type 1 standard or NEMA Type 5 dust-tight en- 
closures. Sizes 2, 3 and 4 are for wall mounting; 5, 6 and 
7 for floor mounting. 


FEATURES 


» Reduced voltage starting. 

Edgewound accelerating resistors. 

Definite time acceleration. 

Motor overload protection. 

Copper-to-copper contacts. 

Rolling and wiping action on opening and closing (3 
keeps contacts clean. Nd 
Arcs quickly extinguished by blowouts. | 


® Swing out feature for wall mounting sizes. 


® Mechanical and electrical interlocks on reversing types. 





The “3C” line is the ideal 
line for Distributors to handle. 





THE CLARK CONTROLLER CO. 


« 
Zz 


< 
RYTHING UNDER CONTROL ° 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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There’s no real substitute for Armored, Bonded and Bushed 
Cable! 


It is the only general-purpose, ready-to-use, metal-protected, 
approved system of wiring! 


It provides the lowest cost, METAL-ENCLOSED wiring system, 
and guarantees a SAFE, FOOLPROOF installation! 


Aud Now. TWO Paths to Ground for sizes 


No. 14 and No. 12! 


e 1. A new, low-resistance, flat, ground- 
ing strip in contact with the armor. 


a 2. The armor itself with ‘‘bondhook”’ 
channel construction to assure a 
positive path to ground. 


(Sold through leading electrical wholesalers) 


National Electric Products Corporation 
Pittsburgh 30, Pa. 








* 
orderline Vision 


may be dimming 
the production picture 


. ° . * 
[' S HARD TO BE SURE lighting that looks all oa a shade too dark 
right ata glance isn’t slowing down manu- slows down production 


facturing production. Borderline Vision 
lighting that’s just a shade too dim is 
tricky to spot. 

You can make sure light is right easily 
today with Wheeler Skilled Light. Ever 
since 1881 W heeler Skilled Lighting has 
been paying manufacturers dividends in 
increased, better work — better employee 


morale and decreased costs. W heeler Re- 


flectors give niaXximum ‘Hlumination from 





standard lamps because they control light. 
Their high reflection factor puts light to 
work where it belongs—on the job. 
That’s why a brighter production picture 
is almost automatic when Wheeler Skilled 
Lighting is ‘nstalled in a plant. Wheeler 
Reflector Company, 275 Congress St. 
Boston 10, Mass. Also New York and 
principal cities. 
Distributed Exclusively Through 
Electrical Wholesalers 





All-Steel Fluorescent Unit 


For 2 o 
2 or 3 40-watt 9 ~~ 
{vailable with ss pa A ena yo lamps. —> 
lain « 9 closed end p 
nl ole orce- 

plow po d oa ap Broad ; iring 

’ . accessible enc 5 

I . 3 e enclosed | 
or individual or continuous runs a. Just right means 


more, better work 





RLM Solid Neck Incandescent Reflector 


Maximum lighting effi- 

ciency indoors or out 
Expertly designed, 
ruggedly built. Vitre. RErESeTO 

ous enamel only. - 
75 to 1500 watts, 








SKILLED LIGHTING 


M 
ADE BY SPECIALISTS 


1N LI 
10 GHTING EQUIPMENT SINCE 1 
881 


ELECTRICAL WHOLESALING 





June, 1944 











CHAMPION Keese Telling Your Customers 
_.. 10 Bay Their Lamps From YOU 





@ That’s one reason why you can do more lamp ment and additions. They're easy to handle and to 
business and make more money selling Champion sell—no red tape, contracts or restrictions —just 
Lamps. outright sale to selected distributors only. An 

Champion Lamps have the quality that keeps economical distribution plan assures maximum 
customers coming back to you for lamp replace- profits for you in Champion Lamps. 














a . 


Lynn, M assachusetts 


A DIVISION OF CONSOLIDATEDO ELECTRIC LAMP co 
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“EF YOU WANT TOP PERFORMANCE FROM THIS FLUORESCENT TUBE... 


3 
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A 
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The word “CERTIFIED” on a fluorescent 
lamp ballast tells you instantly that here is a 
product that gives you the greatest possible 
efficiency in operation and performance of 
fluorescent lighting. 

Leading ballast makers and lighting engineers 
put together a set of exacting specifications 


that assure quiet operation, proper ballast 


CERTIFIED FLEUR-O-LIER MANUFACTURERS, 
RLM STANDARDS INSTITUTE and CERTIFIED 
LAMP MAKERS have solved their ballast problems by 
writing CERTIFIED BALLASTS into their specifications. 


7 @ 





y CERTIFIED 


f H ETT} 






SPEC. NO. 6 
HIGH PF 


> 
















Makers of Certified Ballasts for Fluorescent Lighting Fixtures 


Acme Electric Corporation 
Cuba, New York 


Chicago Transformer Div. 
Essex Wire Corporation 
3501 Addison St., Chicago, Illinois 


Wheeler insulated Wire Co., 378 Washington Ave., Bridgeport, Conn. 





$ on™ : 
com> YOU'LL GET IT WITH THIS CERTIFIED BA 





LAST! 


yma 


temperatures, most light and longer life from 
fluorescent lamps. Famous Electrical Testing 
Laboratories, Inc. test, check and re-check 
CERTIFIED BALLASTS against these specifi- 
.. give it the ETL mark of approval. 
Insiston CERTIFIED BALLASTS inthe fluores- 


cent lighting equipment you sell ... give your 


cations . 


customers the protection they need and want. 


(LAA MWANLKEKACUTURERS 


Sola Electric Co. 
2525 Clybourn Avenue 
Chicago 14, Illinois 


General Electric Co. 
Specialty Transformer Division 
Fort Wayne, Ind. 


Starring and Company 
Bridgeport, Conn. 


Jefferson Electric Co. 
Bellwood, Illinois 
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| DO YOU KNOW 
WHERE TO LOOK 
FOR EXTRA PROFITS? Ve 


“ 
Ae” eee Cire ge 
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In every business there are additional profits, if you know where to find them. Electrical 


jobbers find them in Conduit Pipe Products. For here is the finer quality and precision 


that assures the satisfactory performance your contractor customer wants. Be sure your 


stock is adequate. 


ee 


REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


a PIPE NIPPLES @— ELBOWS, 90° AND 45° 


XS ee es ey 


PIPE COUPLINGS 


RUNNING THREAD PIPE ggg) GOOSENECKS <—~))_ WALLPLATES 
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... THE WAY TO MODERNIZATION 


“Something Better Has Come to Light” in distinctively styled, 
efficiently engineered lighting. 


Practically, technically and creatively— standard Fluorescent 
and Incandescent Pittsburgh Permaflector Lighting Equipment 
can produce “‘custom designed results’’ in all types of 
interiors and exteriors. 


id, 


SE OID AIOE 


hoy 


boas, + 


gee Deal, sdal 


A PERMAFLECTOR PORTR: 


The Kleinhans Co. 
Buffalo, N.Y. 


ARN pERMAFLECTOR LIGHTING FQUIPMEN 
USE oa 
Ben Ree 


ew PITTSBURGH REFLECTOR COMPANY 


OLIVER BUILDING - PITTSBURGH 22, PA. 


MANUFACTURERS OF FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 








The increasing use of Hazard Armor- 

ite Underground Cable for power 

and lighting circuits, building en- 

trance installations, and power runs 
between buildings has brought forth many 
inquiries as to how this non-metallic 
sheathed cable should be spliced. You'll find 
the recommended method described at right 
simple and foolproof. 

Because Armortite requires no lead sheath 
or steel armor in its construction, reasonably 
prompt delivery is being made. The Hazard 
Armortite Bulletin describes in detail the 
construction, uses and advantages of this 
outstanding cable which can be_ buried 
direct without ducts. Write for a copy today 
to Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


a 


= 
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Coat the penciled insulation, conductor and con- 
nector with Okonite Cement. Allow to set. Stretch 
Okonite Rubber Tape to three-fourths its original 
width and apply half-lapped for a distance 20 times 
the cable insulation thickness on each side of the 
connector until the thickness over the connector is 
114, times the cable insulation thickness. Rolling 
down successive layers with a warm roller or knife 
handle will relieve strains and prevent voids. 


@ Protect the joint with Manson Friction Tape 
painted with Okolite Weatherproof Paint. Wrap 
over the painted friction tape two layers of saturated 
burlap bound at the free ends with a few turns of 
friction tape. 


Multi-conductor cables are spliced the same way, 
with Okonite Rubber Tape and Manson Friction 
Tape on each conductor. Then the conductors are 
bound together with two layers of Manson Tape, 
painted with Okolite Weatherproof Paint and cov- 
ered with two layers of saturated burlap bound 
down with friction tape. 


LSD E 


insulated wires and cables for every electrical use 
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There’s more, much 
beauty that meets 
in every fluorescent 
that bears the L 


There’s, first and foremost, 

and engineering policy that ins 
Safety hinged glass panels, easy to clean, surface unit. a line of equipment that will « 

the maximum in lighting 

the minimum in installation 

maintenance costs. That makes 

ness good for you. 


Next, there’s an equally 

policy to produce top quality 
tures that are easy to install 
that are thoughtfully packed 
everything ready for a clean, 
expert installation. That makes 
ness good for both of us. 


Our dl and engineering 
stand dy to assist but never 
substitute for your own. 


‘Louvered and safety hinged glass panels; easy-access surface unit. 


LITECONTROL COR 


Designers, Engineers 
equipment distributed through 


36 Pleasant Street, 72, 


l 
LITECONTRO! 





KEEP UPKEEP DOWN 


ELECTRICAL WHOLESALING—June, 1947 












Patented — 
No. 1,933,555 


PRICES REDUCED 





(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 


GREATER VOLUME... 














NO REDUCTION 
IN QUALITY 


Today—you get a better wire 
connector at less cost The Ideal 
“Wire-Nut’—consisting of a 
copper-coated coil spring in- 
sert imbedded in a molded 
plastic shell—is made to the 
highest precision standards. 


Factory-Tested— All materials 
are thoroughly tested . .. spring 
inserts and shells are accurately 
checked. 


Factory- Inspected — Every 
sam finished “Wire-Nut” 
Son %\ + . 
(3 [ *\ is visually inspected 
%\ by before being pack- 
“== aged. 











AMERICA’S 
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ure 
ed mark-up + improved 
: * MORE “WIRE-NUT” SALES AND 


MR. WHOLESALER: 


Lower prices 
ckaging means 


OR YOU. | 
eos price announcement is appearing 'n the 
following publications: 


Electrical espe 
iqhting and Lamps 
e CMeeee Electrical News 
New England Electrical News 


Electrical Contracting 


Electrical South 
Electrical West 








Millions in Use. . 


in the manufacture, installation, and repair of electrical ap- 


. Millions of ““Wire-Nuts” are being used 


pliances, machinery, and devices... in plant and building 
maintenance ... in new construction, remodeling and 
rewiring. These modern wire connectors provide the 
easiest, safest, most economical method of connecting any 
usual combination of wires. The “Wire-Nut” screws on— 
like a nut on a bolt—no solder, no tape, no tools required. 
It makes a connection that’s better electrically, stronger 


mechanically, neater, and safer. 


Ask your Electrical Wholesaler for new low prices. You'll 
be amazed at the additional savings now possible by using 
Ideal ‘““Wire-Nuts.” 


* Trade Mark Reg. U. S. Pat. Off. 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 
1047 PARK AVE. SYCAMORE, ILL. 


Destubated “Through 
LEADING WHOLESALERS 
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store modernization 


gets 
new} 











FEDERAL 




















A GAUL, LIGHTING 





SEE OUR EXHIBIT Federal’s functional fixtures are easily installed and allow for creative lighting 
STORE that will blend into any plan. Each fixture is compactly complete in itself con- 
MODERNIZATION 


taining all ballasts, sockets, wiring and convenient knock-outs and is smartly 


SHOW 


JULY 7th TO 12th 
GRAND CENTRAL PALACE 
NEW YORK CITY 


fashioned for easy conversion into continuous-run lighting. 


Federal’s clean-cut designs and full range of fixtures give that up-to-date look 











even without additional remodeling and are responsible for this increasing 
demand. More and more maintenance-minded customers specify Federal’s 


longer-life cold cathode lighting as the first step in store modernization. 







Installation of Federal Cold Cathode Fluorescent units is a far-sighted invest- 
ment insuring utmost efliciency in operation. The low depreciation, long life 
of the cold cathode lamps and the year’s guarantee on both lamps and fixtures 


(except for lamp breakage) insure low maintenance cost. 


FEDERAL ELECTRIC COMPANY, Inc. 


8700 SOUTH STATE STREET CHICAGO 19, ILLINOIS 
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TO FIT THE JOB! 


TYPE AC 


THERMAG, circuit sreaxer PANELBOARDS 












Built from standard units and enclosed in attractive, easy-to- 
install steel cabinets, @ Thermag Automatic Circuit Breaker 
Panelboards can bemadetofitany job requiring panelboards. 
Equipped with the famous Thermag Circuit 
Breaker — the circuit breaker with a brain, which 
. istin: between momentary and sustained 
Boom owe incon overloads — @ Thermag Automatic Cir- 
ne ards provide posi- 
short circuits and 












, > = @e we Be meh eer | 


/ ie tek ee oe dangerous § eliminating burned 


— out e “ether costly and 


for GARAGES irritating service inter: 






































if Iboard, specify 
for SCHOOLS Em eaker type — 
ee to tomor- 
problem 
| for OFFICES 








* for COMMERCIAL BUILDINGS 


ee 


















€® Thermag Automatic Cirenit 





Breaker Panelboards are avatl- — 
able in standard and narrow 
column types, dust-tight and 





vapor-proof construction. Capac- 
ities 15 to 50 amps, 120 volt AC 
only — single or double pole, 4 | 
to 42 branches with 115-230 vA a 
volt, 3 wire or 120-208 volt, 4 


wire solid neutral mains. 


= 





CE 
_ 





—— ET 





id 


June, 1947—ELECTRICAL WHOLESALING 19 





We realize you are not getting 
all the G-E ballasts you need as 
quickly as you want them, but 
please remember that we are 
doing our utmost to increase 
production, despite continuing 
material shortages. 


BALLASTS LAMPS STARTERS 
CABLE LAMPHOLDERS 
for 
DEPENDABILITY in fluorescent lighting 
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FLUORI vr BALLASTS 


can help you win favor for your fixtures 


One good way to start and wind up a 
sales story on fluorescent fixtures is to 
tar, ™ . the ballasts are G-E.”’ 

There's a reason for people's confidence 
in that name. With fluorescent lamp 
ballasts, it’s the everlastingly watchful 
testing of raw materials and control of 
manufacturing processes which G-E 
maintains. 

More than 20 tests assure the uniform 
quality of all ballast components. Com- 
pleted ballasts are tested continually for 
voltage, heating and lighting character- 
istics. Finally, production line samples 
are subjected to sndependent tests by the 
Electrical Testing Laboratories*. 





salesman 


The quiet operation of G-E ballasts can help a lot to keep your 
fixtures sold. So will the assurance they give of rated light output 
and freedom from maintenance expense. Apparatus Department, 
General Electric Company, Schenectady 5, N. Y. 


* Also listed by Underwriter’s Laboratories, Inc 
GENERAL £7 ELECTRIC 
" 412-3-5205 
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YOUR CHANCES 
OF GETTING AHEAD 


OR 20 years we have 
Fee: whittling away 

the foundations of 
our economic structure. 
We have been cutting 
away the incentives to “get 
ahead in the world,” to in- 
crease production and to 
improve efficiency. Unless 
this process is reversed 
soon, we risk the sort of 
industrial stagnation that 
currently afflicts Great 
Britain so disastrously. 

How far the whittling 
has gone is shown by the 
statement in the center of 
the page. It shows that 
everyone’s stake in work- 
ing harder and getting 
ahead has been reduced 
sharply since 1929. In that 
year, anyone who was even 
moderately successful 
could look forward to 
reaping the rewards of his 
success. If he earned $5,300 
annually over a period of 
25 years he could retire on 
a comfortable income of 
$3,000 per year. Or he 
could pile up enough capi- 
tal to go into business for 
himself. He could fulfill 
the American dream as 
phrased by Abraham Lin- 
coln in his first annual 
message to Congress in 
1861: 

“The prudent, penniless 
beginner in the world, la- 
bors for wages awhile, 
saves a surplus with which 
to buy tools or land for 


himself, then labors on his own account another 
while, and at length hires another new beginner to 
help him. This is the just and generous and prosper- 
ous system, which opens the way to all, gives hope 
to all, and consequent energy and progress, and im- 
provement of condition to all.” 

Look at the situation today. To retire on an annual 
income from investment that will buy as much as 








YOUR CHANCES OF GETTING AHEAD 


To see how your chances of getting on in the world 
have changed during the past few decades, the McGraw- 
Hill Department of Economics has calculated how much 
it now takes to save enough to acquire a retirement 
income or a comparable stake in a business, as compared 
to what it took in 1914 and 1929. 

The objective set is an income from investment equal 
to $3,000 a year in 1929 dollars. It is assumed that the 
savings required to yield this income are made over a 
period of twenty-five years. During that period it is also 
assumed that $4,000 per year (in 1929 dollars) is spent 
on living expenses.* 

Here is how the figures work out: 

Yearly 
Income Needed 


1914 $3,075 
1929 5267 


It now takes more than four times as large an 
annual income as it did in 1914 to gain a com- 
parable stake. It takes well over twice as much 
as it did in 1929. 

Changes in three factors — federal income taxes, liv- 
ing costs, and interest rates — explain why the income 
needed has multiplied so. Here’s how these factors line 
up for the three years. 





Federal Income Taxes Interest Rate 
Married Man, 2 dependents Cost of High-grade 
Living (Index Corporate 
$5,000 income $10,000 income Numbers 1935-39) Bonds 





1914 $10 $60 71.8 5% 
1929 $3 $40 122.5 5% 
1947 $589 $1,862 155.0 242% 


Similar calculations show that if we could reduce fed- 
eral expenditures from $35 billion to $25 billion annually, 
raise interest rates by one-tenth and lower living costs by 
15% —all realistic possibilities if we make the effort — 
then the income needed to build up such a retirement 
fund would come down to $9,500. The chances of realiz- 
ing that goal would then be restored to what they were 
in 1929. 


*Several other factors were omitted from the calculations because 
they would not have a decisive effect on the results. Thus, existence of 
social security pensions and retirement funds now reduces the income 
needed; but if state income taxes were added, the income needed 
would increase. 








$3,000 did in 1929, a young 
man needs to earn over 
$13,000 a year for 25 years. 
That’s more than 2% times 
the income he would have 
needed in 1929. The same 
thing is true of acquiring 
a stake in a business. 


Why Try to Succeed? 


While the income need- 
ed for retirement today 
has increased 242 times - 
or by more than 150% — 
since 1929, the average 
person’s income has in- 
creased only 80‘. So the 
average man’s chances of 
achieving success are real- 
ly slimmer now than a gen- 
eration ago. 

This 1929-47 trend is 
something new in Ameri- 
ca. The average person’s 
chances of getting ahead 
improved during 1914-29. 
In that period the dollar 
income needed for retire- 
ment or a stake in business 
rose by 75‘; , but the aver- 
age income rose by 100‘. 
So more people were with- 
in striking distance of suc- 
cess and security in 1929 
than in 1914. The story has 
been different since 1929. 

Fewer people actually 
do achieve financial suc- 
cess today. Only 1% of all 
families now have incomes 
large enough to build up 
a retirement fund ora 
stake in business. In 1929 
almost 6‘7 of all families 


attained a comparable degree of success. 

Higher taxes are the most important reason why 
it takes so much more now to build up a competence. 
They account for one-half the increase in the amount 
needed. The other half is explained by higher living 


costs and lower interest rates. 
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It is, of course, true that few people ever get into 
the higher income brackets. So the process of cutting 
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TIME a — SAY: 











a+! & 
ad 


Type KA 


LABLE NOW/ 


Due to great improvements in 





our production facilities we are now 
able to offer these outstanding Time 


Switches for Immediate Delivery! 
Place your order now. 








es = Features Like hese 
ty, Sold Meo 


© Pure Silver Contacts. 


© Quiet Operation. 


WCAMO © 


@ Better Terminal Block. 
@ Low-Speed Motor. 
© Three “on” and “off” Operations. 


@ Machine cut Gears mounted 


between Precision-machined 
Brass Plates. 











Advertised Nationally. - - 


ade publications 











pearing sn leading coronene 
you sell Sangamo Time 








— 
ling Sangam 
a real profit 7" e aint 


























better more reliable Tim 
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away the incentives which play such a key role in our 
economic system affects comparatively few people 
immediately. It does, however, have a powerful in- 
direct effect on all of us. 


Everybody Loses 

When half to four-fifths of any additional income 
of successful people goes to Uncle Sam a heavy drag 
is obviously put on doing the work to get it. Thus, we 
stand to lose the benefit of full use of the nation’s best 
brains. By so doing we stifle industrial progress. And 
the loss in productive efficiency far outweighs the 
tax revenue the Treasury gains. Carried far enough, 
the process of stifling economic progress by slashing 
rewards leads straight to industrial stagnation. 

The same process also multiplies the risks of em- 
barking on new capital investment. High taxes rule 
out all but the most profitable new projects and 
restrict most expansions to boom times when profits 
are high. So capital investment follows a boom and 
bust pattern and, by so doing, contributes much to 
ups and downs in production and employment. 


The Sorry Plight of Britain 

The case of Britain today provides an object lesson 
of how blighted incentives produce industrial stag- 
nation. Britain’s number one economic problem is 
to get more production. But the tax load there is so 
heavy it stifles the incentive to produce more. 

A coal miner who works an extra shift pays about 
a third of his added earnings to the tax collector. And, 
as the London Economist comments, tax rates on 
business executives are so high that they kill every 
incentive except that to tax evasion. In short, not only 
is the incentive to succeed blighted, but so is the 
incentive to work. 

A root-cause of Britain’s trouble is this: The cost 
of an expensive program of social benefits has been 
piled on top of the heavy costs of paying for past wars 
and trying to prevent future wars. Tax rates are 
boosied accordingly. What her experience proves is 
that the attempt to provide excessive social benefits 
may defeat itself. It raises the tax burden on rich and 
poor alike and smothers the incentive to work. So the 
underlying basis of all economic benefits—production 
—is eaten away. 

We in the U. S. haven’t traveled as far down the 
stagnation road as Britain has. Taxes amount to 
about 26% of national income here as against about 
45% there. But, unless we start soon to build up in- 
centives to do better work, instead of whittling them 
away as we have been doing, we will catch up with 
Britain fast. 


It’s Late but Not Too Late 
Can anything be done? Decidedly yes, particularly 
by tax reform and reduction in the cost of living. As 
far as interest rates are concerned, any large increase 
would raise excessively the cost of carrying our war- 
swollen national debt, and hence raise taxes. But 
some increase in what are now excessively low in- 


terest rates may well be both feasible and desirable. 

Action on the tax front is the first order of busi- 
ness. Our jerry-built tax structure is the thing that is 
chiefly responsible for cutting the incentives to work 
harder. Two things are important: 1) Government 
spending must be pared to the bone; 2) The tax sys- 
tem must be completely overhauled to remove the 
shackles on all-out production. 

The 56th editorial in this series, published in 
March, outlined major steps that need to be taken 
in remodeling federal taxes in order to increase in- 
centives to individual and business enterprise. The 
revenue bill now before Congress is no more than a 
short step in the right direction. Much more must be 
done to clear the way for high production and rising 
living standards. 

Lifting the blight which taxes now place on incen- 
tives would help cut the high cost of living. It would 
stimulate greater production and greater efficiency. 
But a further step is necessary. Part of the benefits 
of improved efficiency must be passed on to consum- 
ers in the form of lower prices. 

In the past few years we have been following pre- 
cisely the opposite course. In many cases wages have 
been increased all out of proportion to increased 
productivity. Result — soaring prices and a severe 
squeeze of the consumer, to which some greedy 
exploitation of war-created shortages has also con- 
tributed. 


To Give Ability a Chance 


Our basic and most crucial problem is to get back 
on the track which leads to higher production and 
improved living standards all along the line. We got 
off that track in the 30’s. Then, we started scrambling 
for larger slices of the same pie instead of trying to 
produce a larger pie. Now the process of getting back 
on the track is greatly complicated by the tremendous 
tax burden growing out of the war. 

Yet it’s not too late to turn back from the road that 
leads to industrial stagnation. As the statement in the 
center of the page shows, we could restore the odds 
of getting ahead to what they were in 1929. Cutting 
the federal budget to $25 billion a year and putting 
the tax structure in good order are the crucial first 
steps. 

By taking these steps soon, Congress can go far 
to restore the incentives to hard work and efficiency 
which have been so largely washed away in the past 
20 years. If they are not taken the American dream 
of getting ahead by hard and effective work will exist 
only in the history books, and our children will in- 
herit from us an economic order without opportunity, 
without hope, without individual liberty. 





President McGraw-Hill Publishing Company, Inc. 
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TRENDS 








What a Convention!!!) We have never 
helieved in hastily assuming a position that on closer 
examination might prove to be untenable. Therefore, 
when we say here, unqualifiedly, that the 1947 Atlantic 
City convention of the National Electrical Wholesal 
ers Association was at once, the most glamourous and 
also the most constructive convention ever held by the 
electrical wholesaling industry, we do so without fear 
of having that statement challenged by anyone who ts 
truly in position to judge. 

It was a glamourous convention—because the mass 
of those who attended, to the unprecedented total of 
over 1700 registrants, extruded a powerful sense of 
sparkling confidence and purposeful solidarity that 
gave weight and stature to all who were part of it. 
(glamourous also, because for the first time since World 
War I] ended and particularly also for the first time 
in the history of the association, the impressive attend 
ance at meetings and the execution of the broad-in 
scope and finely balanced program left no longer any 
room for doubt but what here is an industry that 
occupies an important place in our national economy 
and is eagerly planning for a greater future. 

It was constructive—because a wise and forward 
looking Program Committee had planned a series of 
contributions to the thinking of N.E.\W.A. members 
that in usefulness and particularly in timeliness was 
outstanding, no less. Constructive also, because the 
majority of the subjects on the program involved the 
discussion of problems that right now, today and for 
months to come will demand the most careful thought 
and consideration of anyone, who wishes to navigate 
the economic rapids of this post-war period success- 
tully and without suffering any serious damage to 
either ship or crew. 

From beginning to end the convention set a new 
high standard of usefulness and value and demon 
strated conclusively how much an ably managed and 
properly staffed association can contribute toward 
improving the performance of the entire industry 
which it represents. 

Our hat is off to the officers, governors, comnniittees, 
headquarters’ staff and all the members who contrib 
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uted their time, thought and effort toward making the 
38th Annual Convention of NEA LA. at) Atlantic 
City May 4-8, 1947, the greatest in the history of the 
association. 


* 


Good Bye—Daisy Chains Under a \Vash 
ington, D. C., date line of May 21, 1947, the Associ 
ated Press reports some significant disclosures made 
before a U.S. Senate committee. Several manufac 
turers testified that they had paid from $165 to $240 
per ton for steel for which someone paid the steel mill 
only approximately $80 per ton. One company in the 
building business claimed that it could not get all 
the materials needed for complete houses, and so it 
sold over 2000 tons of steel at $120 to $200 a ton, for 
which it had paid S8O to $85. One witness told how 
he started to trade in steel which he obtained “through 
the daisy-chain” and sold it by the same route, but, 
he said: “there are so many persons in the ‘daisy 
chain’ that sometimes I was lucky enough to make a 
profit of $10 a ton.” 

Think of it! “Only” $10 per ton. Often probably 
$25 to $100 per ton net profit for being a member of 
the “daisy-chain,” for doing a little telephone work and 
knowing who the next suckers would be. And we 
have had “daisy-chains” in steel and lumber and in 
other basic materials. 

BUT: Inevitably, as the original producers of such 
a basic material begin to catch up with demand, fill 
the pipelines of their normal distribution channels and 
start to fill back orders of their old-time customers, 
then those daisy-chains quickly begin to wilt. 

That daisy-chain fade-out began in steel several 
months ago and with steel production running at or 
near capacity weck after week the boys are having 
a tough time placing the stuff they have rolling, often 
take a healthy licking in order to get out from under. 

The daisv-chain fade-out is catching the boys that 
have been working the lumber beat. [ven the small 
try daisies, that plaved the local building areas on 
cement, brick, cement blocks, roofing materials, etc., 
find the picking getting worse and worse. 








INADEQUATE WIRING, the industrial jinx, upsets the best 
of calculations—the most thorough planning. 

Production quotas are a fiction, the most modern ma- 
chines are inefficient, the best of workmen are frustrated 
when overtaxed, over-extended obsolete wiring can pull 
down plant efficiency 25 percent’ or more. 

To get the production curve up, ask your plant power 
engineer, your consulting engineer, electrical contractor 





or utility power salesman to put this demon out. Action 
now may save shutdowns and costly alterations later. 














r 


| 








ANGONPA ANACONDA WIRE AND CABLE COMPANY 
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Production particularly of steel and lumber is 
steadily “catching up” and in increasing volume train 
loads of those vital materials by-pass the daisy- 
chains and roll to market through legitimate channels 
and are sold at reasonable prices. 

\s those materials become freely available in a free 
price market, billions of dollars’ worth of construction 
and building projects will be released for action. 

(,ood-Bye, Daisy-Chains. 


* 


Records! Not Rumors 
healthy, like a sturdy oak—Let three men tell thee 
that thou lookest ill—.And_ faith, ye'll seek thy bed 
and call a medic.” 


“Though ye be 


The kind of talk we hear in some quarters, the 
“predictions” printed here and there and particularly 
some of the headlines we see, really are enough to 
make a lot of unthinking people look for the nearest 
bomb shelter or cyclone cellar. 

This thing or other, that our country is supposed 
to be headed for, business-wise, already has been called 
If that were true, 
then that promotion would have produced by now 


“the best advertised” in history. 


more than enough “customers” to put all of us flat on 
our economic backs. Instead of that we are able to 
see everything but the stock market rolling along at 
a mighty healthy pace, and this approximately 8 
months after our economy actually began to cure its 
internal unbalances quite without benefit of publicity 
st othsayers or Cry stal gazers. 

We do not mean to imply that many adjustments 
are not in order, and those adjustments will be more 
painful in some lines than in others. But—the 1m 
portant thing and the factor least played up in the 
headlines is, that those adjustments are not coming 
ail in a bunch—like an explosion. Instead they started 
in some lines during the fall of 1946. They have been 
soing on every day and are going to continue probably 
for the rest of this vear. Still that does not mean 
that we must have one of those thingamajig upheavals 
because the explosive element is lacking. 

The late “Al” Smith, in answering some of his 
critics sooner or later would come to his pet phrase: 
“Let's look at the records” and—we believe that this 
is a good time for business to stop listening and doing 
some serious lo king at the records. 

Here are a few Records worth studying—the latest 
available as this is written—each from either U. S. 
(Government or other reliable source : 

National Income has been running in 1947 at the 
tremendous rate of $177 billion per year. 

Employment is holding at around 55,000,000 people 

Weekly Earnings in March regained the war-time 
and all-time peak of an average of $47.47 in the weekly 


pas envelope of every worker. 


Dividends paid to stockholders in the first quarter, 


were for 1947 just 23 percent higher than in 1946 and 
that was a record year. 

Department Store Sales. Up to May 17th the vear 
1947 topped the same period of 1946 by eleven per 


cent with increases during the most recent week (end 


ing May 17th) ranging from 5 percent to 19 percent 
in the various Federal Reserve Bank districts. 
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Automobile Orders. A national survey, just  fin- 
ished, shows that dealers ‘“‘after all deliveries and 
cancellations for all causes are accounted for’ have 
orders on hand for double the number of cars that can 
be deliver« d this vear 

Electricity Users. More new customers were added 
in 1946 than in any previous vear, pushing the total to 
26,100,000 potential buyers of more electrical goods. 

Electric Power is being consumed at the rate of 
over 4,616 million kilowatt hours per week (March 
and April, 1947) against 3,939 in 1946. 

Wholesalers’ Sales in March, 1947, exceeded $5 bil 


26 percent over the same month of 


lion, a gain of 
1946, 
Electrical Wholesalers’ Sales in April, 1947, ex 
ceeded sales for the previous month by 12 percent and 
were 144 percent higher than April, 1946 
Electric Motors Producers had a backlog of unfilled 
orders that was worth $632 million in May, 1947. 


Electrical Wiring Devices are being produced at 
record-breaking pace and vet the supply is not suffi 
cient to meet the demand. 

Electrical Conduit and Fittings are turned out at 
82 percent more than average 1939 production. 

Iilectrical Appliances and Radios. Most of the 
makers and distributors of radios and appliances with 
a well known name are not able to supply current 
demand. Some items carrving an unknown name are a 
drug on the market. 

Peace-Time Record Fhe Westinghouse Electric 
Corporation established in April, 1947, a new peace 
time record of production, orders booked were double 
those of April, 1946, and unfilled orders totaled 
$67 3,000,000, also a new peace-time record 

14 Billion Dollars are to be spent in 1947 by Amert 
can business enterprises on new plants, extensions 
and equipment, 

Lhere you are. If in spite of the trends as retlected 
in the above we should hit into one of those thingama 
gs that there is so much talk about. it will happen 


] 
| 


only because we and our men have forgotten how to 


loa real selling job, and were content to succumb to 


rumors instead of fighting alongside the records 
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CERTIFIED 


Fluorescent lamp manufacturers 
guarantee the performance of 
their lamps only when used with 
those ballasts which meet the spe- 
cified performance as tested by 
Electrical Testing Laboratories or 
other laboratories of recognized 
standing. 

Jefferson Ballasts for fluores- 
cent lamps are certified by "E.T.L.” 
and are also listed as standard 
by Underwriters’ Laboratories, Inc. 





Ballasts That 


Match Exactly the 
Lamp Characteristics 


Control of quality and uniformity go hand in hand 
with exact engincering at the Jefferson Electric plant. 
This spells economy for you, because full lamp 
output is assured along with quiet and long life 
performance. 

It is no coincidence that hosts of our most prac- 
tical and prosperous illumination men have found 
through long experience that fluorescent lamp satis- 
faction can be assured with Jefferson Electric Ballasts. 
The user, too, gets all he pays for when these Bal- 
lasts are provided.... JEFFERSON ELECTRIC 


COMPANY, Bellwood (Chicago Suburb), Illinois. 


In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Ave., 
Toronto, Ontario 


BALLASTS 


FOR FLUORESCENT LAMPS 
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lhe figures we use as basis for these month- 
ly comparisons of performance in the electrical whole 
saling field are collected and compiled by the Bureau 
of the Census of the U.S. Dept. of Commerce. 
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BUSINESS INDEX 


For The Month Of March 1947 


SALES Sales of electrical goods by — wholesalers 
throughout the country continued their trend upward 
with an increase of & percent reported for March 1947 
compared to the previous month. This gain, measures] 
in dollar volume, represents an increase of 251 percent 
above the 1939 average monthly level 

\lthough the monthly increase of & percent indicates 
no spectacular rush of new business for the wholesalers, 
it does show that wholesalers’ sales are not merely hold 
ing at a high level but are still increasing in a steady, 
healthful fashion. 

This moderate but continuing increase also justifies 
the conelusion that the wholesalers are meeting ef 
fectively the current need for increased sales effort and 
are moving goods at a pace which enables them to 
offset to some extent current increases in their cost of 
operation that have been eating deeply into their profits 
Furthermore, many lines of products are flowing to 
wholesalers in steady volume, so that the “feast o1 
famine’ conditions are eliminated and greater at 
tention can be paid to constructive sales effort 


INVENTORIES 


crease in the value of wholesalers’ stocks recorded in 


\lthough some of the 10 percent in 


March 1947 as compared to the previous month, must 
he attributed to the higher cost prices, there also was 
no doubt but that more electrical goods and wider as 
sortments were reaching the warehouses. 

\s wholesalers are getting enough goods to meet 
the current demands for most products, their long 
empty shelves and storage bins will be getting filled up 
and the artificially high rate of “turnover” prevailing 
during recent vears due to large scale direct shipments 
must be expected to come down. 


COLLECTIONS Phe collection percentage 1o1 March 
1947 was 90, a gain of 1 point above the previous month 
and a drop of 1 point from March 1946. Accounts re 
ceivable were up 10 percent from the February level 
and 137 percent ahead of the same month of 1946 
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— ESIGNERS can lay out electrical systems with what seems to be 
ample allowance for future needs. 


But they aren’t fortune tellers. They can’t foresee that some day a 
machine will have to be moved, an entire line relocated, or a lighting 
set-up shifted. 


That’s why it’s wise to specify BullDog Universal Trol-E-Duct with 
the slot that always pays off. Universal Trol-E-Duct is slotted over its 
entire length. So every inch is a potential outlet to supply needed 


current for any type of lighting fixture or small tool. 


Once Universal Trol-E-Duct is on the job in your plant, there’s no 
need for expensive rewiring, no matter what changes are required. 
Current is available through twist-out plugs or through trolleys that 
can be moved with the lights or tools. Either tap-off device can be 


removed and reinserted to serve any point along the duct. 


And if major alterations call for radical changes in electrical 
distribution, Universal Trol-E-Duct can be dismantled, moved and 
reinstalled with complete re-use of all material. 


You can learn more about this modern, efficient system by calling 
the nearest BullDog Field Engineer. He can give you full technical 
information and show you a BullDog installation near your own plant. 
Or, write BullDog direct and we'll send descriptive folders. 





BullDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and Rocker Type 
Lighting Panels—Switchboards—Circuit Master Breakers—''Lo-X"" Feeder BUStribution DUCT——‘'Plug-in™ 
Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting—Industrial Trol-E-Duct for portable 


tools, cranes, hoists. 


BUL 


ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN 
FIELD OFFICES IN ALL PRINCIPAL CITIES 
In Canada: BULLDOG ELECTRIC PRODUCTS OF CANADA, LIMITED, TORONTO 
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REGIONAL ANALYSIS 


y FHOLESALERS in all but one of the nine regions 
\ reported increases in dollar volume of sales in 
March 1947, but these gains were not evenly distributed 
throughout the nation. 


Most likely, one of the major factors in the unbal 
ance was the etfect of seasonal intluences. Gains were 
reported by New England, the West South Central, 
and the Mountain States. 


Only the heavy-industry states of the East North 
Central region reported a drop in sales for March, but 
this may be considered of little importance because 
those states show next to the largest sales gain for 
all regions during the first three months of 1947 com 
pared to the same period of 1946. 


With but one exception, the nine groups of states 
shared quite equally in the 10 percent gain in inventory 
in March. New England jobbers were the exception, 
but they were on the long side with a gain of 17 pet 
cent, seven points above the national figure. 
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MARCH, 1947 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 





SALES INVENTORIES 
March 1947 . March 1947 
Compared in °%/, with Trading Compared in °%, with 
Feb. Mar. Region Feb. Mar. 
1947 1946 (See Map) 1947 1946 
115 231 | 117 273 
110 252 2 an 298 
98 239 3 107 316 
110 227 4 an 285 
109 240 5 112 277 
107 210 6 107 337 
118 229 7 106 315 
114 225 8 114 396 
110 228 9 113 303 
108 235 For 110 303 
U.S.A. 
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QUURULE The figures we use as basis for these monthly 


comparisons of performance in the electrical wholesal 
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ing field are collected and compiled by the Bureau of 
the Census of the U.S. Dept. of Commerce 
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NEW UTILITY 






he wide range of types and sizes of 


pleton outlet and switch boxes, which 

r years has met every wiring preference ; | N EW 74a i N EW y) ESIGNS 
d requirement, is now available with 

amps to fit the new, smaller sizes of non- 


‘tallic sheathed cable and armored cable |, | : I d 
thorized by the 1946 code. . | ny or Sma 7 1946 @) e 


‘Knock-outs are sized and located for any 


tsired installation. Clamps are in various | ‘ a ° 

es to satisfy individual or local prefer- | N On- Meta | | ic Sheathed Ca ble 
ce... carefully maintained is the wide “LOXBOX" TYPE 

oice of switch boxes with or without CONNECTOR 

punting brackets and lath supports also PATENT APPLIED FOR and Armored Cable 
t hangers with outlet boxes for which a ee | 

» Appleton line is well known. sizes to fit the new smaller 
Ready adaptability marks the Appleton =o onaner Gane They 

e throughout. There is an Appleton fit- require no lock-nut. One 

exactly suited to every requirement, soe ban andaneniees 

it individual fittings are easily adapted or | perfect ground when used 

justed to the conditions of each oa sates ante 
It is the kind of adaptability that saves 

e on the job, that makes selection and 

dering quick and easy. Always remember 

ppleton fittings have earned the reputation: 


TANDARD FOR BETTER WIRING!” 
Sold Through Electrical Wholesalers 


PPLETON ELECTRIC COMPANY | \Q~wQtd? _ telow) No. 388 
84 Wellington Avenue «+ Chicago 13, Illinois | “ 


Sheathed Cable 

ch Offices: NEW YORK, 50 Church St. ¢ DETROIT, 7310 
pdward Ave. e CLEVELAND, 1836 Euclid Ave. « SAN FRAN- 
0, 655 Minna Street « ST. LOUIS, 420 Frisco Bldg. « LOS 
ELES, 100 North Santa Fe Ave. « ATLANTA, 724 Boulevard, 
. © BIRMINGHAM, 6 N. Twenty-first Street « MINNEAPOLIS, 
Fifth St. S. @ PITTSBURGH, 414 Bessemer Bidg. « BALTIMORE, 
E. Pleasant St. ¢ BOSTON, 10 High St. « DENVER, 1509 
nteenth St. e PHILADELPHIA, 1017 Cherry St. 


ident Representatives: Cincinnati, Dallas, Kansas City, . . ee . 
ovkee, New Haven, New Orleans, Seattle. : eres I ~ ~ ‘ No. 551-L 


rt Representatives: International Standard Electric Corp., pee Bte bag : For A 
brood Street, New York 4, N. Y. ' : : ; . or Armored Cable 


SEND TODAY THESE ARE TYPICAL 
Big Appleton Catalog, illus- 


trating and describing more nd! yo py ' Illustrated are only two of the large, 
than 15,000 types and sizes Ree = ' complete Appleton line of outlet 
of wiring equipment, gladly ™ ~ ES | - tes and switch boxes, now available with 
sent FREE, on request, to any 7 x ud newly designed clamps to fit smaller 
user of such material. non-metallic sheathed cable and 
1! armored cable. 


APPLETON 


Trumbull Rosette 
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MODEST PRODUCT“ ee 
that started Six factories 





The picture of this Trumbull “Rosette” may draw a chuckle from modern electrical 
men ... but like the discovery of the first nugget it showed the way to a streak of 
pay dirt that has never been exhausted in Trumbull’s 48 years of continued progress. 


From a modest single product in "99 to a complete line of electrical equipment in °47 
. with national recognition all the way . . . is the result of an initial determination 
“to manufacture quality electrical products of first class material and slowly build 
up a reputation as a house of quality, selling at a fair profit.” 
A nation wide system of 333 leading electrical wholesalers, backed up by Trumbull 
sales and service men, brings the Trumbull line to your doorstep. From simple 
standardized switches to custom engineered switchboards and Busway Systems, 
Trumbull offers eficient control and distribution of Power and Lighting current 
for all residential and industrial requirements. 


TRUMBULL ELECTRIC 
Pioneer in GF 





* 





—— 


— SS 2 ‘ ee ee aS 
THE TRUMBULL ELECTRIC MANUFACTURING COMPANY, PLAINVILLE, CONN. 
OTHER FACTORIES AT NORWOOD, OHIO * LOS ANGELES © SAN FRANCISCO © SEATTLE © WEST WORKS, PLAINVILLE, CONN, 
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8 GOOD REASONS WHY!!! 


»».Wire insulated with GEON for manufacturing, 
domestic, industrial, and utilities wiring... 


x 
v4 


Excellent electrical properties 

Thin coating of insulation 

More conductors in a given space 

Ease of handling * 
Easy stripping 

Light weight a 
Resistance to ozone, wear, sunlight, 


water, chemicals, and most other + 
normally destructive factors 


14 colors including NEMA x 
standards 

Be sure to specify wire or cable in- 
sulated with GEON in order to get 
*” *% all these advantages. Or, for informa- 
K« + tion regarding special applications 
please write Department K-6, B. F, 
Goodrich Chemical Company, Rose 
Building, Cleveland 15; Ohio. In 


Canada: Kitchener, Ontario, 


B. F. Goodrich Chemical Company ....::.... 
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Member Companies of Armored Cable Section of 








American Flexible Conduit Co. Columbia Cable & Electric Corp. 
American Metal Moulding Co. Crescent Insulated Wire & Cable Co., Inc. 
Clifton Conduit Co., Inc. Eastern Tube & Tool Co., Inc. 
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Armored Cable has Provided 
50 Years of Safe, Low Cost Wiring 


In 1897 the first armored cable was installed. It 
was the first self-contained wiring system of race- 
way and conductor combined in one assembly. 

Listed by Underwriters’ Laboratories in 1899 
and recognized in the National Electrical Code 
of that year, it has provided a safe, low-cost 
system of electrical wiring for 50 years. 

In the last twenty years alone, over SIX 
BILLION FEET of armored cable have been 
installed. 


The New Bonding Feature 


A flattened tinned copper or aluminum wire con- 
tinuous throughout the length of the cable makes 
contact with the convolutions of the steel pro- 
tective armor. This construction assures a perma- 
nently low armor resistance for maximum safety. 


SO MUCH ARMORED CABLE IS USED 


Try The NEW Improved Bonded 
Armored Cable 


Code Permits Smaller Size, Lighter Weight, 
in New Bonded Cable 


The 1947 Code sizes 14 and 12 AWG type AC 
armored cable will employ small diameter insu- 
lated conductors. These cables are smaller in size 
and lighter in weight than any previously permit- 
ted, with consequent advantages in installation. 


Ready-to-Use When You Get It 


Armored Cable provides the only general pur- 
pose, factory assembled, factory tested, metal- 
protected wiring system. It’s ready-to-use when 
you get it. 

From bare conductor to finished wiring system, 
the entire process is factory controlled. Its manu- 
facture is subject to all the care and precision 
that modern industry commands — your guar- 
antee that it is ready for safe operation and a 
long trouble-free life. 


























1. It’s Safe—recognized by the National Electrical Code as a safe wiring system. 


2. It's Tested — factory assembled, tested, and labeled by Underwriters Lab- 
oratories, Inc. 


3. It’s Adaptable — lends itself to all types of building construction and is a 
natural for rewiring old buildings. 


4. It's Economical — low in cost, simple and quick to install. 
5. It’s Durable — has a long, trouble-free life. 
6. It’s Proven — has a record of outstanding performance over many decades. 















National Electrical Manufacturers Association 


General Electric Company 
Northern Electric Company, Ltd. 


Paranite Wire & Cable Corp., Div. of Essex Wire Corp. 
Triangle Conduit & Cable Co., Inc. 


The Okonite Company Walco Industries Inc. of Philadelphia 
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NO. 3007 DELUXE 
— SHIELDED 4-LAMP 
LUMINAIRE 











UViility men know good lighting. You can be sure 
that they buy the best for themselves. Here’s what C. 
B. Gillespie, General Commercial Manager of the 
Missouri Power and Light Co., says about the 
MITCHELL installation in his own company’s offices: 


“During 1946, we installed in our general offices in 
Jefferson City, Missouri, lighting fixtures manufactured 
by your company. We used 81 No. 3007 four-tube 
fixtures. We obtained 70 to 100 foot-candles in the 
offices and other areas lighted. Previously, we main- 
tained about 21 footcandles of general illumination.” 


“We have found that the efficiency of our office per- 
sonnel has very definitely increased. Qur employees are 
very happy with this new lighting. This is especially 
true in our General Office Engineering Department. 
We no longer hear rumblings of eyestrain and poor 
lighting. The same holds true at our Clinton, Mo., and 
Boonville, Mo. offices where we used 32 and 28 of 
your No. 3011 units respectively. Here, we also 
obtained 70 to 100 footcandles. THE LIGHTING 


General 











Offices 







Utilities Kuow Best! 


THAT’S WHY MISSOURI 
POWER « LIGHT CO. 
USES LIGHTING by 











RESULTS HAVE BEEN MOST SATISFACTORY.” 


Distributors and contractors know good lighting 
too. And they know that every MITCHELL in- 
stallation is a clean, simple deal—reputation- 
boosting and profit-building. All around, 
MITCHELL is The Lighting for Better Business, 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
in Canada: Mitcheli Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Better Light 
for 
Better Business 


Makers of Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights « Desk Lamps Port- 
able Floor and Table Lamps « Bed Lamps « Ultraviolet and Infrared 
Health Lamps « Residential Lighting Specialties . . Rad-i-Air Germi- 
cidal Units (made by Tru-Air Ultraviolet Products Co.. Los Angeles) 
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NEWA’s Annual Convention 


Stresses Need For Selling 


1700 wholesalers and guests attend 38th annual convention 


ef the National Electrical 
Atlantie City. 


TLANTIC CITY, N. J 
B ing Electrical Age,” theme of the 


“The Com- 


38th annual convention of the National 
Electrical Wholesalers Association held 
May 4-8 at the Hotel Traymore in this 
citv, was shown to be one in which the 
wholesalers would have to renew hard- 
hitting sales effort, develop more effective 
sales techniques, cultivate more fully the 
farm market and take a more active part 
in solving America’s economic problems. 
\ record attendance of 1700 registered 


for the annual meeting 
Ingraham Elected President 


E. B. Ingraham, president, Times Ap- 
pliance Co., Inc., New York City, was 
elected president of the association suc 
ceeding Jehn L. Brsey, president, Gen 
eral Electric Supply Corporation. In ac 
cepting his new office, Mr. Ingraham paid 
tribute to Mr. Busey for having charted 
during his three vears as president a 
hasic course which the association may 
well follow in future years. 

Mr. Ingraham said that N.E.W.A., 
which has been a great force !n mass dis 
tribution in the past, will be an even 
greater factor in the future, thus helping 
to make possible lower costs through 
mass production of electrical products 
is actively 
engaged in stimulating action on the part 
of all its members to accelerate the trend 
toward lower prices for electrical prod- 
ucts through mass distribution methods.” 

George F. Kindley, vice president, Ed- 
gar Morris Sales Co., Washington, D. C.., 
was elected chairman of the Appliance 
Division succeeding Mr. Ingraham. D. 
M. Salsbury, executive vice president of 


Wholesalers Association in 
Ingraham succeeds Busey as_ president 


Westinghouse Electric Supply Co., wa 
re-elected chairman of the Apparatus and 
Supply Division. The two division lead 
ers were also elected vice presidents oO 
the association. 


Opening Session 


In his opening address Mr. Busey 
warned that electrical wholesalers must 
learn once again how to sell. He viewed 
the present economic situation as highly 


confused and placed special emphasis on 


the need for a logical reduction of invert 
tories and careful control to keep then 


safely in line with requirements 





Charles G. Pyle, managing director of 
the association, giving his annual report, 
reviewed the association’s program for 
the year and commented briefly on the 
work of the N.E.W.A.. staff members 
Mr. Pyle pointed out that the association 
is now in its fortieth year and is one of 
the oldest trade groups in the U. S 

He said, “Today, in more ways than 
one, our industry as part of the nation’s 
economy stands at a crossroad. As our 
economy goes, so will we. There can be 
ho profit now in name calling or crying 
over spilt milk. The challenging fact is 
that most goods and services have heen 
pushed, booted and inflated out of reacl 


of the one single objective all of us must 


reach—the buyer’s pocketbook. Fortu 
nately, some producers have begun to 
lower prices and the facts of our econom 
ic life, of our interdependence, are begin 


I 





A NEW PRESIDENT FOR N.E.W.A—John L. Busey, right, president, 
General Electric Supply Corp., is shown congratulating his successor, E. B. 
Ingraham, president, Times Appliance Co., Inc., New York City, who takes 
over as head of the National Electrical Wholesalers Association. 
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HIDDEN BEHIND THE FACE 
- 0 ” HERE'S THE “WORKS” OF A FEDERAL 
of your watch are over 150 precision parts—the ‘‘works BOARE WAGHETIC METER STARTER 
that make a watch a useful and dependable mechanism. ieee tiered siaaticie 
we Double Brea ilver Contacts » Accessible 
In FEDERAL NOARK electric products, as in the construction of rnc pects Pra ese — 
° ° oe ° . . e_-9 Ball Beorings & Mova s n- 
a fine time-piece, precision is a built-in characteristic Prints pda ig aaa en 
7 Bearing Action @ Quick-Change Coils 
».. precision that makes for dependable performance under @ Overload Relays — Hond & Automotic 
7 ; = Reset & Front Mounted Accessible Heaters 
the most gruelling of operating conditions. 





Federol Electric Products Company, Executive Offices: 56 Poris Street, Newark 5, N. J. * Plants: Hartford, Conn. * Nework, N. J. * St. Louis, Mo. 


Federal NOARK 


INDUSTRIAL CONTROLS 





FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS 
INCLUDING: MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOARDS 
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ning to be publicized in speeches and paid 
advertisements. I sincerely hope that our 
electrical industry will be out in front in 
this fight on inflation. 
have not done before. To provide more 
products at less cost has been the elec- 


It is nothing we 


trical industry’s proud achievement over 
the years and we can do it again. It is 
in the electrical tradition.” 

The report of legal counsel for the as- 
sociation was presented by Dana T. Ac- 
kerly, Esq., and Kendall B. DeBevoise. 
Ksq., both of Breed, Abbott & Morgan. 


Whitwell Addresses Convention 


The importance of people as “ultimate 
markets” for all electrical products was 
forcefully described by George E. Whit- 
well, vice president, Philadelphia Electric 
Co., in his address on “Your Opportunity 
in the Coming which 
opened the sessions sponsored by the Ap- 
pliance Division. 

Mr. Whitwell quoted statistics evidenc- 
ing the fact that the overwhelming ma- 
jority of America’s 142 


Electrical Age” 


million people 
have had no previous adult experience 
with a free market for appliances, or with 
a peacetime economy or the 1929 crisis. 
“The great customers 
and our employees do not understand the 


majority of our 


facts of life economically,” he said. “They 
simply do not know what made this coun 
try great or, in other words, how we got 
this way. Something must be done to 
correct that.” 

Characterizing electrical appliance ad- 
vertising as still being in the “nut and 
holt” stage, Mr. Whitwell said that there 
is glamour in our business but we usually 
miss the boat. “We point to the glisten- 
ing porcelain when we could much more 
pointedly refer to the housewife’s glisten- 
ing complexion—a result in some mea- 
least of the benefits of 


sure at greater 


convenience and more leisure obtained 
through the use of work-saving house- 
hold electrical appliances.” 

Mr. Whitwell, speaking of inflation and 
the present unbalance in price, urged that 
price reduction start with greater produc- 
tivity per man-hour. That, plus competi- 
tion, he predicted, could give us a solu- 
tion to our national economic problem, 

. “unless we monkey too much with 
the machinery.” He foresaw the possibil- 
ity of a slight recession the latter part of 
this year and part of next, followed by 
four or five years of good business, add- 
ing that 
and selfishness.” 


“we must subordinate our greed 


He concluded with the statement that 
he was impressed by the word indoctri- 
nate. “All branches of our industry need 
each other,” he said, “and you, the elec- 
trical wholesalers, need the understanding 
of the rest of us.” 


Sales Training and Farm Market 


Scientific personnel selection and basic 
sales training were featured on this pro- 


gram sponsored by the Appliance Divi- 
sion. The first subject was offered in the 
form of a slide film and talk by Morris 
I. Pickus, president. The 
stitute, Inc., under the title, “Personnel 
Selection—By 


Personnel In- 


Accident or Design?” 
The presentations on personnel selec 
tion and basic sales training were spon- 
sored by the Sales Promotion and Sales 
Committee of N.E.W.A., of 
Kindley is 
Jehn T. Urban, chairman of the Rural 
Markets Frank 
Watts, executive assistant of the maga- 


Training 


which George F. chairman. 


Committee introduced 
zine, Farm Journal, who presented that 


publication’s motion picture, “Singing 
Wires.” Introducing the 
Watts said that the 
greatest single new market our industry 
ever had—one equalling $500,000,000 in 


annual sales. 


picture, Mr. 
farm market is the 


“Electricity is the greatest 
force in farm life,” he said. “The pros- 
perity of the farmer is essential to the 
prosperity of the United States. Greater 
use of electricity will enable the farmer 
to increase efficiency and offset, at least 
in large measure, the losses resulting 
from lower prices and a decline in the 


market demand for farm products.” 
N.E.M.A. President Speaks 


During the meetings sponsored by the 
Apparatus and Supply Division, R. Staf 
National 


\ssociation 


ford Edwards, president of the 
Electrical Manufacturers 
speaking on the “Go All Electric” theme 
placed great emphasis on the necessity 
for all segments of the electrical industry 


viewing their problems as “total industry 


problems rather than as the individual 


problems of the utility, manufacturer, 


wholesaler or contractor.” 

Mr. Edwards stressed the importance 
of the industry’s consciousness of inter- 
dependence idea, adding that ‘f the past 
indicates need for some method of coop- 
erative thinking in our total industry, the 
future certainly emphasizes that need 

“The adequate wiring program alone,” 
he said, “speaks in terms of 4,000,000 new 
homes that must come within five years, 
2.300.000 homes 
occupants want electrical modernization 
We are talking of 235,000,000 
items such as boxes, receptacles, switches, 
We are talk 
ing of 800,000 more costly items in ser 
20,000,000 


and another where the 


simple 
fuses and circuit breakers 


ice equipment, and wire for 
branch circuits. We are talking of 10,- 
210,000 units such 


washers, 


as refrigerators, dish- 
water heaters, controls 
and other appliances. We are talking of 
$48,000,000 worth of electrical equipment 
necessary for 


ranges, 


generation, transmission, 
distribution and sub-stations.’ 
Home and at 


“Lighting America at 


Work” was the subject of a dramatized 


presentation arranged by the General 
Lamp Department, 
Nela Park, and introduced by W. H 
Robinson, Jr., advertising department 
assisted by H FH. 


Through the use of colored slides and a 


Electric Company 


manager, (Gsreen 
number of large placards the recently an 
Program, 
Institute, 


Lighting 
Electri 


was interpreted in terms of business de- 


nounced Planned 


sponsored by Edison 


velopment possibilities for the electrical 





% 





4 
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WHEN GOUGH INDUSTRIES, INC., opened a new showroom and ware- 
house in Bakersfield, Calif., recently, employes from the firm’s Los Angeles 
and Bakersfield offices gathered on the steps of the new building. Walter H. 


Towers will be branch manager. 
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for he +. maintenance \. 
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ee? 
In offices, stores or factories .. . wherever large 
numbers of fluorescent lighting fixtures constitute a mainte- 
nance problem, CERTIFIED STARTERS produce rea/ economies. 
CERTIFIED STARTERS are tested, checked and certified by fa- 
mous Electrical Testing Laboratories, Inc.,as meeting rigid spec- 
ifications for performance and service. That means more light 
from lamps, longer lamp life, longer starter life. Be sure the 
starters you sell or use carry the familiar ‘ETL CERTIFIED” shield! 
@ Be sure they're CERTIFIED... look 
for this mark stamped on the case. 
--+--------- Address inquiries to any of the following manufacturers of ——————————-—— 
Certified Starters 
The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 
Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. |. 
General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y 
Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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retailer, wholesaler and contractor. Mr. 
Robinson urged electrical wholesalers to 
establish a “focal point for bringing to- 
gether in the wholesaler’s place of busi- 
ness the customer and all phases of the 
industry interested in 


Planned Lighting 


progress.” He said that they should 
build and maintain a Planned Lighting 
Merchandiser “a carefully prepared 


room 
light.” Each part of the lighting indus- 
try is dependent upon each other part of 


where the customer is shown the 


the industry, he concluded, and no part 
plays a more important role than the elec- 
trical wholesaler 

“We can promote electrical appliances 
and all our other products and we can 
talk about adequate wiring until we are 
blue in the face, but until that situation 
(the bottleneck is inadequate wiring) is 
brought forcefully to the attention of 
potential buyers, and to every architect, 
engineer, builder and contractor, we will 
still be in the infant stages of the Coming 
Electrical This epito 
mized the viewpoint expressed by A, Carl 


Age.” statement 
Bredahl, manager and technical director, 
Better Electric 
Corp., Pittsburgh, in his brief talk prior 
to the showing of the technicolor motion 
picture, “Dawn of Better Living,” spon- 
sored by his company. 


Homes, Westinghouse 


Both presentations which followed the 
speech by Mr. Edwards were introduced 
by J. C. Dupont, Jr., chairman of the In- 
dustrial and 


Commercial Lighting and 


Residential Lighting Fixtures Commit- 
tees. 

Gary M. Underhill, executive director, 
Consumer Bankers Association, Washing- 
ton, D. C., 


address on 


delivered a thought-provoking 

Distribution and Consumer 
Credit” which contribution was sponsored 
by the Time Payment Financing Commit- 
tee of which H. S. Schiele is chairman. 

An exceptionally fine program was en- 
joyed by more than 1000 wholesalers and 
guests during the annual convention ban- 
quet held in the American Room of the 
Hotel Traymore on May 6. 

D. Lyle Fife and N. J. 


well 


MacDonald, 


known leaders in the electrical 


wholesaling and manufacturing fields, 


respectively, stole the show when they 


agreed to sing for the large crowd. 


Diehl Electric Now Owns 
Building It Occupied 


SAN FRANCISCO—Seizing the right 
opportunity, P. F. Diehl, owner of the 
Diehl Electric Co. of this city, recently 
purchased the four-story building he had 
been occupying at 55 Main Street. 

Mr. Diehl believes the building, which 
contains a total of 16,000 square feet, is 
enough to hold the business for quite 
some time. He said that it feels good 
not to have rent or vacating worries. 





TELEVISION—from broadcasting to receiving was featured at the Second 
Annual Texas Electric Show sponsored by the Texas Electric Service Co. at 
Fort Worth. Crowd of 125,000 kept auditorium where programs originated 
jammed at all times. 





$13 Billion to Be Spent 


For Plants and Equipment 


A joint survey made recently by the 
Securities and Exchange Commission and 
the Department of Commerce, showed 
that expenditures this vear by American 
business for new plants, plant expansion 
and new equipment may reach $13,900,- 
000,000. In 1946 American companies 
spent $12,000,000,000 for new plants and 
equipment, and $6,600,000,000 in 1945, 

The joint survey revealed that the peak 
in expenditures was reached in the last 
quarter of 1946 when $3,800,000,000 was 
spent. 

\ statement issued along with the sur 
vey pointed out that although a leveling 
1947 is indi 


cated, the anticipated totals for this year 


off of expenditures during 


are 15 percent higher than last year, 70 


1941 and 50 per 


percent higher than in 


cent more than 1929. However, the re 


port said, after adjustment for the “sub- 
stantial price increases,” expenditures in 
1947 will probably be slightly under those 
of 1946 but higher than in 1941 or 1929 

According to the survey, manufactur 
ing companies have planned expenditures 
totalling $6,200,000,000, or nearly half the 
total for all industry. 

“Manufacturing companies anticipate,” 
the report added, “a gradual decline in 
expenditures during 1947, They expect 
to spend $3,000,000,000 in the last half 
of this year, compared to $3,200,000,000 
in the first half of this year and $3,400,- 
000,000 in the last half of 1946. 

“Railroads and electric and gas utili- 
ties, on the other hand, expect continued 
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increases in theit 
1947. 


ous companies 


capital outlays during 


Commercial and most miscellane- 


anticipate small declines 
during 1947 while small mining compa 
about the same 


rate as in the last half of 1946.” 


nies expect to spend at 


Relaxing Of Housing 
Rules Expected Soon 


The days of anxious waiting may soon 


1 


} ’ hol | 
ve over tor wholesalers who are 


in dire 


need of loft, warehouse, store and office 


space, and for those wholesalers who are 


eager to increase their sales to the resi- 
1-residential markets. A 
relaxing of the rules 


} 


dential and nor 
general governing 


residential, and possibly non-residential, 


construction soon be forthcoming 
Washington. 


The continually rising 


may 
from 
pressure by all 
branches of the construction industry, and 


the decline in residential building, is ex- 


pected to cause Frank R. ( reedon, Na 
tional Housing Expediter, to issue orders 
which will permit the construction of 
larger homes. It has also been anticipated 


that Mr 


more Nn 


Creedon will issue orders to 


allow n-residential projects 


Actually, if and 


being contemplated, go 
1 


when the rules now 
into effect, there 
will be few controls left on housing con 
struction. The requirement that approval 
must be obtained for the erection of any 
non-housing or commercial establishment 
will, of course, remain in effect 

It is expected that Mr. Creedon’s order 


to permit larger homes will authorize 


(Continued on page 109) 
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To take full advantage of the many new miles of REA lines, every farm 
needs a host of electrical installations ... outlets for cream separators— 
milking machines— churns —saws— pumps — washers — refrigeration — lights 
in house, barn, workshop, chicken house. Many new jobs for the electrical 
contractor with a complete line of REA fittings. The electrical contractor who 
concentrates on the KILLARK Line is especially qualified for REA jobs be- 
cause he can be supplied with every fitting he needs, and the proper fittings 
—from his Killark wholesaler. Write for Killark’s illustrated informational 
bulletin on Rural Electrification Fttings. 





Offices and Warehouses: Atlanta, Baltimore, Boston, 
Chicago, Denver, Los Angeles, Pittsburgh, San Francisco, Seattle 
and Syracuse. Offices: Sincinnati, Cleveland, Dallas, Detroit, 
Kansas City, Minneapolis, New York, Philadelphia. 


Opening Address: 


The Electrical Wholesaling Industry 
And Its Future Opportunities 





By John L. Busey, Presiden: 


National Electrical Wholesalers Association 


EMBERS and Guests of the 
National Electrical Whole- 


salers Association: 

It is a pleasure to welcome you 
to this 38th Annual Conven- 
tion. 

Our Program Committee 
worked hard and very effectively to 
develop, for presentation to this 
Convention, a program outlining the 
Association’s plans, its constructive 
plans—for the future—the coming 
electrical age—the future of our 
great industry to which we, as elec- 
trical wholesale distributors, must 
—~and I am confident will—contrib- 
ute our best efforts. 

I urge each and every member to 
attend all sessions of this Conven- 
tion—and I extend a cordial invi- 
tation to our guests to attend all 


our 


has 





sessions, other than those few short 
ones for members only. 

Splendid though the future of the 
electrical industry will be, we must 
not forget the brilliance of the past 
—a brilliance created in large meas- 
ure by three of the world’s greatest 
inventive geniuses—Alexander Gra- 
ham Bell—George Westinghouse— 
and Thomas Alva Edison—the com- 
memoration of whose birth centen- 
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Busey 


nials have added luster and distinc- 
tion to the years of 1946 and 1947. 
This extraordinary gifted trio ac- 
counted for nearly 1500 patented in- 
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ventions which pertain not only to 
electricity and electronics, but to 
other scientific fields as well. It has 
been quite accurately said that 


“scarcely a man lives whose life and 
activities have not been affected by 
what they did.” 


We of the 


than any 


electrical industry, 


more other group, 


indebted to 


are 
probably most heavily 
Mr. Edison. He 


more than 


alone patented 


1,000 inventions, and it 
can truly be said that he contributed 
more other one man to 
ward making the last 100 vears the 


greatest 


than any 


period of progress the 
world has ever known 

The 
the 
and 


electrical industries 
the 


industry 


great 
motion 
the 
automotive 
the 


railroads picture 
radio 

the 
industries 
and plastic industry 


building 


trades and aero 


nautical chemical 


the metal min- 


ing industries—all these and a great 


many other industries—owe their 


development to the brilliant ad 
vances made possible in so large a 
measure by the genius of Mr. 


edison. 

The things which Edison did or 
made possible are so much a part of 
our daily lives that we are prone 
to overlook them and indeed forget 
how much we owe to the “Wizard 
of Menlo Park.” It is, therefore. 
particularly fortunate that a notable 
group of the 
established 


nation’s leaders have 
the Alva Edi 


son Foundation, the stated purpose 


Thomas 


of which is “to keep alive and active 
the genius exemplified in the life ac 
complishments and Mr 
Edison, and thereby to stimulate re- 


ideals of 


search and educational activities for 
the more effective advancement. of 
human welfare.” 

To accomplish these purposes, a 
fund of $2,590,000 must be obtained 
from all 


those sources which have 
derived strength and countless ben 
efits from Mr. Edison's achieve 
ments in short, from the great 


industries and the public they serve. 
It is to be hoped that we, individ 
ually and collectively, as “Heirs of 
Kdison™ 


give our financial and 
moral support to the Thomas Alva 
Kdison Foundation so that it: may 


achieve the purpose for which it was 
founded. It is another wav in which 
we may make another contribution 
to the “coming electrical age.” 
Prefacing my following remarks, 
I wish to tell vou that I am an ofti- 
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that 


general business conditions for the 


mist | thoroughly — believe 
next several years (excepting possi- 
bly a short recession) will be good, 
and I particularly believe that we 
as electrical wholesalers will enjoy 
good business—vet, we are, and will 
continue to be, confronted with 
many acute and stubborn problems 
which call for definite solutions. 
From all sources now-a-days 
comes the reminder of the fact that 
our respective organizations “have 
forgotten how to sell.” This mes- 
sage is delivered, I suspect, not only 
but 


at almost every session of any kind 


at each and every convention, 


held by business men anywhere. 
Since so much has already been, and 
will doubtless continue to be said on 
this theme or subject, I shall not 


comment on it, except to say that 


believe it to be true, and that we 
individually and collectively must 
take proper action to correct this 
situation—and learn once again how 
to sell. 


\s wholesale distributors, each 


and every one of us has been enjoy- 


ing an era of prosperity—an era of 
ease of doing business aptly 
termed a “seller's” market. The 


prime factor in doing business /ras 
heen the ability to 
liver the goods. 


secure and de- 
It hasn't been nec- 
essary for us to se//—for doing busi 
ness has largely been a mere matter 
of accepting customers’ orders, and 
then locating a source of supply for 
the ordered materials. 

Such a state of affairs naturally 

but unfortunately—prompted our 


placement of orders on too many 


possible sources of supply and in 


quantities too great. Production of 


many finished products has sud 
denly increased by leaps and 
bounds. Resukt?—the inevitable 
result of course—excessive inven- 


tories which unfortunately in many 


instances contain or are largely 
made up of items and lines of sub 
standard quality, items, commod1 
ties, and lines purchased at high 
prices, which will undoubtedly have 
to be liquidated at prices bearing 
extremely low margins, and perhaps 
in some cases at less than original 
cost 

In less than two vears, the whole 


Irom an 
enviable liquid position, with cash in 


sale distributor has gone 


the bank and owned government se 
curities, to the point where those 
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cash 
additional 
capital) have been converted into 


and that (together 


borrowed 


securities 
probably with 
merchandise investment. 

Frankly, I do not believe that the 


situation could be more confused 
than it is at present—yet, it will 
probably become even worse. We 


cannot be sure whether prices gen- 
erally are going up or down. AIl- 
most every day we see instances of 
prices going down on some standard 
and and 
prices going up on other such prod- 


bread butter products 


ucts—and | refer to those products 
which we regularly distribute. 

It is quite freely predicted that a 
In fact, 
some authorities state that a reces 


“recession is on the way.” 


sion has already started. Past ex 


perience, logic and common sense, 
indicate that prices will go down 


they always go down during a re- 


cession. If a recession is around 
the corner—if not indeed already 
upon us—it would seem that pru- 


dence requires, first, a logical reduc 
tion of inventories, and next, careful 
control to keep inventories safely in 
line with requirements. 

While I 


most 


that the 
serious problem confronting 


am convinced 


us as wholesalers is that of inven- 
tories, there are many other prob- 
lems confronting us. The problem 
of investment in accounts receivable, 
credits 


and control of extension of 


is no small one. Business failures 


and bankruptcies seem to be in 
creasing in number almost daily. 
Then, of the 


increasing 


course, there is 
continually 


doing 


problem of 


costs. of business. Salaries 


and wages are going higher and 


higher—traveling and entertaining 
expenses — rents—cartage — pack 
ing costs—the costs of stationery 
and office supplies—all these ex 


penses and many others—are going 
ever higher. 

Finally, some of our manufactur 
ing who 


suppliers experienced 


“tough sledding” while we whole- 


sale distributors were prospering, 
may now be prone to suspect that 
ours is a “bed of and _ that 
well afford to operate on 


shorter margins. 


roses” 
we can 
In fact, in a few 
instances with which I am familiar, 
specific action has been taken in that 
direction, instances, in 
my opinion, may evidence a danger- 
ous trend of thinking which might 
well continue unless the erroneous 


and_ those 
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assumptions prompting it are effec- 
tively and aggressively disproved. 

I do not need to tell you that the 
continuation of such a trend might 
well have dire and far reaching con- 
sequences, not only for each of us 
but for the entire electrical industry. 

\VWe are here at this Convention 
primarily for the purpose of consid- 
ering the future of the electrical in- 
dustry and the future of this Asso- 
ciation. As we look forward to the 


N.E.W.A., we look out 


from a past of 40 years of construc- 


future of 

tive service—a period of time longer 
than the lifetime in business of the 
Our 
Association has grown to its present 


majority of us in this room. 


stature through two wars, an era of 
prosperity, and two depressions. It 
may see future wars and depres- 
sions. It will certainly be confronted 
with new problems—as the coun- 
try—the electrical industry—aindeed 


the world progresses through 
changes, great and small. 


N.E.W.A., a National and 


oughly representative group of elec- 


thor- 


trical wholesalers, must continue to 
aid and promote the 
wholesale business and to help each 
better More 
than that, it must assist in any way 


electrical 


member do a job. 
it can, and to the greatest degree 
possible, our members in meeting 
the coming test of selling and serv- 
ing—that is our business as individ- 
uals and companies—/ut that is not 
all it must do. 

It must study changes that will 
come, not only in the light of the 
interests of the electrical industry 
and of business in general, but in 
the light of the interests of all. It 
must oppose those changes which 
are bad and support those which are 


good. 
N.E.W.A. has progressed to 
where it now has two Divisions, 


namely, the Apparatus and Supply 
Division, and the Appliance Divi- 
sion. Naturally, there have been 
growing pains, and some of those 
pains are still with us, but they too 
will pass in due time. You prob 
ably have learned of the fact that 
too many of our former special ap- 
pliance members have not seen fit 
to accept a regular membership in 
our Association. 
jority of 


Yet, the large ma- 
member- 
ships have been converted to regu- 


former special 


lar memberships, and those mem- 
bers are actively and effectively par- 
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ticipating in the Program for Prog 
ress and development not only of 
the Appliance Division, but of 
N.E.W.A. | predict that many of 
those other former special members 
will soon make application for and 
in turn become regular members. 

I do not believe that those special 
membership resignations are pri- 
marily a matter of dues, but if that 
is the case, then it is probably a 
situation where there is a lack of 
the fact that a 
major portion of the dues paid by 
the individual member company are 
actually through 
ments for attending meetings and 
for transportation to and from those 
meetings. Dues paid to the Associa- 
tion are an allowable expense item 
and, as such, deductible for tax pur- 


pt ses. 


understanding of 


recovered pay- 


Currently, and for the sec 
quarter of year, the dis- 
count from list dues is 35%. When 
you apply 
would almost seem that you make a 


ond this 


these calculations, it 
profit on the payment of dues. 
Perhaps we have failed to sell a 
proper understanding of the value 
of belonging to N.E.W.A. and the 
many ways which our program has 
been, and in the future will be, ad 
vantageous to its members—the dis- 
semination of opinions as to the 
probable business trends arrived at 
as a result of the cooperative studies 
made by many executives at work in 
and for the trade 
spreading of news as to what is go- 


association—the 


ing on in the industry 
and many others are done by 
N.E.W.A. to keep us abreast of de 


velopments in the industry. 


these things 


It has so frequently been said that 
one gets just as much out of an as- 
sociation as he puts into it, and, in 
my opinion, that statement is quite 
an accurate one. I can truthfully 
tell you that individual, and 
through him his Company, will de- 


any 


rive a great deal of benefit in serv- 
member of the 
Board of Governors, or as a 


ing directly as a 
mem 
ber of any commodity or functional 
committee. If each of you as indi- 
viduals realized the value of this di 
rect association with your fellow ex 
ecutives, you would probably even 
now be conducting a personal cami- 
paign for your election, or appoint- 
ment, to office or a committee. 
Speaking of elections, I take this 
opportunity to make 


urge you to 


certain to attend and take an active 
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part in those election sessions to 
be held during this Convention. 

[ have been privileged to serve 
as your President for the past three 
the 


riod in office of any previous chiet 


years longest continuous pe 


administrative officer. Elected in 
April 1944 and continuing in office 
1945—a 


there was no Convention and, con 


through year in which 
sequently, no election of officers 

into 1946. At last year’s Conven- 
tion held in Chicago, the “Constitu 
tion revised 
with the result that the officers serv- 
ing at that time carried on for an 


and By-Laws” were 


other year. elected only once, | was 
continued in office by what might be 
called a—concatenation of  fortui- 
tous circumstances. 

During my three-year term in of 
fice and prior to that as a member of 
the Management Committee, | have 
had an excellent opportunity to re 
activities and 


N.E.W.A. 


course, to think of our future as an 


view constantly the 


progress ot and, ot 
Association, 

It has been an honor and a priv- 
It has not 
been an easy task, yet one which | 


have enjoyed thoroughly. — | 


ilege to have served you. 


now 
willingly step aside for my succes 
sor, and I can unhesitatingly predict 
that the Board of 
and new officers who will be elected 
at this 


new Governors 


Convention, and those who 
later 


on the work of 


follow them = in years, will 


N.E.W.A. to 


achievement 


carry 


new heights of and 


that the future of our Association is 
well assured. 

In closing, I wish to express my 
sincere and very deep appreciation 
to the members of the Management 
Committee, the 
tee, the Commodity and Functional 
Committees 


Executive Commit- 


to the Managing Di 
rector, members of the staff and all 
N.E.W.A.—for 


their fine and loyal cooperation and 


the members of 


a good job well done. 
The 


of course, not entirely 


future of our economy is, 


filled 


clouds on the 


with 


sunshine—there are 


horizon—yet, the future of our 
branch of this great electrical indus 
try will unquestionably become 
brighter and greater and in direct 
effort, 


and the common guid 


proportion to the effective 
the energy 
ance afforded by this Association, 


N.E.W.A. 


pre PTeSS 


will continue to make 


~] 


~ 








Y our Opportunities Are Unlimited 


lr 


ou’ve (cet “W hat 





Geo. E. Whitwell 


R. Chairman, ladies and 

gentlemen: About ten years 

ago it was my opportunity 
and privilege to address this group. 
Then it was a group that was very 
much smaller and fitted into much 
less space than that which is occu- 
pied by you today. 

This expansion naturally indicates 
progress and is a definite contribu- 
tion toward the improvement of 
American business standards. All 
of us here recognize that present 
trade conditions are out of line with 
those of pre-war times. A _ sane, 
intelligent approach is needed now, 
more than ever before, to reestab- 
lish business on what we consider 
American The 
growth of your organization and the 
support it has given to this Conven- 
tion confirms the aggressive spirit 
that has always been characteristic 


a sound basis. 


of American business men. 
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I am here this afternoon very 
much as an individual. I am not 
representing the utility industry nor 
am I representing my own company. 
[ am here merely to express my 
own ideas about some factors that 
influence selling. 

There are many things that can be 
discussed, but I have limited myself 
to five selected items which seem to 
me to be important and can be rea- 
sonably discussed within the allot- 
ment of time assigned to me. 

First, I want to talk to you a 
little about the human beings that 
make up the ultimate markets that 
your dealers must sell before you in 
turn can sell them again. Also, I 
want to say just a minute’s worth on 
inflation, because, at the moment, I 
think that is about all that it is 
entitled to. Then I want to talk a 
little about prices. Of course, | 
couldn’t resist, because | make my 


F ‘Tekes 


living that way, saying something 
with regard to selling. Finally, be- 
cause this is an interdependent—I 
like that word, it is much better than 
“cooperative” —organization, I think 
we might wind up with a few of the 
practical aspects of cooperation. 

The first topic is this matter of 
ultimate markets. I haven't the 
slightest intention of trying to sell 
an audience such as you on market 
research. You can buy information 
on that. I don’t want to indicate to 
you how to go out and make a mar- 
ket survey. You know more about 
that than I do. But I want to take 
a few minutes and consider with you 
who these people are who make up 
our ultimate markets. 

If you can see it, there is in front 
of you a photograph of a large group 
of factory workers. It doesn’t make 
any difference what factory. Fac- 
tories like it are in every town. 
People like those shown are in every 
town. 

I want you to look at them be- 
cause they are the people who are 
the American people and are the 
customers of your dealers and are 
representative of the type from 
which, to extent, your em 
ployees come. 

Then to change to another picture, 
there is shown a lesser group. These 
women are the purchasing agents of 
the home. Look at them. They are 
on every street in every city. Some- 
times they appear as in this picture. 
Sometimes you see them pretty well 
dolled up, but they are the same 
people—your customers. 

Now we have a picture of the 
younger generation. This particular 
group is a group of bobby-soxers 


some 
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In the Coming Electrical Age 


In 


By Geo. E. Whitwell 


Vice President in Charge of Sales 
Philadelphia Electric Company 








Unless we have grown soft through our war experience, 


unless we have forgotten how to sell: The opportuni- 


ties ahead are limited only by our imagination, our 


courage, our faith, our intelligence and our hard work 


standing behind a rope so that they 
won't mob Frank Sinatra. Your cus- 
tomers, two and a half million of 
them, every year attain their ma- 
jority and come into the national 
economy to determine, to a large 
extent, whether the product that you 


distribute for your manufacturer 
will succeed or fail. 

Next we have a pie chart. The 
room is too long for you to see the 
words. | will read them for you, 
starting in the upper corner to your 
left. Here we have a study made 


ourage, Faith and Hard Work 





by the market research analysts of 
Day and Zimmerman, Inc., and re 
ported recently, in Philadelphia, by 
its market consultant, Kenneth A. 
Krentel. Out of 142 million people 
there are 63 million individuals who 
have had no previous adult experi 
ence with a free market for appli 
ances, homes, automobiles and other 
durable goods. Think of it! One 
hundred forty-two million people ir 
this country and 44 percent of them 
your customers, with no adult ex 
perience with a free market. 

The chart next to it indicates 68.7 
million or 48 percent of this 142 





Out of 142 million people in this country there are today 63 
million who have had no previous adult experience with a free 
market for appliances and other durable goods. These people 
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must be educated to this market by the combined and coordin- 
ated efforts of all the electrical industry's components—good 
reason for backing the program of electrical interdependence. 
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million individuals with no previous 
adult experience with a peacetime 
economy, 

The chart left indi 
cates 83 million individuals with no 
adult under 
else than a New Deal government. 


at the bottom 


experience anything 
It doesn’t make any difference what 
you and | may think of that govern 
ment—that isn’t important. The 
Important thing is that 59 percent 
of the population have been sub 
jected solely to one system of YOV 
ernment. ‘This is not entirely a 
democratic process. 

Finally, 90 million people of the 
142 million or 64 had no 
adult experience with our 1929 hap 
Most of us in this 
remember 1929 acutely. Perhaps we 
take it for granted that our custom 


pt reent 


penings. room 


ers, likewise, share that experience 


[ just want to leave with you the 


facts. My 
In this un 


knowledge of these few 
7 
irket 


orthodox fashion has nothing to do 


] 


approach to the mi 


with market research as we know it, 
but it digs down into the hearts and 
minds of the people and establishes 
that 44 of all of 
them have no knowledge particularly 
that 


percent of 


more 


of those things you and I 
largely stand by. 

let me sum it up by saying that 
many of your customers and many 
they 


too, do not 


of your employees, because 


come from this group, 


understand the facts of life econom- 
ically. They do not understand what 
has made this country one with high 
standards of living. \We must accept 
the responsibility that is 
advertise to them, to talk to them, to 
demonstrate to them, to make sure 
that they get at least an inkling of 


ours to 


what the other side of the picture 
may be when we have, as now, free 
markets, and a government not New 
eal. 

Speaking of advertising, I want 
to talk just a minute about it. It is 
I don’t want to be- 
labor the question—but if any of 
you are advertising people, I would 


only in passing 


like to ride my hobby horse for 
a minute and deplore just a little 
bit the electric appliance advertising 
that I see in the monthly and weekly 
magazines, which up to now is still 
largely “nut and bolt.” 
I don’t think that 
that high school step are particularly 


those kids on 


impressed by that sort of thing, and 
I know that there are a lot of people 
who agree with me that perhaps we 
could do better in our talking to 
them. 

We might leaf from the 
book of other advertisers. 


take a 
There is 
glamor in our business. There is 
Chere are benefits, 
health and comfort. 


imagination in it. 


\t random I have picked a few 
“What 


ads. Here is one: a great 





Each year 2, mi/lion of the younger generation attain their majority and become 


factors in the national economy 


become prospective customers for the products 


handled by the ele trical wholesaler and his salesmen. 
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gin can do for an olive.” That is 
the headline. that with 
“What a great industry can do for 
people.” But did you ever see such 
an ad by an electric distributor or by 
a manufacturer or even by a utility 
when presenting the case for the 
electric industry ? 

Here is another: “The man of 
good will.” It is a whiskey ad. 
There isn’t a bottle in the picture, 
yet if this were a vacuum cleaner ad 
90 percent of it would be the vac- 
uum and there would be 
little or nothing of the distinction 


Compare 


cleaner 


lent to a home through the cleanli- 
ness attained through its use. 

Here is an ad that pictures two 
magnificent black stallions, ‘*Mag- 
nificently masculine.” And what 1s 
it? A toilet preparation for men. 

Here is another one, also in the 
field of cosmetics: “Gift for the en- 
chanting lady.” Think of it, “Gift 
for the enchanting lady.” It is a 
toilet preparation. And what could 
make a woman more enchanting 
than the benetits of an electric range. 

Here is one that appealed to me 
tremendously as I drove down here. 
It is a picture of a gorgeous baby, 
like the baby on the 1947 signboard 
“Smooth as a 1947 
Ford.” Here is that same baby girl 
grown up. “Cradle cutie 
beauty.” | 
whether the soap that is advertised 


ads that say 


when 
cover-girl wonder 
does as much to make a cover-girl 
beauty out of a cradle cutie as is 
done by the bottle warmer and the 
myriad of electrical appliances that 
touch that baby through almost 
every hour of its life until and after 
she grows up. 

| don’t want to say too much. | 
merely wonder whether, in teaching 
these people who were pictured to 
you and who are your customers, 
you have been teaching the things 
that more than half of them never 
heard of. We can do it to best ad 
vantage by talking of things electri 
cal and their effects on glistening 
complexions that are made 
through the reduction of 
household cares by the use of elec 


more 
lasting 


trical devices, 

At the risk of severe over-simplhi 
fication, and merely to lead up to the 
question of price, | am going to 
make some statements that are not 
complete and that need a substantial 
amount of qualification, which | 
have not the time to give you here. 
I will let you supply the qualifica- 
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them. 
There are several kinds of infla- 
tion. 


tions for yourselves or 
Today in China and Greece 
there is what we might call cata- 
clysmic inflation. We saw the same 
thing in Germany after the first 
World War. 
ly. I 
business men, all of the other busi- 
ness men like you throughout the 


[ will dismiss it quick- 
just can’t imagine you as 


United States and our pe ple gener- 
ally, ever permitting such a condi- 
tion to come to this country. 
Then, of course, there is specula- 
tive inflation. I don’t see much sign 
of that. A lot of people have inven- 
tories of over-priced goods of little 
known brands that they bought in 
desperation in order to do business 
scarcity, but | 
don't think these purchases were 


over a period of 
prompted by speculation. The stock 
market doesn’t evidence 
of speculative inflation, and I doubt 
that there has been very much in- 


show any 


ventory speculation anywhere. 
There are a good many other 
kinds of inflation that we don’t have 
to go into. I am no economist. 
Those people who are, all seem to 
agree on one thing and that is that 
our present inflation is largely a mat- 
ter of supply and demand. It was 
induced as a result of war by the 
terrific dislocation of economic ele- 
ments, the magnitude of which and 
results of which you and I cannot 
comprehend, coupled with a three- 
fold increase in the supply of money. 
Don't forget that the present money 
situation was created 
sold to 
scratch of a pen 
deposit 


largely by 
where the 
indicated a bank 


bonds banks 


which became additional 
spendable money. 

In the light of this sort of infla- 
tion, let us turn 
First, | 
phasize the unbalance in prices. To 


for a moment to 


prices. would like to em- 
me, if | were to pick one thing about 
minute talk 
one thing is all you can pick—the 
promise for your 


prices—and in a thirty 
future depends 
more right this minute upon the un 
balance in prices than it does upon 
the actual specific price that an ar- 
ticle may command in today’s mar 
ket. 

Kor example, before the war a 
pair of shoes would buy 18 pounds 
of butter. In 1941 it would buy 
16 pounds of butter. Today it 
buys 10 pounds of butter. That dis- 
crepancy, in my opinion, you should 
think about more than what the tag 
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Factories like the above exist in almost any town and those who work in them are 
truly representative of the American people. They are the prospective customers 
of electrical contractors and electrical dealers everywhere—the ultimate customers 
of the electrical wholesaler and his salesmen. 


is on the pair of shoes or on the 
pound of butter. 

The factory worker’s dollar before 
the war will only buy 39 cents worth 
Yet, if we 
refer to the cost of living index and 


today in farm produce. 
go back, in order to get a proper 
perspective to 1926, we will see that 
the cost of living is up only 21 per 
cent, Yet that factory worker that 
can only get a third as much farm 
produce for his dollar, against this 
21 percent increase in the cost of 
living, has a doubled hourly rate of 
$1.17 


His weekly earnings are up 
J s 


wage cents in 
1926. 
88 percent as against the increase 
since 1926 in the cost of living of 21 
percent. 


against 53 


There is a complicated problem 
for you. I want you to think about 
it a little in the light of this unbal 
ance in prices. We find it in our 
own electrical industry. Just to rat- 
tle off a few things that you know 
as well as | non-automatic 
toaster, since pre-war, is up 180 per- 
cent in price. 


do, a 


A glass coffee maker 
is up 145 percent. A washer is up 
45 percent and a 
percent. A refrigerator is up 50 per- 


mixer is up 67 
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cent and a range is up about as 
much. There is unbalance in price 
in our own industry. 

I wouldn't undertake to say that 
| know all of the reasons for this 
unbalance. I am sure, however, that 
it is not going to be changed by 


We had a little at 


tempted moral suasion in 1932 and 


moral suasion, 


1933 when the idea was to get the 
country out of the depression by 
putting a lot of people to work 
building unnecessary plants and un 
needed power stations. This method 
didn’t stop the depression or even 
help to stop it. I don’t think you 
can do it that way, and I don’t think 
you can lower prices materially or 
permanently by just asking for such 
results. Certainly the price cut 
should not start in our industry with 
the dealer. 

[ have spent my entire utility life 
trying to convince dealers not to cut 
prices, and I think I was right. | 
don’t think you start reduced prices 
with the wholesalers. I don’t think 
you really start with the factories. 
[ think you start by increasing pro- 
duction per man hour. With compe- 
tition plus increased worker effi- 
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Oe ‘ch is sens gignain b Saleiaabiheb pent 


have hed no previous adult experience with a free 
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peace-time economy 48 Percent 
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90 Million 


ciency, | think our price problems 


are going to work themselves out, 
perhaps back at least to a point 
where prices generally are in better 
balance and are between 50 and 75 
percent above pre-war. 


What does price 


us or our appliance 


really 


mean t 
W hat 
does it mean in the light of the Rob- 
ertson-Patman Act, with fair trad 
ing, with nationally advertised prices 
and 


salesmen ? 


those 
little 
past as far as to- 


with discounts from 
To me it 


from the 


prices ¢ means very 
change 
morrow’s sales by your salesmen are 
I can never recall when 
of an electrical range—and 
we have 60,000 of them in our ter- 
ritory—and the 
didn’t cost 50 


range of the same 


concerned. 
the sale 


installation of it 
percent more than a 
quality using a 
Have we gotten so 
experience that 
Men, let's 


in and day out 


competing fuel 
soft through 
we are afraid of 
forget it in our 


War 
pl ice ? 
day 
sales. 
I feel 
tomorrow 


that our problem today, 
and the next 
whether the price of the 


day is 
range or 
the refrigerator is fair and reason 
able. After that the 
of real selling. 


question is one 


minutes 
well 


[ only have three more. 


Perhaps it is just as because 


it is certainly carrying coals to 
Newcastle to talk to a group of this 
kind You saw the 


pictures earlier. 


about selling. 


| showed From 


people like those there presented, 


salesmen, They must be 
must be trained. In 


connection with training, | 


come your 


selected, they 
Want to 
compliment this association for its 
cooperation with the Edison Electric 
Institute in the training 
program put on by the two organiza 


joint sales 


$2 


hav had no er 
etn kana“ 


iss aah et nano etes 





ak ik ae 


tions. Thirty thousand salesmen to 
had the advantage of 
from that course how to 
sell the benefits of our products. 
Men, and training of 
salesmen are of paramount impor- 


date have 


learning 


selection 


tance. The prices of our appliances 
have always been high. Nobody 
ever paid for a broom what they 
paid for a vacuum cleaner. Nobody 


ever paid for an icebox what they 

Old stuff ? 
but you are 
today’s produc- 
tion lines operating if you forget the 
soft snap of the war-time period that 
you crabbed so much about and go 


paid for a refrigerator. 
Sure, it is old stuff, 
only 


voing keep 


back to work with less emphasis on 


prices and more on the customer 
benefits to be obtained. 

Chere was a word used this morn- 
ing’ that *indoctri- 
60 percent of all 
nothing but 


They 


unpressed me, 
nate.” There are 
oul people who know 
a New Deal 
don't know the facts of life economi- 
cally. Who is going to indoctrinate 
them? You, The job must 
he done quickly and effectively. 


government. 


in part. 


Cooperation in the electrical in- 
dustry is essential. If didn’t 
believe in cooperation, you wouldn't 


you 


wouldn't 
organization, 
infant that I stood 
before ten years ago in Cleveland. 
The utility 
turer, the w 


be here. Otherwise, 
this 


grown from the 


you 


have magnificent 


manufac- 
the dealer, the 
the distributor needs the 
manufacturer, the utility, the con- 
tractor, the You need the 
understanding of the 
branches of the industry to 
ermut yourself to help to break the 
resent 


needs the 
holesaler, 
contractor : 


dealer. 
ability and the 
other 
| 
| jam that has been induced 
by a price situation and some unfor- 
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inventories 

The utilities 
increased volume of residential busi- 
ness to enable them to continue to 


tunate now existing. 


need tremendously 


have static rates, rates that are low, 
that are 89 percent of the 
1936-39 average, while today’s cost 
of living stands at 153 percent. 
How did these low prices 
about? By the application of four 
simple principles that I want to 
leave with you. It isn’t a miracle 
that utilities are selling at prices 
lower than ever before. It is the re- 
sult of four simple things equally 
applicable to your business. 


rates 


come 


First, increased efficiency of pro- 
duction and distribution equipment. 

Second, increased production per 
man hour, still going on in the utility 
business. 

Third, 
volume of 
we have 


tremendous increases in 
sales. In our company 
1,500 kilowatt-hours per 
domestic customer per year. In 
1931 we had about 600. 

Finally, improvement in charac 
ter of loads. I will leave that for 
you to work out in terms of your 
own business. 

[ wish you Godspeed in this co- 
industry of ours. The 
industry will appreciate 
that its new markets are unfamiliar 
with those things upon which we de- 
pend economically ; it will accept the 
responsibility of teaching them to 
these markets ; it will recognize that 
our inflation is an inflation of sup- 
ply and demand, induced by a war 
and augmented by a three-fold sup 
ply of money; it 


operative 
electrical 


will recognize that 
prices are something that are funda- 
mentally important, but that they 
need not be an immediately greater 
problem to the 
trical apy 


salesman of elec- 
liances largely because they 
have always been his problem; it 
will recognize selling depends large- 
ly on selection and training of the 
same kind of people who are your 
customers. 

The electrical industry has grown 
through the greatest 
efforts of all time, 
would be foolish indeed if, at the 
present time, we tossed that experi- 


great cooper- 


ative and we 


ence out of the window and failed to 
build greatly in the future 
upon that which was begun in the 
past. The opportunities ahead are 


more 


limited only by our imaginations, 
our courage, our faith, our intelli- 
gence, and our hard work. Thank 
you. 
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and 
We have just 
and forth- 
right address by our president and 
\s your 
managing director it is my _ privi- 


R. President, Ladies 
Gentlemen : 
heard a_ strong 


good friend, John Busey. 


lege and responsibility to report on 
\ssociation during 
With your permis- 
like to 
convention on a 


activities of this 
the past year. 
should 
report to this 
slightly different basis 


sion | present my 

[ have two 

reasons for doing so. 
First—the N.E.W.A. 


basic pro- 


gram is presented in detail in the 
booklet 


which 


“Program for Progress,” 
distributed — to 


member and to many other indus 


was every 


try executives just four months 
ago. Before | shall 
attempt to bring that report up to 


date. 


conclude, | 


Second—because we are now 
emerging from a very difficult re- 
conversion period. I believe I can 
best serve you and this Association 
by discussing some of the problems 


and the opportunities we face as 
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right 
.. Inventory Day. 


electrical distributors 
This is I Day. 
It is a day for taking stock—not 
of products—but of 
Association work and our industry. 


how. 


ourselves, our 


[ Day is for you and me because 
the kind of inventory I am talking 
about is an inventory of people. 
We, the people in this great elec- 
trical industry, are going to write 
the ticket. If we don’t no one else 
That is the AMERICAN 
Some Americans may 
srooklyn 


will. 
way. have 
bought the sridge, but 
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all Americans will never buy a bill 


of goods unless it is one they drew 
up themselves. 

| am enough of a realist to say 
that 


toda \ 


our entire economy 1s now 


facing the greatest challenge 
in its history and | am also enough 
will 


of an optimist to believe we 


win through. The battle is_ for 
distribution. We will sell and 
distribute and consume as we never 
have before—or els It is not a 


and = for 
that kind 
he unpleasant truth 


problem of — production 


vears it never has been 


ofa problem. 
is that the success or failure of our 
own American way of economic life 


is not the sul total of the challenge 


we face as business men. ‘The total 
is everything Wishful thinking 
will not wash away the inevitabie 


world disaster if our system of free 
enterprise for profit should fail. 

Phe late Wendell Wilkie Pave u 
the concept of One World. Vhe one 
word for that concept is interdepen 
dence ho our electrical industry 
has come the honor of being the first 
to recognize the basic truth of inter 
and to 


dependence proclaim the 


Declaration of [Electrical Interde 
pendence 

[Interdependence 1S inescapable 
on the economic tront If we are 


not careful we will kill interdepen 


dence. We have been through too 
many strikes and suffered too much 
shortages in this trans! 
That part 
recovery from 


because of 
of the 
global 


each of us 


tion period. was 


price of our 
war. but, late as it is, 
has the option, and in my opinion 
the ability, to recognize our interde 
pendence and begin to utilize the 
tremendous, the unlimited power of 
constructive economic teamwork. 

We Americans have a real liking 
work We with 


lor team began 


town meetings. We like to see 
team work on the baseball or foot- 
ball field. We have carried our lik 
ing for teamwork into our economic 
life—a necessity, by the way, fot 


our problems of industry, distribu 
tion and public relations have be 
come so and 


numerous complex 


they could not possibly be ap 
proached in any other way. 

We conduct our voluntary, non 
profit kind of economic teamwork 


\ trade 


association is as American as apple 


through trade associations 


. there 
were only 100 national trade asso 


pie. Forty five years 


“1dr 
ago 


$4 


clauions. today there are more than 


2,500 national and interstate busi 


ness groups representing industries 


lg 


and services. 


N.E.W.A. now entering its for- 
tieth year, 1S One Ol the oldest trade 
associations in the United States. 


| think we can be proud of that fact. 
We can also take pride in the record 
of service to the electrical wholesal 
ing branch of our industry that has 
been slowly and carefully developed 


during those years. That long ser 


vice, the product of many minds 


and many meetings, has produced 


the sound, bedrock foundation on 


which this Association 


now stands, 

Program for Progress 
Three years ago, we began to or- 
vanize the Appliance Division. 


Within the past two vears we have 


developed—entirely with your splen 


did co-operation—a new and com 
plete program for progress, a pro 
grain which in large measure pro 


vides an answer to the problems of 


electrical 


distribution. | repeat 

this program provides the answer to 
our basic problems of recruiting, se 
indoctrination. 


You hel ec 


he use you make of it, 


lection, and 


It is 


raining 
your program. 
develop it 
as individuals or as companies, 1s 
something you will naturally decide 
for yourselves. 

Phe N.ELW.LA. program — for 
progress is the than 


result of less 


two vears of work by our commit 
staff. 
That, | assure you, is something of 
fact 
to be 


tees and the headquarters 


view of the 
had 


essential 


a speed record in 


that its basic activities 


carefully integrated as 


parts of a complete educational— 
promotional plan. 


Many well attended and construc 


tive meetings have been held prior 
to this convention. \ three-day 
conference was conducted by the 
Pacific Division last November at 
Sonoma Mission Inn, Boyes 
Springs, California and the forth 
coming convention of that group, 
now called the Pacific Zone, is 
scheduled for June 4, 5 and 6 at 
Victoria, British Columbia. With- 
in the past tour months seventeen 
N.LELW OA. committees held meet 
ings, most of which were attended 


by representatives of electrical man 


ulacturing companies. Having been 


present at almost every one of the 
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meetings, including the important 
our Planning 
McGraw-Hill edit- 


ors last November, I can report that 


forum meeting of 


Committee with 


they resulted in many constructive 


recommendations and several spe- 
cial activities relating to our more 
important industry problems. 

I want to take this opportunity to 
thank the chairman 


of all N.E.W.A. 


their splendid cooperation. As an 


and members 


committees for 


Association we are also indebted to 


the many electrical manufacturers 
who attended our committee meet 
ings. We are especially happy to 
manufacturers who 
N.E.W.A.’s  invita- 


tion to be with us during this 38th 
\nnual Convention. 


welcome the 


have accepted 


It is also appropriate at this time 


to refer to the work of our head 
quarters staff: 
As you will remember, Miss 


Rose M. Cleary was elected treas- 
urer at the time of our last conven 
tion. During this past year she has 
fulfilled the many duties of that 
office admirably well. We are for 
tunate in having the benefit of her 
long association with N.E.W.A. and 
ability to undertake the 
tail of 

Our 


great de- 
work involved. 

Secretary, Al Byers, is 
As this Asso 


known to all of you. 


ciation has over the 


grown years 
and its services and activities ex 


panded, Al has skillfully handled an 


increasing number of responsibili- 
ties. 

During the past year Bob Hill, 
our Appliance Division Director, 
conducted a 


meetings and 


has great many local 


has been a_ tireless 
worker in all of the activities of that 


division, 
The Two Al's 


Al Pialtz, who is in charge of our 


public relations and promotional 
work and who assists Al Byers, has 
eighteen 
[ might add that the two 


\l’s in my opinion, make a pretty 


now been with us for 


months. 

good team. They have written the 
reports of all our committee meet- 
ings and handled the really tremen- 
I detail 


dous involved in 
last year’s convention and the one 


amount of 
we are beginning today. | 
add that Al Pfaltz 
considerable amount 


might 
has also had a 
and wide va- 


riety of trade associations experi- 
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ence. He with 


more 


was NEMA for 
engaged in 
publicity and business development 
work. In 1944 he developed the 
idea for and wrote the text of the 
Declaration of 


than ten years, 


Interde- 
pendence. Since he has been with 
N.E.W.A. we 
12,000 column inches of publicity, 
equivalent to two full issues of a 
trade* paper the size of ELECTRICAL 
W HOLESALING, 


Elect rical 


have received about 


cover to cover. 
Among his other duties, Al writes 
the NEWSLETTERS, wrote and 
produced the Program for Progress 
booklet, and, last year, got out the 
N.E.W.A. Convention News. 

For my own part, [ should like 
to say briefly that I have made a 
number of speeches before industry 
groups and others—in each of 
which I pictured the important role 
played by the electrical 

During recent months some mem- 


wholesaler. 


bers of the Association have ques 
tioned whether N.E.W.A. as a 
trade association, is doing all it can 
to further their 


interests of 


and the 
branch of the in- 


interests 
our 
dustry. That is a question often 
trade 
and members, of course, have every 
right to present it to their officers 
and directing committees 


heard in association circles 


should like to make 
statement of fact. This 
Association is doing and will con- 
tinue to do everything for the ben- 
efit of its members and the electrical 
wholesaling that it can 
rightfully undertake under the laws 
of the United States 
We have 


petent 


In answer | 
a definite 


industry 


(sovernment. 


retained the most com 
could. find 


We are 


trade association—not a 


legal counsel we 
to guide us in that respect. 
a national 
social club, not a 


Marching and 


Chowder Society. We are a volun- 
tary non-profit, organization of sim 
ilar business interests and the an- 


nual sales volume of our members 
alone is more than a billion dollars. 

A trade Association could, under 
certain conditions, become a power- 
ful pressure group and then some- 
body would get hurt—the public 
certainly, and eventually its own in 
dustry. The very basic fact of our 
interdependence, economically, — is 
excuse enough for most if not all 
of the laws under which trade asso- 
ciations must There are 
just two ways to conduct a trade as- 


operate 


sociation program. 


The way N.E.W.A. has operated 
successfully for nearly four decades 
is in accordance with law. The other 
way is to take a chance, or openly 
flout the law, move out to the end 
of the limb, and start jumping up 
and down. 

Gentlemen, | can assure you that 
the electrical horizon 
Age—that 
ing for is best seen from the top of 
a tall tree—and not at the end of a 
branch. There is too much work to 


the Coming 


Electrical we are reach- 


be done, too big a program to be 
built by this 
other in the electrical industry, to 


\ssociation, or any 


get aggravated at legal restraints 
and take risks or chances. 

that 
there are many problems that call 


for immediate 


[ know as well as you do 


attention. You, as 
individual business men, as individ- 
ual companies, legally can do most 
of the things vou have 
N.Ee.W_A. to undertake. 
this 
cannot undertake as a group to do 


asked 
As mem- 
hers of trade association we 
the same things. 

\side from the legal question in 
volved, may I respectfully ask you 
to consider what would happen 1f 
all trade 
act entirely as thev pleased 


associations were free to 
Human 
nature being what it is, every group 
would promptly vell at every other 
mine 


group—"“I’m going to get 


and you Glockamorra !" 
I think 


of that sort of thing since the war 


can go to 


g 
we have had far too much 


ended. If inflation comes it will be 
a direct result of our internal eco 
nomic strife—and we will reap the 


depression. 

Three weeks ago Bernard Baruch 
gave this nation a sound, practical 
answer to our problem, which = is 
also a world problem. He said 
uote: If we adopted, wholeheart 
edly, a 5! dav, 44 hour week, with 
no strikes or lavoffs, to January 1, 
1949, the result would be electrify 
Knd_ of I ork—the 


only way we can create real wealth, 


ing. quote. 
the only sure way to beat inflation, 
the only way to provide a better liv 
ing for all of our people. 

Today, in more ways than one, 
our industry as part of the nation’s 
economy stands at a cross-roads. As 
our economy goes, so will we. There 
can be no profit now in name call 
The 
challenging fact is that most goods 
and 


ing or crying over spilt milk. 


services have been 


pushed, 
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booted and inflated out of reach of 
the one single objective all of us 
must reach the buyer's pocket- 
book. 

Fortunately, some producers have 
hegun to lower prices and the facts 
life, of 
beginning to be 


of our economic our inter 
dependence, are 
publicized in speeches and paid ad 
vertisements. | sincerely hope that 
our electrical industry will be out in 
front in this fight on inflation. It 1s 
nothing we have not done before. 
To provide more products and bet 
ter products at less cost has been the 
electrical industry's proud achieve 
ment over the years and we can do 
it again. It is in the electrical tra 
dition. 

I should like to conclude this re 
port on an optimistic note. Frank 
ly, I do not believe our industry 
knows its own. strength or can 
visualize its almost unlimited future. 
We have before us the opportunity 
of building an 
I:lectrical Age. Can any other in 
dustry truthfully say that? I think 
not. We know that we make, dis 
tribute and sell more than 300,000 


different 


\merican Age—an 


electrical products. It 


sounds like a cold statistic, just an 
other box car figure. \We also serve 


every market in) America—and no 
one can visualize that either. 
have 


and by “\WEE”" IT mean 
Program Committee, Commit 


During this convention we 
one purpose 
yout 
tees in both divisions and your head 
quarters staff. We have teamed up 
to try in these four days to properly 
present to you the theme of “The 
electrical Age” in terms of 


a few of our major markets, 


Coming 
just 
the opportunities afforded us as elec 
trical mayor 
markets and our Program for Prog 


wholesalers by these 
ress by means of which we can more 
fully realize them 

| pledge to you again my best ef 


forts in) working with you to 
strengthen and expand the program 
of this Association. We have a com 
Mon Cause 


dent 


and we are interdepen 
In two short years, under the 
auspices of both the Apparatus and 
Supply Division and the Appliance 
Division, we have been building the 


“know how” to help us make good 


on the statement that selling is ow 
business. 

Let's put that “know how” to 
work the same way it was pro 


duced—by teamwork. 
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BORN in Elmira, New York, June 19, 1889, E. B. Ingraham, newly- 
elected president of the National Electrical Wholesalers Association, 
has spent his entire business career in the electrical field and the 
greatest part of it as a leading electrical wholesaler. 


After receiving his electrical engineering degree from Syracuse Uni- 
versity in 1912 he entered the employ of the Edison Lamp Works, 
General Electric Co. and subsequently served as a lieutenant in the 
Ordnance Department of the United States Army, AEF, from 1917 
to 1919. 


In March 1919 Mr. Ingraham founded the Times Appliance Co.., Inc., 
New York City, and now serves as president of this distribution or- 
ganization. He is chairman of the board and secretary-treasurer of 
Times-Columbia, Inc.; a director of the Niagara Blower Co.; secre- 
tary and treasurer of O. W. Ray Co., photographic distributor; a 
member of the board of governors of the Electrical and Gas Associa- 
tion, New York City; and a member of the executive committee of 
the Westinghouse Agent Distributors Committee. 


A prime mover in establishing and developing the Appliance Division 
of N.E.W.A., Mr. Ingraham has devoted much time and effort to 
building this section of the association to its present important 
position. 


N.E.W.A. is indeed fortunate to have as its new president a man with 
a record and background in the electrical wholesaling industry that 
has enabled him to serve this industry so extensively in the past and 
whose broad personal experience will be of utmost value to the Asso- 
ciation through the coming year. 





By E. B. Ingraham 


President 

National Electrical Wholesalers Assn. 
President 

Times Appliance Co., Inc., New York 





A° a national group represent 
ing the electrical wholesale dis- 

tributing industry, the Na- 
tional Electrical Wholesalers’ Asso 
ciation has an opportunity at the 
present time unparalleled in the his 
tory of the electrical industry. 

The war stimulated the develop 
ment of manufacturing techniques 
to such an extent that the recon 
verted factories manufacturing elec 
trical equipment, supplies, and ap 
pliances, will soon be turning out 
products in tremendous quantities. 

The manufacturers have cooper 
ated in the development of the most 
modern efficiency methods in pro- 
duction. They have exchanged in 
formation on “know how” in local 
communities, and also nationally, 
through the medium of their asso 
ciations. The urgent necessity of 
winning the war gave everyone the 
incentive to work for the good of 
all. 

This also included the electrical 
wholesaler who contributed immeas- 
urably to procurement—incredibly 
fast delivery in emergencies—and, 


as a result, developed new  tech- 
niques in distribution. The result 


of this team work on the part of 


the manufacturers and the electrical 
wholesalers was astounding. 


Now that the war is over the 


same manufacturers and distribu- 
tors have converted their plants and 
warehouses for the manufacture and 
distribution of peacetime electrical 
products of all kinds. As a result 
of the tremendous improvements in 
production methods that 
learned during the war, they are in 
a position to produce tremendous 
quantities of electrical goods as soon 
as there is a plentiful supply of raw 
materials and components available. 

Many products are desperately 
needed and it will be some time be- 
fore production catches up with this 
unprecedented demand. Many new 
products are being put in production 
for which public demand must be 
created, and many other products 
are being manufactured at a rate 
faster than they are being absorbed 
by the public. 

We need not fear over-production. 


Vcr e¢€ 


What we must be concerned about 1s 
under - consumption, Our opportu- 
nity as an Association is to play a 
major role in the development of 
new techniques in distribution so 
that the efficiency and the effective- 
ness of our industry rises to parallel 
that of the producers. 

To win the war was vital. To win 
the peace is even more important. 
\n incentive to work together now 
in the development of mass distribu- 
tion is as great as it was for the 
manufacturers to work together dur- 
ing the war to increase production. 

We must now convince all elec 
trical distributors of the vital neces- 
sity of finding a solution for under- 
consumption of electrical products. 
The Association can play an impor- 
tant part in this by carrying to its 
members a dramatic story of the sit- 
uation. The members in each Zone 
can carry the story to non-members 
in their zone. All distributors of 
electrical products must be fired with 
enthusiasm to contribute their 
thoughts and their efforts to the in- 
dustry as a whole. 

It is only by the exchange of in- 
formation of the development of new 
methods and techniques in distribu- 
tion by wholesale distributors who 
are actually engaged in the business, 
that we can hope to raise our effec- 
tiveness to meet the challenge of 
mass production and overcome 
under - consumption. The exchange 
of information can take place locally 
but it must also be made useful na- 
tionally through our national Asso- 
ciation, 

All distributors of electrical prod- 
ucts, as we have defined them, should 
become active and aggressive mem- 
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bers of the Association—not pri 
marily for what the Association can 
do for them, but for what they can 
do for the 
N.E.W.A. 


should—and I am sure each will 


\ssociation. Through 


each member can and 
aid the electrical distributing indus 
try as a whole in its war on under- 
consumption, 

Mass production is the cure for in- 
Hation. Mass production in the elec- 
trical industry has always meant 
Mass 
mass 
We must all give our 


lower and still lower prices. 


distribution makes possible 
production. 
utmost to develop mass distribution 
to its highest point of efficiency and 
effectiveness. 


We have 


things 


started with simple 
fundamentals such as basic 
sales training, modern hiring tech- 
niques, warehouse and handling ef- 
ficiency, new financing methods, ete. 
\Ve must carry on with dealer train- 
ing in mass distribution methods. 
\Ve must assist in developing ideas 
and more ideas for convincing the 
public they cant get along without 
electrical products. \We must be con- 
cerned with Code changes to permit 
the use of new modern products. 
\We must actively support the Klec- 
trical Interdependence idea through 
out our entire branch of the industry. 

\When we courageously and intel 
ligently undertake these and other 
basic steps as part 


f a constructive 
\ssociation and _ all 
its members will be in the forefront, 


program, our 


and in the key position, in the elec- 
trical industry's battle for greate: 
distribution. The winning of that 
battle will mean a real chance for 
sustained prosperity. 


This is our great opportunity as 














E. B. Ingraham 


an Association. It 1s also the oppor 
tunity for every electrical wholesaler 
to contribute his own knowledge and 
experience to the welfare of all. His 
bread cast upon the waters will come 
back to him many fold. 

Let's not ask, “What can the As 
Rather let's 
say, “What can I do for the Asso- 
ciation so that the Association can 


sociation do for me?” 


become a most effective weapon in 


the war on under-consumption.” 

We have a representative .\sso 
ciation with members in every part 
of the country. Our membership in 
cludes the leading distributors of ap 
paratus, supplies, and appliances 
and collectively we can contribute 
sound and benefits to the 
entire industry through 
our amplified and continuing “Pro- 
gram for Progress.” 


lasting 
electrical 
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Creed Or ‘The Modern And 


Declaration 


he Interdependence 





AST year, at Chicago, John 
Busey acted as proxy for every 
this association 
when he signed the Declaration of 
Electrical Interdependence. 

[ should like to 


minds the closing paragraph of that 


member of 


recall to your 
Declaration : 
“RESOLVED . 


. that all mem 


bers of the National Electrical 
Wholesalers Association recognize 
their common cause for progress 
into the Electrical Age; that all 


recognize the factor of electrical in 
terdependence between _ branches 
within our industry; that all will 
henceforth be ardent supporters of 
the electrical idea to the end _ that 
this Declaration of Electrical Inter- 
dependence shall become a_ living 
document in honor of our pioneers 
and in trust for the welfare of those 
who follow. ' 

A. living and 
gentlemen, to honor our pioneers 
and to hold in trust 


document, ladies 
for those who 
follow, this declaration was not and 
is not just a piece of paper. It was 
not and is not just a public rela- 
tions stunt designed to build sales. 

Primarily, electrical interdepen- 
dence is an idea; an idea that has 
been generating since the day Mr. 
Edison lighted the first incandescent 
electric lamp; an idea that will be 
come clearer with each passing year, 
with each product promotion, with 
each industry promotion such as the 
National Wiring Pro 
gram. It is an idea that has been 
on the unwritten agenda of every 


Adequate 


one of thousands upon thousands of 
electrical industry meetings, 
whether of companies, of electrical 
league groups or the national trade 
associations. It is an idea that has 
the lines in 
every issue of every electrical trade 
paper. It is implicit in all electrical 
advertising. 


been written between 


In a word, electrical interdepen- 
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By Herbert Metz 


Chairman, Planning Committee, 
Vice President, Graybar Electric Co. 


dence is everything our great indus- 
try has accomplished in these sixty- 
eight electrifying years. Today our 
written 
down and proclaimed as a fact, a 
fact that 
possible. 


interdependence has _ been 


made our achievements 

But the Declaration of Electrical 
Interdependence goes much farther. 
It points the way toward our indus- 
try’s ultimate the 


red al, object ive 


that is also the theme of this con- 
vention the Coming Electrical 
Age. 


The Declaration is a promissory 
note to every man and woman who 
works in the electrical industry. It 
is a promissory note without a due 
date. It has been willingly endorsed 
by our industry for a very good rea- 
son. We, all of us, wrote that prom- 
issory note 

Well, what promised ? 
To achieve the Electrical Age in the 
next five years, or ten, or twenty? 
Not at all. We have merely prom- 
ised to try to do a little better job of 
selling the electrical idea at all times 
\nd that 
certainly means starting in our own 


to ourselves. 


have we 


and in every way we can. 


homes and in our offices and ware- 
houses, 
You know 


how every little bit helps. 


that old wheeze about 
Jelieve 
me, it’s the most important truth in 
our industry. Selling the electrical 
Ac- 
tually, it is simple and _ practical. 
Sell the use of electricity to do 
something that someone wants done 
and sold the electrical 
But, you say, that’s what we 
We're 
in the electrical industry, aren’t we? 
but I’m talking 


idea sounds a bit theoretical. 


you have 
idea. 
work at all day and all year. 


Of course we are— 


N.E.W.A. 


about the little selling “extras” that 
really pay off 
the-job selling. 


the after hours, off- 


‘The psychologists tell us that man 
only uses about one-tenth of his 
Yet, in spite of this, 
and somehow, despite wars, depres 


brain power. 


sions, disease and atomic fission, 
man continues to climb onward and 
up to a little higher ground with 
Can you 
imagine what would happen if men 


all men 


each passing generation. 


uncorked just one more 
tenth of their brain power and put 
it to work? 

By the can you 
imagine what would happen if the 
three million men and women, who 


same token, 


directly or indirectly make their liv- 
ing through this electrical industry, 
started to sell the electrical idea? 
I’m not going to kid myself or you, 
for you know and I know that it 
won't happen 
and it 


for some years to 


come may never happen 
If it did we could 
hands with the 


Electrical Age and start passing the 


quite that way. 
reach out, shake 
cigars around. 
There is thing about 
It certainly takes a lot of 
\s an industry that has al- 
transformed—and I mean 
completely changed for better—the 
way this nation lives and works, I 
think we 
service in 


one sure 
progress. 
time. 
ready 


have performed a great 
short time. Where 
stand right now? 
the Age and 
work toward it in a nice easy going 
fashion ? 


a very 
do we Can we 
blue-print Electrical 
How much time have we 
got? 

[ am sure about the answer 
to that last question, but I am pretty 
certain of one thing. 


not 


Perhaps | 
should say I’ve got a hunch about 
it. I think that the Declaration of 
Electrical Interdependence was 
written down for the industry in 


1944—as promissory 
because the time was about to be 


our note— 
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The Coming Electrical Age: 
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reached when we would need to 
make a promise and start to keep it. 

Since then we have seen the close 
of a global war and are now in the 
final The 
time has come to enthuse everyone 
in the industry with the interdepen- 
dence 


stages of reconversion. 


idea. If anyone chooses to 
argue the point I'll concede that if 
the time for the start of that pro- 
gram is not right here this after- 
noon, it will be the minute we get 
back to our respective offices. 
Let’s be quite sure of one more 
thing. 
over- 


The honeymoon really is 
from now on we have 
got to sell as we never sold before. 

That is have a_ hiring 
program and a basic sales training 
program. 


-and 
why we 


That is why we have a 
Program for Progress, as a part of 
which we have subscribed to the 
Tenets of the Electrical Wholesaler 
and interdependence. We have been 
getting ready—for action. In all 
this we have been thinking in terms 
of branches of our industry, in 
terms of major problems we face 
and in terms of individual company 
business. 


sut—the interdependence _ pro- 
gram has added something new. 
The idea behind it is just as basic 


as electricity, the common denom- 


inator of our industry. Do 


want to know how the interdepen- 


you 


dence program can help your busi- 
ness? Do you want to know how 
you can put it to work to build more 
Okay, I'll tell 
you in just one short sentence. 

Read carefully, pages 17 through 
25 of the printed proceedings of our 
last No. 
713. 

That's all you have to do to get 
the full story of electrical interde- 
pendence and how to sell your own 
people on selling the electrical idea. 
After that let your good business 
judgment and 


sales and at no cost ? 


Convention—in Bulletin 


your initiative be 


uture Success 


om +o -é 








Herbert Metz 


your guide in carrying through, 
For those of you who have a call- 
and a 


pen that will write out in the open 


ing card or a scrap of paper 


air or under water 
page numbers: 
the last Convention 
That’s Bulletin 713. 

I might add that if you like what 
there and want a little 
more ammunition, you can find it in 


I'll repeat those 
Pages 17 through 


25 of report. 


you read 
every trade paper and in all the pro- 
motional materials of 
national campaigns. All 


our various 


you have 
to do is “slant” it—as they say in 
the field. Slant the 
facts of our interdependence to your 
audience, to your employees. 
Let’s not underestimate the 
of'the job we are facing, or, by the 
same token, our strength to do it. 
We electrical 


advertising 


size 


distributors are in 
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the key position in an industry that 


is building an Electrical Age. For 


sixty-eight electrifying years we 


have been promoting health and 
safety, comfort, convenience and 
economy for all our people. The 


greatest part of that almost fantastic 
record of achievement has been real 
ized in the past twenty-five years. 

Because we serve so greatly, we 
We 


need only one thing more. We need 


can, and we must, succeed. 
to put the electrical interdependence 
idea to work. 

I can think of 
say how that, and much more can 
be done than to quote Jack Poteat’s 
words at the last annual meeting of 
the International f 


no better way to 


Association — of 

Electrical Leagues: 
“Let’s not make 

make believers.” 


believe—let’s 
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Here’s good news fer architects, builders, and elec- 
trical contractors! 

Aluminum Building Wire in sizes No. 12 A.W.G. 
to 1,000,000 C.M. and larger are now in production. 
They have the approval of Underwriters’ Labora- 
tories, Inc., and meet the requirements of the 
1947 National Electrical Code. 

Since 1898, Aleoa Aluminum has been in service 
in high-voltage conductors on this nation’s trans- 


mission systems. More than |!5 million miles of 


aluminum electrical cable are in use today in all 




















f ALCOA ALUMINUM 
FOR BUILDING WIRE! 


parts of the country. 

On the job, aluminum conductors have proved 
themselves efficient and dependable for use wherever 
electricity is conducted. 

Aluminum Building Wire, made from Alcoa 
Aluminum, is now available from manufacturers of 
insulated wire for use in homes, factories, stores, etc. 

See your manufacturer, distributor, or jobber for 
further information on Aluminum Building Wire. 
ALuminuM Company oF AMERICA, 1437 Gulf Bldg., 
Pittsburgh 19, Pa. Sales offices in leading cities. 


MORE people want More aluminum for j4ope uses than ever 


/ »\ Recey.\ ALUMINUM 


ey | = ah a me 
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[ALUMINUM 


SHE, 


FORM 
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W hen Legal Counsel Appraises 


Trends in Business and Law: 





PART I 


By Dana T. Ackerly Counse! 


National Electrical Wholesalers Association* 


R. Chairman, Ladies and 
Gentlemen: 
May | 
officers and staff and 


upon the attendance here. 


CC mngratulate your 


each of you 
It ap- 
parently marks a new high record. 

As was forecast, the post-war 
legislative mills at Washington and 
in the States, forty-three of whose 
legislatures have 
January 1, produced the greatest 
flood of bills on record. Sut the 
Nation has escaped disaster in that 


convened — since 


comparatively few of these have 
been enacted. One that seems to 
lack support, for a reason I will 


leave to your imagination, would 
extend “maternal welfare assistance 
to the Virgin Islands.” 

Here is a resolution of the 1947 
session of the Indiana Legislature: 

“Indiana needs no guardian and 
. . We have 
decided there is no such thing as 
‘federal’ aid ... We are fed up with 
subsidies, doles and paternalism . . 
We want government to come home 
.. . We call upon the legislatures of 
our sister states and on good citi- 
zens everywhere to join with 
us, and we with them to restore the 
American Republic and our 48 
states to the foundations built by 
our fathers.” 

These Hoosiers sound like Ver- 


intends to have none 


*Excerpts from Mr. Ackerly’s report, 
presented to members of N.E.W.A. at its 
38th Annual Convention, Atlantic City, 
N. J., May 4-8, 1947. 





Dana T. Ackerly 


Yankees. They find the In 
diana taxpayer’s dollar too emaci 
ated after it journeys to Washing 
The 


govern- 


mont 


ton and comes back as dole. 
local 
ment, patterned after the New Eng 


best government 1s 


land town meeting and found in 
many communities over the coun 
try today. Everyone either has a 


part in it or is watching those who 
have. 
in States 
find more efficient 
than Washington. If 
it is the fault of those who take no 
part, except for a few minutes on 
Election Day. 

Turning to the Washington scene, 
we have discovered in the past four 
months that the Republicans resem 
ble the Democrats in many respects. 
But we take 


Many of you doubtless live 


whose government you 


and economical 


you do not 


satisfaction in the 
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knowledge that the theorists, dewy- 
eved, naive and ignorant of the real- 
ities of human nature, are by no 
the 


Congress as 


\dmin- 
they 


means as numerous in 
istration or in 
were. They are speaking English 
in Washington again. Nothing has 
been channelized on the policy level 


Nor 


production, 


for months. anything said 


about optimum coex 
tensive maladjustments or the qual- 
itative or quantitative phases of dy- 
namic democracy. 

lor over a hundred years, distri 


bution, the so-called middleman, has 


‘The NEMA CONVENTION 
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been the whipping boy of Govern- 


ment, of consumers and of theorists 
But now we hear from many quar 
that the 


restoration, 


ters, at home and abroad, 
great problem for the 
and indeed the rescue, of our world 
from disaster and chaos is distribu 
tion. Unless 


goods move freely, 


efficiently, competitiv ely over the 


world, neither producers, manufac- 
turers nor distributors can provide 
adequate employment and supply 
consumers with the goods critically 
needed today even to sustain life 
itself and prevent war or chaos. The 
heart of this problem is distribution 
Your position will be as strong as 
your service, efficiency and econo 
mies make it with suppliers, cus 
tomers and the public. 

\ Vermont farmer, busy with the 
evening chores in the barn, was in 
terrupted by a Government bureau 
crat with a 
opening talk 


carefully memorized 


and a questionnaire 
The farmer said: 

“Now you 
that piece of paper, let me tell you 


son, before write on 
one thing, ‘what we live on is lack 
of expense’.”’ 

Many manufacturers have found 
and are finding that the expense ot 
building and maintaining each his 
own distribution system is prohibit 


The 


distribution for 


tive. wholesaler, providing 


many manufac 
turers, saves millions both for man 
ufacturers, the trade and consum- 
ers. 

We hear on every hand today, 
“I'm afraid it is later than we think.” 
Humanity is young enough to be 
much more optimistic. It is prob 
think. 


May I read you an extract from a 


ably much earlier than we 


entitled ‘*These 
High-Pressure Days” 
“The 


fast. 


magazine article, 


world is too big and Too 


There is too much doing—too 


many War#&s, crimes, casualties, CX 


» « 1048 an 


] 


incessant strain to keep pace, and 


citements, and marvels. 


still vou lose ground. Science emp 
ties its discoveries upon you so fast 
that you stagger beneath them in 
hopeless bewilderment; new 
new South 


many shouting at the 


quar 


rels, Sea Bubbles; so 


world with all 
their might to get the world’s at- 
tention—that your head whirls like 


a whip-top. Everything is high 


pressure. 7 
That was published in the year 
1857, ninety vears ago, in Boston 
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Our antiquarians and _ historians 
have proved that the Chinese, four 
had many of 
inventions that 
Probably 


they had the atom bomb or worse. 


thousand years ago, 
the so-called miracle 
we boast or fear today. 
very generation has had its own 
terrors, but has survived and repro- 
duced itself with numerically aston 
ishing results. 

We have faith 
that a new era of culture, peace and 


courage and the 
prosperity is at hand, that discovery 
did not stop dead with the bomb, 
that man will develop greater inven 
tions and that these will advance the 
Each of us 
should highly resolve that our en 


welfare of humanity. 


emies within and without shall not, 
default, control us; 
that we, through Church and State, 
That 
future, as all the world sees today, 


through our 


will be masters of our future. 


will be ruled either by Christianity 
or Communism 

You wonder, perhaps, 
fact 


why that 
is stated here, at a Convention 
inti- 
mately affects the future of your 


of business men. Because it 


own business, your industry and 
your country. 

The problem of bureaucracy and 
and 
wasteful government critically con 


fronts the United States today. 


an increasingly centralized 


In January, the Republicans, sup 


ported by many Democrats, came 


into power in Congress, charged 
with the responsibility of drastic 
economy to prevent further infla- 


tion Immediately 


they came to 
grips with the problem of bureauc 
racy, the octopus of our centralized 
government. Now, they would ap 


pear to be divided and unable to 
compel the economies necessary to 
reduce and 


service our enormous bond issues. 


taxes and to amortize 


\lso many of them appear to be 


in doubt whether the voters of the 


country, including millions in the 


ranks of labor’ itself. who want 
these reforms, control more votes 
than the bureaucrats, the more ex- 


treme labor leaders and the people 
who think printing press money is 
good as gold. 

Perhaps our lawmakers fear that 
lush past 
fifteen vears, nobody will love them 


after the times of the 
if they board up the merry-go-round 
and close the chute-the-chutes on the 
national picnic ground. 


Chey need have no such fear. A 





vast majority of our people demand 
and will support prompt and cour- 
stamp out these 
great revival of 
that successful Government of free 
men that thrived here for 150 years. 
The world desperately needs such 
an example. That end 
threat of Communism 

combat its growth abroad. 


ageous action to 


evils, and begin a 


will any 


here and 

We. who live in a free country, 
know that the common man every- 
where, even in Russia, is not so dif- 
ferent from other men. He is not 
state. 
Surely in his heart he wants to be 


content to be a slave of the 
an individual, a man free to carve 
out his own future. In other words, 
the cure 


for Communism is Com- 


munism. But there can be no 
vacuum in Russia or in the United 
States. There must be something 


to take the place of Communism. 
Only a Christian Democracy, not 
merely in name, but in spirit and in 
fact as well, can fill 
actually demonstrate 


the void 
that such a 
government meets the needs of free 


and 


men. Only in such a land can suc- 
cessful industry and enterprise sur- 


We ask: “How 


Russia’s Communism” ? 


sincere 1S 
The 


sincere 1S 


vive. 
real 
“How 

The answer 
with each of us individually. 


question is: our 


Christianity” ? rests 

Your industry and the nation is 
now paying tribute to the memory 
of Thomas A. Edison. One of the 
many stories now being retold, 1s 
that of the toastmaster who, intro 
ducing Edison, mentioned many of 
dwelt at 
talking machine. 
“(God made the talking 
machine, I merely invented the one 
that can be shut off.” 

Mr. and Mr. Fenn, 
as you know, have long shared with 


his inventions and some 


length upon the 


K-dison said: 


De Bevoise 


me the work of our office for your 
Association and your many commit- 
tees and for other clients in this field 
of the law. Now, through the cour- 
tesy of your President and Manag- 
Mr. 
minutes to conclude 
Counsel’s Report in his words, so 


ing Director, DeBevoise will 


take a few 
that you will have more variety, 
This 


will alleviate today the monotony of 


a new and younger outlook. 


hearing, these many years, the same 
nan at this point on your program 
and enable me to be the kind of talk- 
ing machine Edison perfected, with 
an automatic shut-off. 
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K. B. DeBevoise 


UR firm has been privileged 
to serve you for many years. 
certain 
unpleasantness between 
Japan and the United States, I was 
unable to share in 


However, due to a 


amount of 


that privilege un 
til a little over a year ago. 

My impression, therefore, is of 
your Association as a post-war or 
ganization the million 
and one headaches chronic to busi- 


faced with 
ness in transition from war to peace 

from order taking to salesman- 
ship. 

Yes, you have the manpower in 
terms of members who are willing 
to work and trained trade associa 
tion men to help them. What then 
are these representatives of yours 
doing for you? Obviously, a great 
constructive helpful 
Just as obviously, not all 


many and 
things. 
the things that any given individual 
member would like to done. 
That brings us back to those hy- 


see 


draulic brakes on business and 
trade association progress the 


lawyers. 

[ often think of those in my pro- 
the 1 
well-ordered 


fession as evil in 
family. You 
know perhaps of the lady who hired 
a historian to write up the geneal 


of her family. 


necessary 
every 


ogy 


In no time, he came 


across the skeleton in her family, 
Uncle Benjamin, who had been put 


*Excerpts from Mr. DeBevoise’s report, 
presented to members of N.E.W.A. at 
its 38th Annual Convention, Atlantic 
City, N. J., May 4-8, 1947 


to death at Sing Sing for certain 
indiscretions. She begged this 
writer to omit reference to deat 


Uncle Benjamin but he loved honor 
But he did ag 


more and refused. rree 


to go as easy as possible on the old 


family skeleton. he final story 
read: 

“Uncle Benjamin, after a_ short 
business career, occupied the chair 


of Applied Electricity at one of our 


He 


great up-state institutions. died 
in harness.” 
In our counsel to your Board ot 


committees and 


(;overnors, your 
your staff, we do our best to apply 
the law as the Supreme Court says 
and 


pr¢ ype sed 


\nd we are conservative, a quality 


it is fairly squarely to your 


1 : + 

problems and activities. 
born of a nodding acquaintance with 
the views of those in Washington 
charged with the enforcement of out 


laws. Right or 


wrong, no one ever 
wins a lawsuit but the lawyers 
There are times when the deci- 


sions of our Supreme Court have 


us quite as buffaloed as you. But 


today | 


take great pride in telling 
you briefly ofa very recent Supreme 
Court decision in favor of the 


est business man. .A\dmittedl, 


a 5-4 decision but the fellow who 
was owed the money came out on 
top. 

A ‘Tampa, Florida concern 
onomatopeiatically named  Bruce’s 


Juices was sued by the American 
Can Company for $114,000 due on 
cans sold it by American and long 


since used by it. To avoid payment 
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PART I 


By kK. B. DeBevoise 


Of Association Counsel* 


of this 
tended 


sum, Bruce's Juices con- 
that the 
\mer! 
quantity 
not to 


the 


by way of defense 
to it was illegal in that 
had 


discounts to 


] 
Sci if 


can granted certain 


others but 
violation of 


Patman Act 


Bruce’s Juices in 


Robinson 


The Supreme Court has decided, 
albeit 5-4, that violation of the Rob 
inson-Patman Act is not available 
as a defense to Bruce’s Juices. In 


not avoid 


other words a buyer may 
debts by 


his contract 
seller violated the Rob- 
\ct on the sale. ‘The 


payment of 
claiming his 
inson-Patman 


Court felt that the Robinson-VPat- 
man Act provides its own exclusive 
remedies—that is, enforcement of 


criminal penalties and injunctive 
powers by the Federal Trade Com 
mission and private triple damage 
the parties 
should be 


tously added by our 


suits between and no 


more sanctions gratul 
courts. 


In my judgment, this decision is 


of real importance to you. Had it 
gone the other way, any of your 
customers could throw a real block 
at you in vour efforts to make him 


pay up what he has contracted to 
pay vou. It is idle to say that you 
shouldn't violate the Robinson-Pat 
man Act in the first place for even 
your own counsel have trouble tell 
ing you just what does and what 


does not violate that loosely drawn 


piece of legislation The point is 
that whether or not you have run 
afoul of the Act and regardless of 
your innocent reliance and_ belief 
that you are operating wholly 
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within its provisions, a welching 
buyer, but for this decision, would 
have been able to throw the Act in 
your face and becloud the basic fact 
that he owes you money he agreed 
to pay. 

As I have said we as lawyers feel 
there are many constructive things 
your Association may do for your 
collective welfare. There are others 
which your Board of 
wisely so I think, has avoided. 

I seem to keep using this weasel- 


Governors, 


word “constructive.” To be more 
specific, I believe the single most 
constructive job before you as an 
Association is the 
that must have faced you after 
World War | and which in varying 
degree has faced wholesalers at all 


very same job 


times. 

It’s just this—to sell 
saling medium in the very teeth of 
the public’s scrutiny of and displeas- 
ure at the high cost of distribution— 
to sell it despite the fact that, in my 
judgment at least, the cost of dis- 
tribution is going to continue to 


the whole- 


rise. 

It calls for salesmanship of a high 
and not by one wholesaler 
but by all of you 
into this one Association. 

[ submit that the 
public conception that distribution 


order 
alone combined 
widespread 


costs too much is based on a pro- 
found misconception of the nature 
of our economy and how it grew. 
Today led by the President the 
public wants and needs lower prices 
What the public wants, it generally 
gets in the long democratic run. But 
what the public and the President 
mean by lower prices is not lower 
cost of production, nor yet lower 
cost of distribution but lower total 
prices to the consumer. ‘The real 
target is not lower distribution costs 
per se but lower consumer prices. 
Whether the cost of distribution be 
41 percent or 51 percent of the con- 
sumers’ dollar is not the fundamen 
tal question. What’s important is 
whether the total price of the article 
sold to the consumer is $1.00 or 
$0.75. And if the public can be made 
to understand that, in the very na 
ture of our economy, it is possible— 


indeed probable—to have lower 
total prices while the percentage 
cost of distribution actually in 


creases, there will be no place in this 
world of 
phrases as 


such catch 
the middle 


loose talk for 
“eliminate 
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man” or ‘distribution costs too 
much.” 

Let’s be Al Smiths and look at 
the record. In 1870 distribution 
costs amounted to only 25 percent 
of the consumers’ dollar, production 
75 percent. By 1930 distribution 
expenses had increased to 50 per- 
cent. In 1939, the Twentieth Cen- 
tury Fund concluded that 59 per- 
cent of the consumers’ dollar went 
for distribution. 

This is the half truth that is fed 
the public. This is the half truth 
that makes John Q. scream when 
he tries to balance his budget. But, 
gentlemen, it just does not follow 
from his half truth that distribution 
costs are too high or that our sys- 
tem of distribution is inefficient. 

In 1870 grandfather 
and his son produced a large share 
of their goods at home. My father 
started to go to market for the ma- 


my great 


jority of his goods and the variety 
of those goods (living comforts if 
you. will) When the 
cycle reached me, it found a fellow 
as handy around the house as Al 
Byers would be at third base for 
the Brooklyn Dodgers—and yet a 
fellow who with no more purchas- 


increased. 


ing power has a better automobile, 
a better stove, a better icebox and a 
gadget that even washes his clothes. 

In the 25 years preceding the war 
the $2000 automobile became a 
much finer automobile at $1,500. In 
1910 a tire good for 2500 miles cost 
$25—a cent a mile. Today a tire 
costing $15 frequently runs 30,000 
miles or 1/20 of a cent a mile. The 
$50 camera has become a far better 
one at half the price. And in your 
own industry—radios, refrigerators, 
vacuum cleaners, washing machines 

all better products today at lower 
prices than when you got into the 
business. 

There is virtually no end to the 
and which 
have experienced increasing and rel- 
atively 


list of goods services 
high distribution costs and 
vet have sold for less and less to the 
consumer. 

The explanation is that distribu- 
tion (that is financing, transporting, 
warehousing, selling and advertis- 
ing) paved the way for mass pro- 
duction. Indeed, a higher distribu- 
tion expense is the price industry 
must pay for the economies of mass 
production. 

It’s a strange and curious thing 





that our people who are so quick to 
boast of our inventive and produc- 
tive genius have been so slow to 
realize what the distributor has ac- 
complished— and this in spite of the 
fact that we never could have mass- 
produced if we hadn’t known how to 


mass-distribute. Distribution seems 
to be like my wife—I take her for 
granted and when our budget 
doesn’t balance, she costs too much. 

In my judgment, it is the Asso- 
ciation’s number one job to put the 
public straight—to prove to the 
public that criticism of the total na- 
tional bill for electrical distribution 
services is unjustified if lower unit 
prices are brought about by the ef- 
fective combination of expanded 
distribution and mass _ production 
and if the ultimate result is more 
widespread enjoyment of more 
products. 

There is the continuing job for 
your effort. There re- 
mains your individual effort. The 
true explanation of the cost of dis- 
tribution is no blank check to the in- 
dividual distributor. He cannot 
allow his Association to sell the 
public a pig in a poke, His effort 
must continue at all times to be to- 
ward lower cost and better service 
per unit sold through intelligent ap- 
plication of marketing cost princi- 
ples and more efficient management. 

If there is one criticism I would 
make of many business men today 
it is their tendency to lay their 
troubles—their loss of profits, their 
about the future—at the 
door of the other fellow. For every 
business man who, facing business 
trouble, says ““What can J do about 
this” there seems to be anather who 
says, “What can | get George to do 
about this.” For everyone who 
says, “What’s wrong with the way 
I’m running my there 
seems to be another who says “Let 
me tell you what’s wrong with the 
way George is running his_ busi- 


collective 


worries 





business” 


ness.” 
And when George is a manufac- 
turer and a group of distributors 


get the same idea about George, we 
lawyers start to earn our keep. 

To boil it down, gentlemen, your 
Association ought to sell you to the 
public and you, in turn, by the eff- 
cient service you render must keep 
them sold. And in making the sale 
I’m confident that your Association 
will do a fine job. 


ELECTRICAL WHOLESALING—June, 1947 























National Electrical Wholesalers Association 
38th, yo C wcisilililias 


TRAYMORE HOTEL ¢ ATLANTIC CITY 
May 4th through May 8th 1947 





bis Mie RNA Mls oe, hd 
_ ©, ae 


Maa 


hae o 





Oy, 


lished a new record of attendance. Shown here is a portion of the “‘behigd 
activity which continued from opening to closing of the regis- 


Operation “Registration” waged furiously for three days at the Hotel 
Traymore, Atlantic City, while 1700 electrical wholesalers and guests the line”’ 
checked in at N.E.W.A.’s 38th Annual Convention and collectively estab- tration desk 


NEWA 
WWEORMAIION 
CENTER 


For the convenience of members and guests in locating persons they desired to contact, Service with a smile was the order of the day at 
N.E.W.A. set up an Information Center in the Traymore lobby, which proved to be of great the registration desk despite the driving pace re- 
assistance to many. Open from 9:30 A.M. to 5:00 P. M. each day, the center was quickly quired to handle the unprecedented convention 


and appropriately named the ‘‘Department of Missing Persons.”’ attendance. 
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The registration scene remained unchanged even during the last few min- 
utes the desk was open for business. Late arrivals continued to flock in 





Banquet table reservations were dispensed (for a “‘nominal” fee) by Miss 


R. Cleary, treasurer of N.E.W.A. 


(left) 
N.E.W.A, staff. 


EOMAN task at N.E.W.A.’s 
38th Annual Convention held 
in the Hotel Traymore, Atlan- 
tic City, May 4th through May &th 
was the registration of the record 


attendance of 1700 members and 
guests. 
The Convention early assumed 


national proportions, drawing mem- 
bers and guests from _ practically 
every state in the union and as in- 
creasing numbers arrived by train 
and plane and car, the association’s 


June, 1947 


and Miss G. Wahl of the 


staff at the registration desk was 
sorely taxed to keep pace with them, 
but keep pace it did and to an ob- 
server in back of the “firing line” 
the smooth performance of registra- 
tion was nothing short of amazing. 

The “information center” set up 
for the convenience of members and 
guests once more played an impor 
tant role throughout the convention 
period as a mighty handy spot in 
the hotel lobby for quickly locating 
persons or obtaining other details. 
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Charles G. Pyle, N.E.W.A.’s managing director, and Miss R. 
treasurer, spend a few relaxed and restful moments behind the deserted 
registration desk as the convention draws to a close. 


fas 


to swell the attendance right up to closing time, and (judging from the 
photo) kept the girls on duty jumping. 





Cleary, 


Certainly a tribute to the well es- 
tablished position of the electrical 
wholesaling industry, the record at 
tendance at the 38th Annual Con 
vention proved beyond the shadow 
of a doubt the recognized impor 
tance of the industry in the present 
day economic scheme and clearly 
indicated the tremendous interest of 
electrical wholesalers everywhere in 
equipping themselves to successfully 
meet the great sales opportunities 
offered today. 
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LEFT TO RIGHT—H. L. Everest, Arrow-Hart LEFT TO RIGHT—H. C. Moses, Jr., Thomas LEFT TO RIGHT—F. M. Nicholas, F. M. 
& Hegeman; R. A. Peck, American Elec. Co.; & Betts; R. M. Potter, U. S. Electric Co.; M. Nicholas Co.; E. E. Karsten, Gough Industries, 
C. E. Vail, United Elec. Sup. Co VM. Dunbar, General Day-Lite Co Inc.; K. M. Anderson, K. M. Anderson Co. 





LEFT TO RIGHT—-J. J. Bangert, Crouse-Hinds LEFT TO RIGHT—I. W. Sigal, Wally Elec. LEFT TO RIGHT—J. P. Hamblen, Southern 
Company; J. P. Martin and J. A. Adams, Mar- Sup. Co.; A. Wagman, Steel City Elec. Co.; E. Elec. Sup. Co.; C. E. Akin, Southern Equip. 
tin Electric Company Ernesty, State Electric Supply Co Co.; M. Bell, Gulf Coast Elec. Sup. Co. 


LEFT PHOTO: N.E.W.A.’s new president, E. Company, and H. D. Roseth, Co-Op Electric Crescent Insulated Wire and Cable Company, 
B. Ingraham, is also president of the Times Ap- Supply Company, Chicago, Illinois. RIGHT Trenton, N. J. RIGHT PHOTO: H. J. Martin, 
plianoe Company, New York City, N. Y. LEFT CENTER PHOTO: O. Fred. Rost, ELECTRI- Sylvania Electric Products, Inc., Philadelphia, 
CENTER PHOTO: J. A. Jaques, J. A. Jaques CAL WHOLESALING; and E. L. Robinson, and §. B. Williams, Sylvania Elec. Prod., N.Y.C. 
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LEFT TO RIGHT—D. Dunne, Lighting Prod- 


ucts, Inc.; 


R. J. Pinns, Imperial Lighting Prods. 
Co.; D. G. Bender, Advance Transformer Co. 


LEFT TO RIGHT—N. H. Bass; D. C. Lappin, 
Lappin Electric Supply Company; H. E. Kaden, 
Newart Manufacturing Company. 


LEFT PHOTO: J. B. O'Neil, manager, electric 
dep’t, Masback Hardware Co., Inc., New York, 
N. Y.; and B. J. Clegg, Faraday Electric Corp. 
LEFT CENTER PHOTO: 


Chicago, Illinois. 
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LEFT TO RIGHT—H. E. Ingraham, Holden- 
line, Inc.; R. R. Hill, Hawkins Electric Com- 
pany; G. Hagen, Holdenline, Inc. 


LEFT TO RIGHT—A. Hirschman, Illuminating 
Elec. Co.; Gregory, Radix Wire Company; 
. Lieberman, Illuminating Electric Co. 


D. E. Wilbur, Walker Bros.; and J. A. Cahill, 
Youngstown Sheet and Tube Co., Youngstown, 
Ohio. RIGHT CENTER PHOTO: A. D. Ham- 
mond, Graybar Elec. Co., Atlanta; and J. P. 
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LEFT TO RIGHT—C. L. Gray, Minteer & 
Josler; O. E. Frankenbush, O. E. Frankenbush, 
Inc.; G. J. Hales, Adalet Mfg. Co. 


LEFT TO RIGHT—Myer Riesman, Robert 
Riesman and Joseph Riesman, Royal Electric 
Company, Inc., Pawtucket, Rhode Island. 


Carson, Graybar Elec. Co., San _ Francisco. 
RIGHT PHOTO: William J. Kahn, Tudor Elec- 
tric Supply Co., Inc., New York, N. Y.; and 
Sidney Solmor, Mobilite, Inc., Jersey City, N. J. 














LEFT TO RIGHT—-H 
Plymouth Rubber Co.; 
Bieringer 
Co.; J 


LEFT TO RIGHT 


Mullin, Sprague Electri« 


LEFT TO RIGHT—E., 


R. H. Adams, Hendrie & Bolthoff Company; E. G. 
Roebling’ s 


Yeaton, John A. 
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Plymouth Rubber 
Cooper, Cooper Ele 


N. J 
Parr Electric Co., Inc.; 


1. Ward, Paranite Wire & Cable; Ed. Colligan, 


W. S. Flannery, Baltimore Elec. Sup. Co.; W 
Car & ¢ UMcNamara, Smith-Perry Elec 
Sup. Co 


MacDonald, Thomas & Betts Co.; G. M. Parr, 
J. W. Saladine, Electrical Supplies, fnc.: J. M 
Supply, Inc. 


T. Weart, John A. Roebling’s Sons Company; 
Hartman and §. E. 


Sons Company, relax between meetings 





LEFT TO RIGHT—J. H. Crawford, G. E. Company; W. 
Perry-Mann Electric Co.; R. R. Hill, Hawkins Elec. Co.; 
Bell; Mrs. R. R. Hill; Marvin Bell, Gulf Coast Elec. 


up for the camera 


M. Perry, 
Mrs. Marvin 
Supply Co., line 





LEFT TO RIGHT—C. L. Hobbs, Faraday Elec. Corp.; C. F. Thomas, 
Barrett Electric Sup. Co.; H. R. White and K. K. Gordon, Faraday 
Electric Corp. 

LEFT TO RIGHT—W. J. Lohman, Jr., Chelsea Products Company, 


Irvington, New Jersey; J. A. Meier, R. Q. Austin and J. N. Bragg, 
partners in Florida Electric Supply Company, Tampa, Florida. 
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LEFT TO RIGHT—H. H. Benfield, BullDog Electric Products 
pany; J. M. Newton, Oakes Electric Supply Company; C. H. Gurney 
Crouse-Hinds Company; W. P. Connelly, Oakes Electric Supply Co., wait 
for an elevator. 


LEFT TO RIGHT—E. N. Auth, L. P. Ertel and C. P. Lachenmayer, 
4uth Electric Company, Long Island City, New York; S. Perry Aber, 
Barr-Thorp Electric Company 


LEFT TO RIGHT—J. F. Goodwin, Enterprise Elec. Co.; F. G. Kraut, 
Frank Adam Elec. Co.; R. M. Jemison, Interstate Elec. Co.; H. J. Rein- 
hardt, Frank Adam Electric Co.; E. R. Jorgensen, Enterprise Electric Co. 


«! \ 3 
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LEFT TO RIGHT—A. D. Peabody, Rome Cable Corp., Rome, New 
York; R. Pinns, Imperial Lighting Products; F. Argast, Farrell- 
Argast Electric Company, Indianapolis, Indiana; L. H. Gross, Gross 
Electric Supply Company. 





LEFT TO RIGHT—A. 
Tomic Sales and Eng. 
Company; J. E 


Warring, Rusgreen Mfg. Company; C. G. Lifka, 
Company; N. Tarnow, Tarnow Electric Supply 
Smith, Tomic Sales and Eng. Co. 


LEFT TO RIGHT—P. E. Heffelfinger, Chase-Shawmut; Geo. Steiner, 
Steiner Elec. Co., Chicago; E. W. Getke, Metropolitan Elec. Sup. Co.; 
O. E. Frankenbush, O. E. Frankenbush Co.; C. L. Steber, Steber Mfg. Co. 








aes 


LEFT TO RIGHT—W. H. Lassiter, Jr., L. J. Crews, S. 
Co.; BE. H. Nelson, O. Z. Elec.; 
Fields, Johannesen Elec. 


T. Schoolar & 
P. T. Lambeth, Lambeth Elec.; C. W 


LEFT TO 
Supply 


RIGHT 


John L. Busey and C. W. 
Corp.; ¢ u ; 


Goodwin, Jr., G. E. 
Irvine, G. F. Co.; R. 


J. Brown, G. BE. Sup. Co 


THE GANG from Crouse-Hinds Company who pose for the cameraman 


are: Left to right, E. R. Monesmith, H. L. White, J. J. Bangert and 
G. G. Snyder. 





LEFT TO RIGHT—B. Cooper, J. E. McLoughlin, S. 1. Joselson, H. W. 


Clower, G. J. Reiter, S. Joselson, all of Electrical Fittings Corp., Wood- 
side, New York. 





LEFT TO RIGHT—-4J. B. Carson, Kingsport Elec. Co.; E. N. Maddox and 
G. S. Watts, Edwin F. Guth Co.; W. L. Joseph, Eastern Elec. Sup. 


LEFT TO RIGHT—C. A. Jacobson, W. P. Johnson Electric Company; 
J. 


V. Blake, 


Company. 


Elenbe Sales Company; F. P. Oliver, Union Insulating 
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LEFT TO RIGHT—C. B. Kirschman, Tri-State Elec. Sup. Co.; G. Dallas LEFT TO RIGHT—N. V. Papani, Granite City Elec. Sup. Co.; J. G 
Rand, Sylvania Elec. Prods., Inc.; R. C. Robinson, Tri-State Elec. Sup. Riesman, Royal Electric Co.; E. BE. Karsten, Gough Industries, Inc., chat 
Co. in the Traymore lobby. 





LEFT TO RIGHT—F. R. Eiseman, Revere Elec. Sup. Co.; F. E. Stern, LEFT TO RIGHT—B. S. Misrach, Stanley Elec. Sup. Co.; R. Misrach, 
Stern © Co.; D. L. Fife, Fife Elec. Sup. Co. Richards Elec. Sup. Co.; J. S. Misrach, Pittsburgh Elec. Sud. Co. 


LEFT TO RIGHT—R. A. Clark, Gen. Elec. Sup. Corp., Atlanta; W. H. LEFT TO RIGHT—E. Ernesty, State Elec. Sup.; A. Weingarten, A. 
Kaiser, Gen. Elec. Sup. Corp., Boston; W. H. Robinson, Jr., G.E. Lamp Weingarten & Bros.; C. E. Scholl, Bright Light Reflector; W. Richards, 
Dept., Nela Park, and C. C. Walker, G.E. Lamp Dept., Boston. S. Gutzeit, A. Goldberg, Broad Elec. Sup. 
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; 


LEFT TO RIGHT—H. Metz, W. E. Henges, A. D. Hammond and G. J 
Cossmann, Graybar Electric Company; L. U. Murray, G. 
R. C. Litchfield and C. S. Powell, Graybar Electric Company. 


LEFT TO RIGHT—K. Christopher and D. L. 


Orton, The Clark Con- 
troller Company; J. Epstein, Worth Electric Supply Company; L. H 
McClure, The Clark Controller Company. 


LEFT TO RIGHT—H. P. Harris and H. Hey, Bryant Electric Company; 
B. Schwartz, Flatbush Lighting Fixture Company; F. 8S. Kinsey, West- 


inghouse Elec. Corp., N. Y. ¢ 





Company ; 


LEFT TO RIGHT-—J. Amsterdam, Leviton Mfg. Co.; S. Goodman, 
Goodman Elec. Sup. Co.; H. Berken, Central Queens Elec. Co.; H. 
Leavitt, Leavitt, Colson & Co.; S. Schwartz, Acme Lighting Prods. Co.; 
VM. Rosenberg, Leviton Mfg. Co. 








LEFT TO RIGHT—J. W. Fleischer, G.E. Lamp Dept., Nela Park; A. 
Jones, Madison Elec. Company; O. Fred. Rost, ELECTRICAL WHOLE.- 
SALING; C. L. Colen, Madison Electric Company. 


LEFT TO RIGHT—HW. E. O’Brien, Toastmaster, McGraw Elec. Co.; 
L. Dreyfus, Nu-Tone, Inc.; J. B. O'Neil, Masback Hardware Co., Inc.; 
F. J. Greene, Jos. Kurzon, Inc. 
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LEFT TO RIGHT—Mark Carroll, Mark Carroll Manufacturing Com- 
pany; H. M. Linter, H. M. Linter and Son; F. Nelson, Alphaduct 
Wire and Cable Co.; and E. S. George, Alphaduct Wire and Cable. 


LEFT TO RIGHT—M. H. Blumberg, Madison Elec. Company; H. G. 
Clum and G. E. Glatthar, Art Metal Company; H. A. Olson; G.E. Lamp 
Dept., Nela Park, Cleveland, Ohio. 


GROUPED with the charming Mrs. Martinelli are the boys from Rogers 
Plastic Corp. Left to right—Blackie Daw, H. Moore, L. E. Martinelli, 
Mrs. Martinelli, and Joseph DeVarco. 
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LEFT TO RIGHT—M. W. Parmalee, Square D Company; R. M. Pick- 
ard, Geo. R. Koeln and Company; J. B. Carson, Kingsport Electric Com- 
pany, Incorporated; S. T. Walz, Square D Company. 





LEFT TO RIGHT—ZJ. Freedman, General Day-Lite Co.; S§ 
S. Schwartz Sales Co.; S. Hoffman, Hoffman Elec. 
Schwartz, General Day-Lite Company. 


Schwartz, 
Supply Co.; A. 


LEFT TO RIGHT—J. 8S. Zuckerman, Ellman & Zuckerman; H. E. 
Kaden, Newart Mfg.; 8S. Rosenthal, Hyland Elec.; F. Van Cleef, Van 
Cleef Bros.; B. Mockenhaupt, B. J. Mockenhaupt Co. 
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Up from Florida came “Al” Appleton (right), chairman, Appleton Elec- 
tric Company, to meet some of his cronies, such as “Bill’’ Goodrich, 
(left) President, Goodrich Electric Co., and J. C. McNamara of Smith- 
Perry Electric Co. Al sure led Bill and others a merry chase because 
he really did want to get around. 


A hard pair to get in single shot at any convention: Harry T. Bussmann 
(left), President of Bussmann Manufacturing Co., and W. E. (Bill) 
O'Brien, vice president, McGraw Electric Co., Toastmaster Division. 
They are surveying at the moment the Buss Fuse-Toastmaster jobbers 
contingent at “12 to 12.” 





These three musketeers swapping yarns while waiting their turn at 12 
to 12 bridge battle are: (left to right) G. V. Weir, Eastern Electrical 
Wholesalers Ass'n; Lou Tully, General Electric Lamp Dept.; and T. 
Lackner, Accurate Mfg. Co. And does “‘Cap’’ Weir wield a wicked wand 
at Gin Rummy. 
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| 
44dbrane atthe. 
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LEFT TO RIGHT—Front row 


Royal Elec. Co., Inc.; J. J. Dreyfuss, Jules J. Dreyfuss 
Elec. Co 





R. James, Northwestern 


ir ag of the exclusive Twelve-to-Twelve Club are (left to right): 


. A. Querbes; W. J. (‘Bill’) Kranzer, Charter Member; M. Blumberg; 


S. Front. (That cigar-holding hand belongs to Harry Bussmann, host, 
founder, president and official referee—see pic above: Same hand, same 
cigar, same position, same Harry.) 
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Agencies; M. Riesman, J. G. Riesman, R. A. Riesman of 
’ ’ Sons; S. Weinstein, Ira L. Arkin Co.; H. Kaufman, Royal 
Second row: S. Block, Block Bros.; R. Yusen; W. Bleiman, Wm. Bleiman & Son; I. Silverman; C. Lloyd, 


Henry Clower Co.; 1. L. Arkin, Ira L. Arkin Co.; S. Eckert, Eckert-Lloyd Corp. Back row: H. W. Fay, J. W. Fay 


of John W. Fay Co.; A 
Gershon & Son; H. W. 
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. Block; J. Roberts, The NuRo Co.; R. Jones, Sr., Henry Clower Co.; L. S. Gershon, L. S. 
Clower, Henry Clower Co., snapped at Royal Electric Co. luncheon. 
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ews Notes From N.E W.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





RECORD ATTENDANCE 
AT N.E.W.A. CONVENTION 


The reporting of record atten- 
dances at N.E.W.A. Conventions 
sach year is becoming an old story. 
Again this year, at Atlantic City, 
May 4-8, the figures for the 38th 
Annual Convention exceeded all 
past records. According to the offi- 
cial N.E.W.A. Registration List 
(compiled and printed by Fred Rost 
and his staff, who worked all night 
to get it out) the recorded attend- 
ance was over 1500. Actually, by 
including a number of guests who 
failed to register, for one reason or 
another, and the wives of members 
and guests who were present, there 
were nearly 2,000 persons in at- 
tendance during all or part of the 
Convention. 


OVATION TO PRESIDENT BUSEY 


D. Lyle Fife, past president of 
N.E.W.A. made a surprise presenta- 
tion of a beautiful and suitably in- 
scribed gavel to retiring president 
John L. Busey, gn behalf of the 
membership. At the conclusion of 
Mr. Fife’s appropriate and well 
spoken words of praise the large 
audience accorded Mr. Busey a 
spontaneous inspiring ovation. Its 
sincerity was deep, as was the im- 
pression made on Mr. Busey by the 
enthusiastic and applauding audi- 
ence. The tribute was graciously 
conceived and spoken—and greatly 
deserved—and the eyes of everyone 
were moist when Mr. Busey finally 
restored silence in order to express 
his appreciation to Mr. Fife and the 
membership. 
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INGRAHAM ELECTED PRESIDENT— 
SALSBURY, KINDLEY V. PRESIDENTS 


E. B. Ingraham, president of 
Times Appliance Co., Inc., New 
York City, was elected president 
(and chairman of the Board of Gov- 
ernors and of the Executive Com- 
mittee) by the Board of Governors 
at its organization meeting follow- 
ing the Zone and divisional elections 
of members of the Board. 

Mr. Ingraham had a large part in 
organizing and activating the N.E. 
W.A. Appliance Division of which 
he has been chairman. He also has 
been serving as a member of the 
Management Committee (now 
known as Executive Committee). In 
assuming the Association’s leader- 
ship, June Ist, he will bring to that 
high office a wealth of experience in 
N.E.W.A.’s organization, manage- 
ment, and activities. 

Among the chief elected officers to 
serve with President Ingraham will 
be D. M. Salsbury, and G. F. Kind- 
ley, vice presidents of the Associa- 
tion and chairmen, respectively, of 
the Apparatus and Supply Division 
and the Appliance Division. Mr. 
Salsbury is executive vice president 
of Westinghouse Electric Supply 
Co., New York. Mr. Kindley is 
vice president of Edgar Morris Sales 
Co., Washington, D. C. Both Mr. 
Salsbury and Mr. Kindley also are 


thoroughly experienced members 
and well known to N.E.W.A.’s 
membership. 


Results of elections at Atlantic 
City presage the Association’s con- 
tinued growth in stature and indus- 
try importance. They also point 
encouragingly to maintenance of 
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sound administrative policies, the 
expansion of existing activities afd 
services, and the introduction of néw 
ideas and programs from which 
every member will derive increased 
benefits. 

N.E.W.A.’s membership can con- 
fidently expect real progress under 
the alert and experienced leaders 
that they have chosen. 


CONVENTION THEME 


“The Coming Electrical Age,” the 
convention theme, emblazoned on a 
blue and white silken banner 
suspended opposite the entrance to 
the American Room at the Tray- 
more, impressed itself on each one 
arriving at the Convention sessions. 

The inside cover of the Conven 
tion program carried the following 
message, conforming with the spirit 
of this theme and, at the same time, 
pointing up the now well publicized 
electrical Interdependence program: 

“N.E.W.A.— about to enter upon 
its fortieth year of service to the 
Electrical Wholesaling industry—is 
an important, integral part of the 
electrical interdependence program. 
This Convention will dramatize our 
basic markets and the activities de 
veloped to meet the coming sales 
challenge of the buyer's market. 
Your Program Committee has this 
year prepared one of the most com 
plete, varied and entertainingly in 
structive Programs in the long his 
tory of our Association.” 


COMMITTEE WORK FEATURED 


Committee activities were promi 
nent in the Convention program. 
Special presentations were featured 
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by committees from the Apparatus 
and Supply Division and the Appli- 
ance Division. [Illustrated talks, 
movies, slide, and playlets were used 
to real advantage. Through the use 
of these aids the reports of commit- 
tees held the close attention of mem- 
bers and guests throughout the sev- 
eral sessions. Many comments were 
heard to the effect that these com- 
mittees had contributed considerably 
to the value of the Convention be- 
cause of the lively presentation of 
the useful information which they 
had collected as a result of their 


work. 


NEW EXECUTIVE COMMITTEE 
HOLDS FIRST MEETING 


The Executive Committee elected 


| at Atlantic City has already held 


its first meeting. It considered sev- 
eral matters, referred to it by the 
new Board of Governors, which will 
have important effects on the ac- 
tivities and functions of the Associa- 
tion in the next several months. 
This Committee has considerable 
work ahead of it until the Board 
of Governors meets next Fall. 


KIWANIANS HEAR PYLE 


N.E.W.A.’s Managing Director, 
Charles G. Pyle, was the guest 
speaker at the luncheon of the At- 


| lantic City Kiwanis Club on May 
| 8th. His address was _ entitled— 
| “The Electrical Industry Will Help 


Win The Battle for Distribution.” 
His observations on this subject 
(one he knows thoroughly—by long 
experience) gave his listeners some 
new viewpoints and some valuable 
economic thoughts with practical 
selling angles. Mr. Pyle’s address 
was reported as one which the At- 
lantic City Kiwanians regarded as 
among the most practical and im- 
pressive they had heard at their 


| luncheon meetings. He hasn’t ex- 


plained yet how he ever found the 
time to deliver it in the midst of his 


_ extra-busy Convention week. 


N.E.W.A. PACIFIC ZONE MEETS 
The Pacific Zone of N.E.W.A. 


_ held its most recent meeting at Em- 


press Hotel, Victoria, British Co- 
lumbia, June 4-6. Among the promi- 
nent guests present were N.E.W. 
A.’s President, E. B. Ingraham, and 
A. H. Nicoll, Executive Committee 
member, chairman of the Finance 
Committee and formerly a chairman 
of the Pacific Division, N.E.W.A. 
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(Continued from page 73) 


construction of houses up to 2,000 square 
feet, if they are built for owner-occupan- 
cy and if they are to contain four or 
more bedrooms. 

An increase of 30 to 40 percent may 
be expected in the amount of non-residen- 
tial construction allowed, due primarily 
to increased production of materials and 
equipment necessary for this heavier type 
of building, which does not interfere with 
the veterans housing program. 


(Editor’s Note: <A 
ceived as this issue 


late bulletin re- 
goes to press an- 
nounced that permits will no longer be 


necessary 





for the construction of year- | 


round houses. Also, the 1,500 square feet | 


restriction is raised to 2,000 feet.) 


Texas Electric Show Has 
Record Crowd of 125.000 


FORT WORTH, TEXAS—A record- 
breaking attendance of 125,000 visitors 


saw the recent second annual Texas Elec- 
tric Show sponsored by the Texas Elec- 
tric Service Company in the Will Rogers 
Coliseum at Fort Worth. 

Although appliances and radios were 
extensively displayed, television sets were 
by far the big attraction of the exhibit. 
An RCA _ mobile unit was 
brought to Fort Worth by the Texas 
Electric Service Co. so that broadcasts 
could originate in the large auditorium. 
Television receivers were installed in the 


television 


aisles in the exhibit section. 

W. H. Merrick, Jr., residential sales 
manager of Texas Electric Service Co., 
was in charge of the show 


Home Lighting Institute 
Elects Sawyer and Bishop 


ATLANTIC CITY, N. J.—Willard G. 
Sawyer, president of the John C. Virden 
Co., Cleveland, was re-elected president 
of the American Home Lighting Institute 
at its meeting held May 6 at the Hotel 
Traymore in this city. The meeting was 
held concurrently with the convention of 
the National Electrical Wholesalers As- 
sociation. 

Robert H. of 


Bishop, vice-president 
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ASBESTOS COVERED 


WIRE 4664/0 Ltanded 


. . - IN ALL POPULAR SIZES 


Because we specialize in the manufacture of asbestos 
covered wire—that is the only type of wire we do 
manufacture — we know that RADIBESTOS WIRE is 
outstanding in quality. 


Because RADIBESTOS WIRE is outstanding in quality 
we recommend it without reservation for use with 
industrial installations and household appliances of 


all kinds. 


Look for the RADIBESTOS WIRE trademark on the 
spool. It's a symbol of highest quality asbestos covered 
wire,—a wire that will meet your every requirement 
for appearance and dependability. 


Write for samples—mentioning the purposes 
for which you need asbestos covered wire. 


nbibtstos ON THE SPOOL 
AS ue. 
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— of dollars’ worth of top-quality electrical equip- 
ment are now being offered by your Government ata fraction 
of their cost. Most materials are unused and afford a real 
money-saving opportunity for alert users, commercial buyers 
and exporters. Inventories of various types of equipment are 
held by all War Assets Administration Regional Offices. 
Some items are now being sold on a fixed price basis while 
others will be offered on competitive sealed bid sales. Visit 
your Customer Service Center or write the Regional Office 
holding the inventories to place your name on the mailing 
list for this type equipment. 

EXPORTERS! Your business is solicited. 

Much material which is surplus in the 

United States is urgently needed or is 

readily salable in other countries. Watch 


for our offerings; many of them may be 
of interest to your clients. 
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LIGHTING PANEL BOARDS — DISTRIBUTION PANEL BOARDS. There 
are wall and column types—both large and small capacity. Some have 
interlocked doors for added safety. In many cases, their construction 
permits alteration without disturbing wiring connections. This equip- 
ment will be offered on sealed bid basis. Largest inventories are held 
by: Boston, New York, Cincinnati, San Francisco, Seattle, Birmingham, 
Spokane, Los Angeles and Portland. Other regions have smaller stocks. 


* * * 


FLOOR BOXES AND COVERS — SCREWED CONDUIT FITTINGS — 
JUNCTION, SWITCH AND OUTLET BOXES AND BOX COVERS. Some 
standard, some explosion-proof, a// of these units are of high quality and 
proved dependability. There are many types and sizes available to meet 
your needs. Some items are being sold ona fixed price basis, others on 
competitive sealed bid. Large inventories are held by the following Re- 
gional Offices: Boston, Chicago, Little Rock, Los Angeles, New York, 
San Francisco, Seattle and Spokane. Other regions have smaller stocks. 


* * * 


CIRCUIT BREAKERS— OIL CIRCUIT BREAKERS— AIRBREAK SWITCHES 
—SWITCHBOARDS— ASSORTED ELECTRICAL SWITCHGEAR. Both oil 
and air types of circuit breakers are offered in this great sale. Many types 
and sizes of panels and electrical switchgear are available and a// are 
of high quality. This equipment will be offered on both Fixed Price and 
Sealed Bid Sales. Regions holding largest inventories: New York, Phila- 
delphia, Denver, Chicago, Richmond, Atlanta and Detroit. Other 





regions have smaller quantities. 
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Sylvania Electric Products, Inc., was 


elected a member of the board of gov- 


ernors. 

Beacon Lighting Products Company, 
of which Jack L. Kaplan is 
president, was welcomed as a new mem- 
ber. 

At the meeting, it was revealed that 
for certified lighting fix- 
installed 
were in 


specifications 


tures, covering permanently 
units for all residential rooms, 
the final stages of preparation, and would 


be announced in the near future. 


Joint Conference Held 


By Canadian-U. S. RMA 


The fourth the 
Canadian and United States Radio Man- 
ufacturers Associations was held recently 


joint conference of 


at the Seaview Country Club, Absecon, 
ae 

The joint conference brought about the 
exchange of much industry information 
during the two-day sessions interspersed 
with several social affairs including din- 
ner, two luncheons and a reception by 
President Cosgrove for Canadian RMA 
President S. L. Capell, Philco Corp., Ltd., 
of Canada, and other Canadian RMA di- 
rectors. 

The Canadian RMA revealed that it is 
preparing to launch a set sales promotion 
campaign based on the same theme as that 
of the U. S. RMA Radio-In-Every-Room 
program. 





LAST FEW REELS of a million feet of 
wire and cable rushed to devastated 
Texas City by the General Electric Co. 
goes through the cable-making machines 
at G.E.’s huge plant in Bridgeport, Conn. 
The green-tagged, rush order was com- 
pleted by the Company in less than a 
week and filled four freight cars. 
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| i? 2 
as general 
Hinds Co., 


Northup has been named assistant to the 


MONESMITH has been appointed 
sales manager for Crouse- 
Syracuse, New York. R. P. 


F. Hills, vice 


continues as director of sales. 


general sales manager. A. 
president, 





Experts Dress Windows 


Show New Techniques 
WASHINGTON—The Electric Insti- 
tute of Washington believes it is getting 
real results with its unique plan of solvy- 
A few 
weeks ago, the Institute decided that just 
sticking 


ing the window display problem. 
a refrigerator, range, radio or 


some other merchandise in the windows 
of its 


shabby 


consumer’ S showroom made a 


display when compared to the 
work of leading department stores. 

Here is how the bulletin of the Insti- 
tute reports what was done to improve 
the displays: 

“We asked five of the top-flight depart 
ment store display men in the city why 
appliance stores couldn’t have just as at- 
tractive displays. They said they could if 
they gave it the necessary thought. These 


five now sit down around a table and 
carefully plan our window displays. Not 
only are these now much more attractive 
and result-producing, but the technique 
used to get such results is quite 


When they spotlight a range, 


unique. 
for instance, 
you may never see the range in the dis- 
play. You might see two wax figures of 
men enjoying a vacation in a mountain 
lodge about to start out to the golf course 


One is saying: ‘Did you say your electric 


range is paying for part of your vaca- 
tion?’ The other man replies: ‘You bet 
-don’t have tc redecorate the kitchen 


this year. That saves enough to pay for 


most of the trip,’ or words to that 
effect.” 


What the experts have done, the Insti- 
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“LIFETIME” 
WIRING 
DEVICES 































ROTARY SNAP SWITCH 


3 Amp — 125 Volts 1 Amp — 250 Volts 
Vg” IPS x 5/16” Shank — Single Hole Mounting 


6” Leads — One Knurled Nut 

Brass or Nickel Finish 

Catalog No. 100 Rotary Snap Switch 
Std. Pkg. 200 — Pkg. Wt. 6 Ibs. 

Bulk Packing 500-1000 Optional 


No. 100 SPST 
This is 
Switch. 
and workmanship in scores of applica- 


the famous Slater “Lifetime” 


Proving Slater's superior design 


tions. They're good! 


Listed by UNDERWRITERS’ LABORATORIES, INC. 





Body and Interior — 1 Piece — 4%” Cap 
Metal Interlocking Ring 

250 Watts — 250 Volts 

Finish: Black — Metal Parts: Polished Nickel 


Std. Pkg. Pkg. Wt. 
Catalog No. 200, Black Bakelite 200 24 lbs. 
Catalog Nos. 200-1, Ivory Bakelite 200 24 lbs. 


Listed by 
UNDERWRITERS’ LABORATORIES, INC. 





Slater Products are Distributed and 
Sold Through the Electrical Wholesaler 


ELECTRIC& MANUFACTURING CO. inc. 


56th STREET & 37th AVENUE 
WOODSIDE, N. Y. 
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TO SELL 
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HERE ARE ntl 
units THAT EQUIPMENT + 
MAKE SALES 7 t 
_ SUZZLED yw Ia, 












With a line like Revere you 
can put that old “Summer 
Sales Slump” on ice... and 
count on some nice cool 
profits while competition is 
taking a summer siesta! 


New Revere Rotating Beacon 
for class {| and 2 Airports. 
ingeniously designed — has 
many outstanding features. 
(CAA Specs.) 








24” Airport ftioud., 
1500 or 3000 Watt. 
Also available for 
5000 watt lamp for 
Sports lighting. 


Revere Triangular. Casts a 
definite 90 Beam pattern. 
Nothing like it for corner 
locations. 





—— . 
worn, : 
- 






















4200 series en- 
closed flood. Has 
rotating feature 
with degree 
markings. 750- 
1000-1500 Watt. 


The Famous 
Revere Hinged 
Floodlight 
Pole. Elimi- 
nates danger- 
ous climbing 
to clean and 
service floods. 
20, 24, and 30 
foot mounting 
heights. 





Revere enclosed-type, fixed 
and portable floods. Avail- 
able in all sizes up to 1500 
watts. 
SERVICE 
STATION 
AIRPORT 
SPORTS 
INDUSTRIAL 
MARINE 
LIGHTING 
EQUIPMENT 





A variety of range, 
boundary and ob- 
struction lights — 
CAA approved. No. 3018 Convertible area and 


spot lighter. Accommodates 
WRITE FOR CATALOG DATA. 1, 2 or 3 top floods. 


BEVERE ELECTRIC fae. CO. 





6011 Broadway © Chicago 40, Ill. 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED. 




















| tute said, was to sell ideas in their 
| window displays rather than simply plug 
merchandise. The idea is forcefully put 
over that an electric range is not only 
a wonderful thing to have, but that it ac- 
tually saves money in many ways. 
The Institute pointed out that this can- 
not be done by showing a range with a 
few ribbons and a price tag on it, no mat- 
ter how good the merchandise may be. 


E. G. Lee to Contact Coast 
Wholesalers for McNair Co. 


BOISE, IDAHO—Hugh MeNair, 
owner and manager of the Hugh Mc- 
Nair Company, factory representative 
with main office in Boise, Idaho, recently 
announced the appointment of Earl G 
Lee as territory salesman in the State of 
California. 

Mr. Lee, who was an officer and pilot 
in the Air Corps and had 19 months’ 
active service in the South Pacific, is 
well known on the West Coast 


Champion Lamp Makes 


Additions To Lamp Lines 
LYNN, MASS.—Champion Lamp 
Works of this city recently announced 
that it has expanded its fluorescent lamp 
line to include 6 watt T6 and 8 watt T6 
lamps in the 3500 degrees white 
Champion also announced the addition 
to its popular line of infra-red lamps of 
a 375 watt R-40 reflector type industrial 
heat lamp with a mechanical screw base 











GEORGE J. READ is now acting in the 
capacity of general manager for Chelsea 
Products, Inc., Irvington, N. J. Mr. Read 
was formerly associated with Consoli- 
dated Edison Co. of New York, where he 
was director of Economic Research. 
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A VERY BUSY lady is Hazel D. 
Ormsby of the Modern Who'esale Elec- 
tric Co., Los Angeles. Miss Ormsby, who 
was formerly secretary to J. H. Coleman, 
manager, has been appointed credit man- 
ager for the firm. 





Bulldog Electric Drops 
Price Escalator Clause 

To help increase confidence by insuring 
firm prices to the building construction 
industry, Bulldog Electric Products Co., 
Detroit, recently announced the elimina- 
tion of the escalator or price protection 
clause from all quotations and order ac- 
knowledgments. 

In notifying distributors of the change, 
J. J. Mitchell, vice president in charge of 
sales, said, “We firmly believe this move 
is in the interests of a stabilized economy 
and in line with President Truman’s re- 
cent price messages. Although we have 
no guarantee that our costs will not rise, 
it is extremely gratifying to give our dis- 
tributors and users definite assurance that 
we are opposed to any further price in- 
creases.” 


Yale & Towne Enters 
Into Appliance Field 


Yale & Towne Manufacturing Com- 
pany, the 79-year-old lock and hardware 
manufacturer, recently made its debut in 
the field of traffic appliances with the 
appearance in test sales areas of its “Tip 
Toe” automatic electric iron. The iron 
is the first of a line of home appliances 
to be produced at the company’s new 
plant in Buffalo, New York. 

Anthony B. Cassedy, director of appli- 
ance sales, announced that its first appli- 
ance is being tested in western Massa- 
chusetts and northern Connecticut. 





Attention Distributors! 





IT COOLS! 


Produces constant and con- 
trolled air circulation for maxi- 
mum comfort. 


ar 


IT HEATS! 


Increases normal room temper- 
atures up to 20 degrees in 18 
minutes. Just the thing for hard- 
to-heat rooms. 





IT COOKS! 


Equivalent to a two-plate elec- 
tric stove. Especially designed 
reflectors concentrate heat rays 
to increase cooking efficiency. 


Air DLux 


A FRASER CLAN PRODUCT 








Here’s an attractive, portable appliance that 
has a three-way sales appeal—as a cooler, 
as a heater, and as a cooker. Lightweight, 
compact and sturdy, it is a “natural” for use 
in the home, in the office, at summer cottages, 
aboard boats, etc. 

Already widely publicized, the Air-D-Lux is 
now available to distributors of electrical ap- 
pliances and some select territories are still 
available. Fully guaranteed and approved by 
Underwriters’ Laboratories, you'll find it to be 
a fast moving addition to your line. 


Retail Price (Liberal Discounts) 


*39.95 





WIRE, WRITE OR PHONE FOR COMPLETE INFORMATION 


WARREN SIMPSON CORPORATION 


110 EAST THIRD ST., MT. 


VERNON, N. Y., Phone: MT. VERNON 7-0100 
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Linemen are Kleinmen because they know 
that their very safety depends on the qual- 
ity of the equipment they use. Klein has 
been their standard ‘“‘since 1857.” 


KLEIN CLIMBERS assure safe trips up and 
down the pole. They do not cut out. 


“KLEIN-KORD" RED CENTER SAFETY STRAPS 
provide maximum safety—the Red Center 
unmistakably signals when the strap should be 
replaced. 


"“KLEIN-KORD" TOOL BELTS give the safety, 
comfort and convenience needed for fast, 
efficient work. 


KLEIN PLIERS with their proper balance, 
sharp knives and matched jaws help in doing 
any wiring job better, quicker. 


Be sure to equip your linemen with 
Klein Pliers and equipment. Your sup- 
plier will fill your order as rapidly as 
possible. 

Ask Your Supplier 
Foreign Distributor: International Standard Electric 
Corp., New York 
The Klein Pocket Tool Guide 
showing the Klein line and 
containing useful tool infor- 
mation will be sent on request. 


a ee - ee Oe 
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Since 1857 


AVENUE, 


for 
safetys 








A innen's 


Mathias comm #6 LE INou & Sons 


-HICAGO 18 
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A NEW aluminum solder from Switzer- 
land was recently introduced to the 
American trade by Aluminum Solder 
Corp., New York City. The new solder 
may be used to join an aluminum cable 
with a standard copper lug. It requires 
no flux or flux substitute. 





Increased Output of Freon 


If Containers Returned 
CHICAGO—The Refrigeration Equip- 
ment Manufacturers Association recently 
said that the shortage of the widely used 
refrigerating chemical, Freon-12, may be 
eased if wholesalers, dealers, service en 
gineers, users of mechanical refrigeration 
and air conditioning equipment and trans 
portation companies will cooperate in the 
return of empty steel shipping containers 
for the chemical. 
Chemicals, Inc., 


Kinetic producer of 


Freon-12, informed the association that 
plans have been made to ship a larger 
volume of the chemical but that its in 
creased production is contingent on the 
receipt of containers to make such ship- 
ments, and that the lack of containers may 
result in the defeat of these plans. New 
cylinders are not being received as rapidly 
as expected, and the return of empties is 
at a low level, the company said. 


New Electrical Club 
Inaugurated in Canada 
VICTORIA, B. C- 


delegates from the Vancouver Electrical 


\ large group of 


Club were on hand for the recent inaugu- 
ral meeting of the Electrical Club of Vic- 
toria, B. C. 

E. N. Horsey, operations manager of 
the B. C. Electric Railway Co., was elect- 
ed as president of the club. Other officers 
are: E. H. Emery of the Emery Electri 
cal Contracting Co., vice president; J. A. 
deBourcier, Northern Electric Company, 
treasurer; R. W. Patrick, B. C. Electric 
Railway Company, secretary. 
tors are: L. 


Co.: H. S. 


The direc- 
Lamb, Standard Furniture 
Archbold, Electrical Service 
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League of Victoria; A. Kent, Kent's Ltd. ; 
A. Whiteman, Oak Bay Electric Co.; W. 
E. Holland, B. C. Electric Co. Mr. Hol- 
land also acted as chairman for the in- 
augural meeting. 

Speakers at the inaugural meeting in- 
cluded: W. C. Mainwaring, vice presi- 
dent in charge of Vancouver Island oper- 
ations, B. C. Electric Co., and a past 
president and charter member of the Van- 
couver Electric Club; T. Ingledow, vice 
president, B. C. Electric Railway Co., 
Vancouver and present president of the 
Vancouver Electric Club, and H. C. 


] 


Archbold. Dick Hall, secretary-manager | 


of the Vancouver Electrical Association 
introduced members of the delegation 
from the Vancouver Electric Club, all of 
whom are past presidents of that group. 

The delegation included: A. J. Napier, 
Neolite Ltd.; H. Walters, general sales 
manager, B. C. Electric; F. W. Mac- 
Neill, department manager, Canadian 
General Electric; T. H. Crosby, district 
manager, Canadian Westinghouse Co.; 
B. W. Markham, Northern Electric; L. 
B. Stacey, Packard Electric; D. Robert- 
son, district manager, Canadian General 
Electric; J. C. Munro, sales manager, 
light and power, B. C. Electric; F. Cros- 
by, Northern Electric; H. L. Taylor, 
provincial wiring inspector, and LL. Rob- 
son, provincial electric department. 

H. S. C. Archbold and W. FE. Holland 
were the original organizers of the new 
club. and were assisted by a committee 





made up of George Duck, H. Paulin, R. | 


W. Patrick, J. R. Potts and Ted Barbour. 





FIRST FLASHLIGHT made at the new 
Eveready Flashlight Plant of the National 
Carbon Co. recently completed at St. Al- 
bans, Vermont, is presented to Gov. Ern- 
est W. Gibson, Jr., (left). Supt. Vernon 
Kleinsmith presented the flashlight which 
was housed in a specially engraved pre- 
sentation case. The members of the Ver- 
mont Legislature were also presented with 
flashlights made at the St. Albans plant. 








cORD ¢ For Heavy Duty Industrial Use 
and Many Other High Cycle Jobs 
Here is a new EVER-LOK 30 ampere, 440 volts, A.C., capacity 
unit for heavy duty and high cycle applications. Many advanced 
features, combined with sturdy, precision- —jab—) 
built construction make this EVER-LOK a 
most versatile and dependable unit for quick, RsS 
safe connections to high cycle tools cattens 


portable equipment. 30 dmperes 


Automatic Locking Plug prevents faulty con- 


tacts and accidental separation. Plugs and 440 Yolls, 
Cord Connectors are built tough and husky AC 





to withstand the severe use encountered in 


heavy duty service. ro 



















Strong, sturdy Spri 
keeps door closed a 
- dust-tight. 





Durable, fully protect- 
ive, Hinged Cover and | 
——_ Gasket. . 






Adjustable Cord 
Grips eliminate 
strain on con- 
nections. 






Heavy duty, rig 
idly constructed 
Receptacle. 





less Terminals . . . 


an exclusive Heevy steel 
EVER-LOK oS 
Sabha ‘ecting contacts. 


Rugged, Solder. 
Contacts are preci- 


sion-machined, < 
wiping, and g 
aligning. 


New Bulletin gives all the facts about 
the new EVER-LOK 30 ampere unit, 
lists ordering information, prices, and 
other pertinent data. 


Write for Bulletin EL-446-5, 





ee DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
57 


RUSSELL & STOLL COMPANY 


EXPLOSION-PROOF, WATER-TIGHT, INDUSTRIAL LIGHTING FIXTURES 


AND EQUIPMENT. AUTOMATIC LOCKING “EVER. LOK” CONNECTORS 


125 BARCLAY STREET - NEW YORK 7, N. Y. 
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Timesavings of 50% to 60% 
through the use of a GREENLEE 
Bender on conduit installations are 
reported by E. F. Holland, owner of 
Ace Electrical Co., Miami, Florida. 
“Where unusual construction of a 
building calls for various types of con- 
duit bends—right angles and offsets 
you can make them easily with a 
GREENLEE and get better appearance 


says Mr. Holland. 


Point out these facts to your cus- 


on the job”, 


tomers—show them how they, too, 


“PROVIDES 


UP TO 60% 
TIMESAVINGS” 





can make important timesavings 
with the GREENLEE ... the bender 
which soon pays for itself. 

It's one-man-operated to quickly 
produce smooth, accurate bends in 
pipe up to 4%", rigid and thin-wall 
conduit, tubing, bus-bars. Get com- 


plete facts today. Write 


a. ae 
Greenlee Tool Co., Divi- 
sion of Greenlee Bros. —— 


& Co., 1846 Columbia OR sre, 
Avenue, Rockford, Ill. | 





pfeole] RB te) Ma -2\ 267.12, | 





GREENLEE 





YOUR SALES OPPORTUNITIES WITH 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers * 
Cable Pullers « 
Bits « 


Spiral Screw Drivers «+ 


Bit Extensions * Draw Knives 
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Steel and Copper Tube Benders «+ 
Knockout Punches and Cutters 
Automatic Push Drills « 
Chisels and Gouges »* 


THE GREENLEE LINE 


Hydraulic 
* Radio Chassis Punches ¢ Joist Borers 
Auger Bits * Expansive 


And Many More 
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Three GE Executives 
Elected to New Posts 


Charles E. 
Electric 


Wilson, president, General 
recently announced 


that the company’s board of directors had 


Company, 


elected three officials to new positions. 
Potter, 


vice president, has been elected vice presi- 


Edwin E, formerly commercial 
dent in charge of the commercial aspects 
of the company’s relations with customers. 
Mr. Potter joined the General Electric in 
1910 with the 
Lamp Department for many years. He 


and has been associated 
director of the 
General Electric Supply Co. and the Gen- 
Electric X-Ray Corp. Mr. Potter 


has also served as a 


eral 





Edwin E. Potter 


Shreve, 
as a member of the Presi- 


succeeds vice president Earl O. 
who continues 
dent’s staff with special duties assigned. 
William H. Milton, Jr., and Ray W. 
Turnbull elected commercial vice 
Mr. Milton 


was formerly assistant general manager 


were 
presidents of the company. 


of the chemical department. He will be 
responsible for customer relations in the 
District of Columbia with headquarters in 
Washington. 

Mr. Turnbull, who resigned as presi- 
dent of Hotpoint, Inc., in order to as- 
sume his new position, will relieve Ray 
mond M. Alvord in San 
Sept. 1. Mr. 


years 


Francisco on 
Alvord is retiring after 43 
with the General 


service Electric 


Canadian Representative 


Sales Mer. for Wheeler 
BOSTON—Lynn W. 


appointed 


Ferguson has 


been sales manager of the 
Wheeler Reflector Company, with head- 
quarters in Mass., it 


nounced recently 


3oston, was an- 


Mr. Ferguson joined 
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the company in 1930 as Canadian repre 
sentative, with offices in Toronto 

From 1931 to 1944, Mr. Ferguson was 
general manager of the then newly 
formed Wheeler Reflector Company of 
Canada. During the tatter part of World 
War I], he was a member of the Cana- 
dian War Production Board at Wash 


ngton, 1) ¢ 





Information Tags Urged 

By N.E.W.A. Resolution 
ATLANTIC CITY, N. J.—The Na 

tional Electrical Wholesalers Association 














has announced that the following resolu 





tion, proposed by the Major Appliances 
and Small Appliances Committees, was 
unanimously approved at a meeting of 
the Appliance Division held during the 
38th annual convention of the Association 
at the Hotel Traymore in this city May 


/ 






® Two time ranges . 
“In the interest of increasing retail 0 to 10 hours; 0 to 20 hrs. 
sales of appliances and protecting the con 
sumer purchaser, it is recommended that 
manufacturers affix information tags to © Telechron motored . . . 
each appliance shipped by them in order quiet; no ticking, self- 
that factual information be readily avail- : 
able to prospective purchasers.” starting; synchronous. 
George F. Kindley, vice president, Ed ; 
gar Morris Sales Co., Washington, D. C., ® Underwriter’s approved 
and chairman of the Association’s Sales 


3 
Promotion and Sales Training Commit- for 115 V. A.C., /s H.P. 
tee, said that his committee had discussed loads eer = accurate and dependable. 


the advantages of such tags and had de- 
ee aa ee eee ne ee oe oe © Easy to install, direct to handy box or surface mount 
the entire industry. Mr. Kindley sug- 


gested that the tags cover the following with conduit connection through bottom of timer. 
information: Model or catalog number ; 
capacity and dimensions; operating in- 


sencilla: thie i he: iemeaineieindls alee For extra profits this spring and summer, get set to 
tions and suggestions on the care; what : , . 

ee eee pilD install these new timers, now. They work with any 
to expect in the way of pertormance; 


price and name of manufacturer. 


A.C. fan, and the setting may be changed at will 


without harming the instrument. Timer motor runs 





only when timer is in operation. 


List price only $9.75 F.O.B. Two Rivers . . . an 
outstanding value. Order from your jobber now 


and ask for Sales Aids. 


PARAGON ELECTRIC COMPANY 
1630 Twelfth Street 
TWO RIVERS, WISCONSIN 


Parago® ffs 





BRYANT ELECTRIC CO. recently con- 
solidated its West Coast District offices 





and warehousing operations in a new loca- “Mr. Tops" the since 1905 
tion at 3310 Leonis Blvd., Los Angeles. Paragon symbol eecTRICAl LQuIPMen 
The building is a one floor, all concrete of top quolity. guiroers OF 


construction and provides warehousing 
space of approximately 8,000 square feet. 
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Gedney 
Fittings 


SELL 


faster’ 


ie 
5 
: 


¢ 
‘ns, 


| mm 


Not because we tell them so, but be- 
cause we have built user acceptance 
for GEDNEY fittings ON THEIR 
MERITS. This is important to whole- 
salers seeking stock lines which require 
little, if any, extra sales effort to move 
goods. GEDNEY fittings—a complete 
line, built of high grade malleable iron 
to exacting standards of design, fabri- 
cation, inspection and packaging— 
have been pre-sold to users in the entire 


electrical market. 








’ because every 
rol aharsia ie) an dateh cs 


GEDNEY 


FITTINGS ... FIT! 


Consistent advertising to the trade in 
leading magazines . . . complete, easy- 
to-use catalogs and manuals... and 
modern merchandising combin: to 
form buying attitudes in favor of 
GEDNEY whenever fittings are con- 
sidered. Point-of-sale effectiveness is as- 
sured by packages imprinted with the 
familiar all-over GEDNEY trade mark 
pattern. All packages are labeled for 
instant identification of contents for 


the convenience of user and jobber. 


if GEDNEY fittings are not yet on your shelves, 
send for complete literature and information. 





SOLD ONLY THRU WHOLESALERS 


GEDNE 


4 , ‘ 
~~” RKO BLDG., 
oe & & 


ay homnd 
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SHIPPING POINT: TERRYVILLE, CONN. 
‘CITY, NEW YORK 20, N.Y. 


WRITE FOR NEW CATALOG TODAY 


ELECTRIC CO. 
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IMMEDIATELY after being elected 
president of Hotpoint, Inc., James J. 
Nance issued a progress report on the 
company’s multi-million dollar plant ex- 
pansion program. The program includes a 
new range factory in Chicago which will 
give Hotpoint’s Chicago plants a produc- 
tion capacity of 12,000 ranges weekly. 





Battery Mfr. Appoints 
New Division Managers 

MADISON, WIS.—J. A. Mellnay, 
general sales manager of Ray-O-Vac 
Company, Madison, Wisconsin, recently 
announced the appointment of two new 
division sales managers, Wm. C. Weeks 
and Robert M. Taylor 

Mr. Weeks will head the Eastern di 
vision with headquarters in New York 
and Mr. Taylor the Western division 
with headquarters in San Francisco. 

Central division offices for the company 
have been transferred from Chicago to 
Madison and continue under the man- 


agership of Walter H. Settle. The 
Southern division with headquarters at 
Memphis continues under George A 
Shipley 


Television Possible This 
Year, Canada Dealers Told 
TORONTO, ONTARIO 


leaders addressing the recent convention 


Industry 


of Ontario Radio and Appliance Dealers 
in this city, told the delegates that: Rising 
production curves and dropping demand 
curves are likely to cross late in 1947, 
with the return at that time to a competi 
tive market; Ontario has a potential $480 
million market for usehold electric 
Canadian television is still 
several years distant. 


- 
appliances ; 


“Canada can benefit sooner from the 
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added employment and accelerated busi- 
ness expansion arising from television 
if official approval is given reasonably 
soon,” F. W. Radcliffe of RCA Victor 
told the convention. “It will probably 
take several years, from the time engi- 


neering starts, to produce television. This 
development could be expedited by the 
Dominion Government appropriating 





funds to build and put into operation 
experimental transmitters in the major 
population centers.” 





: 
, oe | Consistent Advertising/ 4. 
It is possible that television receivers 
can be made te sell in Canada from $295 is Building Sales of 4 9 


to $425. Depending on U. S. expansion 


plans, Toronto, Hamilton and Windsor uN Ti 
might be served in 1947 and Montreal, = cael nities siti 
Winnipeg and Vancouver in 1948, by re- ° 


. é ie appearing regularly in 
laying programs from the United States. 


leading business papers 
L. Butters, manager, appliance division, SOLDE RING SETS 


reaching thousands of 

Canadian General Electric, predicted that, plumbers, refrigeration 
barring strikes or disturbances, the com- engineers and service 
petitive market would be reached in the contractors, mainte- 
last quarter of this year. Refrigerator | nance men, and indus- 
: trial buyers. This adver- 

tising is backed by 
HEAT direct mail coverage. 


SOLDERING 


~~ oo 































sales are only 28 percent of saturation; | 2 Pe INSTANT 
electric ranges, 23 percent and washers, ‘ 
54 percent in the 1,700,000 wired Cana- 


dian homes, he said 


Lighting Manufacturer 


Appoints Representatives 
NEW YORK—Ender Manufacturing 
Corporation, New York, manufacturer Ideal is doing a real selling job on 
of commercial and industrial fluorescent this new and improved product! 
lighting equipment, has recently appoint- Every month, colorful ads are reach- 
7 “ Be ngs bs staff. ing the right people with a convinc- 
rving Shap of Philadelphia is no ° ; 
vdeamaies der in teas aaah Bkccon of thes ener 


vania, Delaware, Southern New Jersey 


and the cities of Washington and Balti- Soldering Set—needed for soft 
more. soldering and brazing of all kinds. 

Sid Levitt is selling for Ender in Ohio, This intensive advertising, plus 
Michigan, Indiana, West Virginia, Ken- direct mail follow-up and the 
tucky, Missouri and Western Pennsyl- personal calls of Ideal field repre- 
vania, 


sentatives, is all directed toward 
building business through whole- 
saler channels. Tie in with this 
accelerated sales effort. Ask for 
details of the Ideal promotion 
program and wholesaler policy. 


IDEAL INDUSTRIES, Inc. 
Successor to 
Ideal Commutator Dresser Co. 


1047 PARK AVE., SYCAMORE, ILL. 








NEWLY elected to the board of directors 
of The Wiremold Co., Hartford, Conn., 
are John D. Murphy (left) and Robert H. 
Murphy. John Murphy joined the com- 
pany in 1934 and has worked in every fac- | : a 
tory and office department. He is now | Distubuted “Through 

vice president and general manager. Rob- | , 

ert Murphy, who is now assistant treas- 

urer and factory manager, joined the AM E RICA S LEADI 4 G WHOLESALERS 


company in 1936. 
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All it takes is good display 
to sell these three by 


FARADAY 


THAT'S WHY FARADAY OFFERS EFFECTIVE SELLING AIDS WITH 
EACH OF THESE DEPENDABLE, NATIONALLY KNOWN PRODUCTS 





“ppd poll x. Goce, 2 


Bnoilmaslen 


REG. U. S. PAT. OFF. 

It’s a stopper—full color, 
3 dimensions, with a flash- 
ing light that makes the 
Broilmaster elements 
glow. The overall effect 
is that the luscious steak in 
the picture is piping hot, 
ready to eat! Broilmaster 
cooking is unmatched by 
any other method for 
flavor and convenience. 
Broilmaster is also a 
handy electric grill that 
boils, toasts and fries. 


™ to ‘ 
in your frying Lon *2 \ 





Fair 


% a weds 
Price 


FARADAY CHIMES 


with fones of warm welcome 


Phugmadten 


co) 


Plugmaster fits in 


Here’s the chime 
line that is not only 
engineered for 
“menage trouble- 
ree action, but 


your store be- matches in styling 
cause its patented, any of your cus- 
self-adjusting tomer’s decorating 


plug fits all of 
your customers’ 
appliances — iron, 
toaster, waffle 
baker, coffee 
maker, etc. This 
exclusive feature 
dramatically dem- 
onstrated by 
unique display that 
enables customer 
to try Plugmaster 


on nine different type ter- 
minals! Plugmaster ends 
cord worries, sells on sight. 


Write for full information. 





ad Ba 


Fair Trade 
Retail Price 


7 





schemes. Eleven 
beautiful models, 
in tube and bar 
types, meet every 
price requirement. 
Effective Faraday 
display is wire 

equipped w ith 
transformer push- 
buttons, ready to 
plug in so custo- 
mer can test the 
six differentchimes. 


95 = and up 


Fair Trade 
Retail Price 


FARADAY 


ELECTRIC CORPORATION 


ADRIAN, MICHIGAN 
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Northern Electric Co. 
Appoints J. W. Fox 
VANCOUVER, B. C—J. W. Fox 


has been appointed district service man- 


ager for British Columbia and Alberta 
by the Northern Flectric Co., Ltd., of 
this city. 


Vancouver, Mr. 
of the 
He joined the 


3orn and educated in 
a graduate 
British Columbia. 


Fox is University of 
North- 
1936 


Vernon 


ern Electric Co. in Vancouver in 


and has served the company in 
and Calgary. For several years he was 


district credit manager. He is a member 


of the Vancouver Junior Board of Trade 
the National Office Management Asso- 
ciation of B. C. and the Purchasing 
Agent’s Association of B. C 


Gedney Electric Products 
At Stabilized Prices 


Malcolm W. Heron, president of Ged- 
ney Electric Co., recently announced that 
the company’s products are now price- 
stabilized for the balance of 1947. All 


shipments to distributors, Mr. Heron said, 


will be invoiced at prices no higher than 


those in effect on April 1, 1947 

Gedney Electric, with general offices 
in the RKO Building, Radio City, New 
York, manufactures a complete line of 
electrical fittings. The Gedney plant is 
located in Terryville, Conn 








JOSEPH MARKEL, president of La 
Salle Lighting Products, Inc., and Markel 
Electric Products, Inc., recently an- 
nounced an expansion program for the 
two companies. Plans include the pur- 
chase of a new building and equipment 
and larger volume production of a new 
electric heater developed by the 
companies. 
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FULLMAN 


atrobe 


| PRODUCTS 










“Latrobe” Products are easy to install 
and dependable to use... 





You can please your customers by recommending 
“Latrobe” products. You can show how strength and 
durability can be combined with ease of installation 
and operation by showing and selling “Latrobe” 
products. 





PUFFING AWAY on two cigarettes, this | 
“robot smoker” at the Westinghouse Re- | 
search Laboratories shows how cold | 
walls are responsible for those annoying 
dirt patterns that plague the housewife 
during spring cleaning. Smoke from the 
cigarettes passes between a plate cooled 
by dry ice and an e'ectrica'ly heated 
plate. When unit is dismantled, a thick, 
yellowish deposit of smoke particles will 
be found on the cold surface. 








No. 252-R Two Gang Box 


This Latrobe two gang adjustable 
box has No. 208 Receptacle in one 
section. One cover plate has 12” 
Flush Brass Plug, the other has 2” 





No. 280 Nozzle with 





New Officers Announced 


By Valve Manufacturer 

Alfred J. Yardley has been elected 
president of Jenkins Brothers, manufac- 
turers of valves, succeeding his father, 
Farnham Yardley, who becomes chair- 
man of the board after serving as presi- 
dent for the past 30 years, it was re- 
cently announced. 

Alfred Yardley joined the firm in 1932 
at the plant in Bridgeport, Conn. A great 
grandson of Nathaniel Jenkins, the 
founder, he is the fourth president of 
Jenkins Bros. in the 83 years of the 
company’s existence. 

The company also announced the elec- 
tion of James L. Dunn, vice president in 
charge of industrial relations, and C. C. 
Chamberlain, general sales manager to 
the board of directors 


General Electric Moves 


Into “Electronics Park”’ 
SYRACUSE, N. Y.—Electronics Park, 
the General Electric Company’s new 
$25,000,000 manufacturing 
plant in this city, went into production 


electronics 


April 15 when the first movement of 
transmitter assembly lines started from 
the Thompson Road plant to the new 
plant, seven miles away. Although the 
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Brass Plug. 





No. 470 "Bull Dog" Pipe 
or Conduit Hanger 
A ‘Bull Dog” won't let go. 


Hangs 1/2", %"’, and 1” pipe or 
conduit to beams up to %%” 
thick. Safe, durable, easily in- 
stalled. 





Keystone Fish Wire 
Ten different sizes of highest 
quality flat steel wire—perfectly 
tempered. 


No. 200 Cover Plate 


Ten Amp. 250 Volt Receptacle 
in Brass Housing mounted on 
1," brass pipe extension. Longer 
pipe if desired, 





No. 150 Box— 
No. 207 Nozzle 


An adjustable, watertight box 
for use in concrete or wood 
finished concrete floors. Under- 
writers approved. 


"Bull Dog" BX Cable 
Staples 


These strong dependable staples 
are packed in cartons, kegs and 
barrels. 





i el 





ULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 
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actual move will take about a month and 
a half, it is expected that full production 


of radio transmitters will be attained 
within that time. The transmitter build- 
ing is the first unit of the big plant to be 
occupied and it is hoped that the end of 


the year will see all units in operation. 
Located on a tract of 155 acres, Elec- 
tronics Park, when finally completed, 
will look like a university set down in 
the rolling country of Central New York. 
There will be nine separate buildings and 
more than 30 acres of the tract will be 
under roof. A total of 1,386,650 square 
feet of manufacturing, office and service 
space will be available. The largest build- 
ing will be the receiver building with a 
total of 479,100 square feet and the sec- 
ond largest will be the transmitter build- 
ing with a total of 372,880 square feet. 


Federal Appoints Three 
District Sales Managers 


Three new district sales managers have 
heen appointed by Federal Electric Prod- 
icts Company, Newark, N. J., it was 
announced recently by John C. Shaffer, 
zeneral sales manager. 

William M. Stark becomes manager of 
the company's Southwestern district, with 
headquarters in St. Louis; George L. 
Stout is the new manager of the East 
Central district with offices in Cincinnati; 
Clarence G. Landeck has been made man- 
ager of the Middle Western district with 
headquarters in Chicago. 


CRESCENT 


WI R E A N 'D) CA B L E THOMAS B. OWEN, sales supervisor, 


Electromode Corp., Rochester, N. Y., re- 
cently announced a June sales conference 
for about 50 factory representatives and 
assistants to be held in Rochester. Theme 
for the meeting will be “Electric Heater 
Sales in 1947—Plus.” 
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VICE PRESIDENT Carroll D. Hepler 
has been placed in charge of a'l sales 
activities of the Trumbull Electric Mfg. 
Co., according to a recent announcement. 
Mr. Hepler became president of the 
Trumbull Pacific Division in January, 
1945, and was elected vice president of 
the parent Trumbull corporation a year 
later. 





Service School Program 
Launched by Westinghouse 


More than 200 service schools will be 
held throughout the United States in one 
of the largest and most comprehensive 
programs of this type ever sponsored by 
the Westinghouse Electric Appliance Di- 
vision, it was announced recently by L. K 
Baxter, manager of the service depart 
ment. 

Some 7,500 men are expected to attend 
the 1947 service schools which began in 
April. 
Laundromats, 


Refresher schools for service on 
ranges and 

spearhead the new program. 
pliance made by the division as well as 
refrigeration specialties such as water 
coolers is phases of the 


refrigerators 
Every ap 


included in 
training program. 


Chisholm Industries to 
Make Radios In Vancouver 


VANCOUVER, B. C.—Edward M. 
Chisholm has organized the Chisholm In 
dustries in this city. 

The new company is now turning out 
a five-tube mantel radio which is equipped 
with what is described as a “moisture 
barrier’ to overcome moist climatic con 
ditions which impair perfect fidelity in 
tone reproduction. The new model is 
now on sale in Vancouver retail electrical 


stores. 








with better light 


“Howdy, friend!” 


That's how the well-lighted place of business 
welcomes customers—beckons to passers-by. 

No one knows better the importance of good 
illumination than the gasoline service station oper- 
ator. And that’s why you'll find Goodrich equip- 
ment in thousands and thousands of service stations 
everywhere. 

Behind its popularity are good reasons—high 
illuminating efficiency and modern, distinctive 
appearance. Standlites bring light closer to the 
ground, diffuse it over a wide area, minimize glare. 
And Goodrich floodlights add the final touch that 


bespeaks alert and friendly service. 


Finish is high-fired porcelain enamel, entirely 
weatherproof; made to last a lifetime. Write us 


for the facts. 


Sold Through Electrical Wholesalers 


A * 


4600 BELLE PLAINE AVENUE, CHICAGO 4l, 





Elipso Angle Standlite 
directs light forward 
and laterallyin along, 
narrow pattern. 





Combination Standlite 
includes a floodlight 
for lighting buildings. 


FO TRY HO MIR AN NIY 





ILLINOIS 
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Type Y6-4F-3H 
(List $6.97 
less contacts 


TERMINAL 
BLOCK 


MULTIPLE-TO-SINGLE 
DISCONNECT 





Six 5-amp. contact Plug (List 86c) 
Y~ 


4 ee 


' o“~™ z ‘ 
h< Pad - Ti > 
13 
16 “ 


. ™ — sare arrnos. 
=e ll 
N 


Basic Unit Y6-1F-1H (List 89¢) 


os aoe Oe cee eee ee oe oe ee oe ee ee ee ee ee ee ee ee ee ee ee 


‘ Single contacts—5-amp. (List 6¢ ea.) 


ee ee ee ee es es oe oe 


FOR RADIO and 
LOW AMPERAGE 
CIRCUITS 


TYPE Y6 


This compact and flexible termi- 
nal block for radio equipment and 
other low amperage circuits han- 
dles single-to-single and multiple- 
to-single or multiple-to-multiple 
circuits easily and quickly. Cir- 
cuits may be bussed, or used with 
resistors or capacitors in many 
combinations. 


VERTICAL OR HORIZONTAL 
UNITS MAY BE ADDED. A desir- 


able feature is the ease of adding 
units, starting with the basic sin- 
gle unit, Y6-1F-1H, shown at left. 
The Tenite strip, which alsoserves 
as an interlocking part, may be 
lettered or numbered by the user 
as required. (See above.) 


SPECIFICATIONS. Foot and side 
brackets are steel; unit terminal 
blocks and six contact plugs are 
molded phenolic. Contacts are 
brass, silver plated, and will ac- 
commodate No. 16 B&S stranded 
wire for 5 amperes. Solder pots 
are tinned. 


Available through jobbers located in all principal cities, or through Cannon Electric 


Engineering Representatives. Bulletin Y6-2 available upon request. Address Dept. 


F-362. Cannon Electric manufactures a complete line of multi-contact disconnect 


plugs and receptacles for radio, power, batteries, radar, television, instruments, 


sound, microphones, general electrical equipment. Also hospital signal equipment. 


CANNON 
ELECTRIC 


fond Vite) mating ice 


DEVELOPMENT COMPANY 


3209 Humboldt Street, Los Angeles 31, Califernic 


Canada & British Empire — Cannon Electric Co., itd., Toronto, Ontario ® World Export 
Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. 
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Hotpoint Names Taylor 
Merchandising Manager 


CHICAGO—Edward R. Taylor, for- 
merly of Zenith Radio Company, has been 
appointed merchandising manager for 
Hotpoint, Inc., of this city, it was an- 
nounced recently by L. C. Truesdell, vice 
president in charge of marketing. 

In his newly-created position, Mr. Tay- 
lor will direct all of the company’s ad- 
vertising, sales promotion, sales planning, 
sales training and kitchen planning activ- 
ities. 

Mr. Truesdell said that the new execu- 
tive position was created to coordinate 
marketing service functions under Hot- 
point’s expansion program by which 
products output will be tripled in the 
complete electric kitchen, 
home laundry and electric commercial 


company’s 


cooking equipment lines 


Standard Transformer 
Appoints Representative 


The Standard Transformer Company, 
Warren, Ohio, recently announced the 
appointment of R. Thorp & Associates to 
handle the complete line of Standard 
transformers in the state of Kansas and 
the western part of Missouri 

The Thorp concern is located in Room 
929, 20 West 9th Street Building, Kansas 
City, Missouri. Products to be handled 
power, distribution, instrument, 
street lighting and testing transformers. 


include 








DIVISION HEADS for sales of batteries 
for the Ray-O-Vac Company include: 
Upper left, W. C. Weeks heads the East- 
ern Division with offices in New York 
City; Southern Division, with headquar- 
ters in Memphis, is managed by George 
Shipley (upper right); W. H. Settle 
(lower left) supervises the Midwestern 
section from Division offices in Madison; 
San Francisco is headquarters for the 
Pacific Coast Division, headed by R. M. 
Taylor (lower right). 
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IMMEDIATE SHIPMENTS 
U Vy fy (@ Vdd ) 


a 
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of Ivory and Brown e 
* 
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SWITCHPLATES 





s 
® @e8e8 @ eo ee ®@ 
NEWLY appointed New England district No. 104 No. 106 
manager for the Home Appliance Depart- Duplex Receptacle Plate Single Receptacle Plate 
ment of General Mills, Inc., is Dan W. Brown $52 per 1000 Brown $52 per 1000 
Thompson. Before joining General Mills, Ivory $60 per 1000 Ivory $60 per 1000 
Mr. Thompson was New York district 
manager for Proctor Electric Co. Prior to 
this he was with Landers, Frary & Clark. 





His headquarters will be in Boston. 











No. 102 
One Gang Toggle Plate 
Brown $52 per 1000 
Ivory $60 per 1000 





Sylvania Reduces Price 
On Christmas Tree Lights 
NEW YORK—A reduction of over 24 
percent in the price of fluorescent Christ- 
mas tree lights, introduced two years ago | 
by Sylvania Electric Products, Inc., was 
announced here recently by Lewis Gor- 











don, assistant to the vice president in 
charge of sales. 

A string of seven lamps, which for- 
merly sold for $6.50, will now cost $4.95, 
and the list price for individual bulbs will 
be 45 cents instead of 60 cents apiece. 
Experience in producing these compara- 
tively new type Christmas lights, accord- | 

| 
| 





ing to Mr. Gordon, has made it possible 
to reduce their price at this time 














Sodium Lamps Now Have 


a6 1 ati . No. 108 No. 110 
Increased Life Ratings Two Gang Toggle Plate Combination One Gang Toggle 
An increase in the life ratings of | Brown $104 per 1000 and Duplex Receptacle Plate 
sodium lamps to 4000 hours for intermit- | Ivory $120 per 1000 Brown $104 per 1000—Ivory $120 per 1000 


tent burning and 8000 hours for constant 
burning was recently announced by the 
Lighting Division of the General Electric 
Company. The company said that this 


Orders shipped the same day they are received. Each plate 
packaged in an individual envelope complete with screws. 
Prices quoted are for wholesale electrical supply houses and 
jobbers only. Samples sent upon request. 
Terms: less 2%, 10 days. F.O.B. Los Angeles. 


represents double the life ratings specified 
when the sodium lamps were first intro 
duced. 


Company officials pointed out that so- PLACE YOUR ORDER TODAY! 
dium lamps, which emit an amber (cau Poe : . 


tion) light, can now be expected to 


give approximately nine months to one 


ar’s service. This is ; increase of - 
tial at te san Se ALL-PLASTIC MANUFACTURING CO. 
burning rate, and results in a saving in 501 N. Figueroa St. * Phone TRinity 0851 « Los Angeles 12, Calif. 





the cost and servicing of sodium installa- 
tions. 





Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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TO HELP YOU SELL MORE LAMPS NOW! 


Step up your lamp turnover, your 
volume, your profit with this new, 


OM P 
quality price-leader! And what a C co 

beauty it is! 15 inches of the best | R Cc L $ N fa 
lamp value you've seen in a month 

of Sundays! Just look at that 32-WATT 


gracefully tapered stem... that 


big opt ap ap ae FLUORESCENT ; 
rounde ase uSt wait ti ou ( 
too DESK & TABLE LAMP 


heft it!) All solid gauge steel, too 

... top to bottom! Yes—all this 

and Circline, too! All finishes 

baked-on enamel. G4 
“METALLIC “STATUARY LIST PRICE 
BRONZE" FINISH 

No. — \ 





NEW “EXECUTIVE” 
GRAY FINISH 





ANOTHER PRICE LEADER & 
— COMPCO # 

siiiiiainnainn ) CIRCLINE | 
a i. | 32-WATT ae 





* 


FLUORESCENT 


Dp) CEILING AND WALL” 
es” FIXTURE i 


”- 
mt ~ Priced right ... to sell on sight! And Compco 
has packed this new Circline fixture with plenty 
of features to make it sell! 32-watt glareless 
Circline gives more illumination than 100-watt 
incandescent. Sturdily made of heavy gauge steel 
... fits flush. 

No. 2€130—TWO BAKED-ON ENAMEL FINISHES: 
Mellow Ivory with Polished Brass Trim or Gleaming White 


with Polished Aluminum Trim. 
Right — Bult Right — Priced Right! 


es ge eee m, 
Both units built with G.E. Electrical Components—Both individually 
packed complete with tube; slight additional charge for 32-watt tube. 


J CORPORATION 


2251 W. ST. PAUL AVE., CHICAGO, ILL- 
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JOHN W. ROMIG has been appointed 
assistant general sales manager covering 
sales, engineering and manufacturing ac- 
tivities for Champion Lamp Works of 
Lynn, Mass. Prior to joining Champion 
Lamp, Mr. Romig was sales manager of 
the Technical Products Division of Corn- 
ing Glass Works. 











ELECTRICAL WHOLESALING 


Committee Chairmen 
For Lighting Exposition 


CHICAGO—Reports from chairmen 
of the regional attendance committees re- 
cently appointed indicate mounting inter- 
est in the 2nd International Lighting Ex- 
position and Conference to be held next 
November 3-7, 1947 at the Stevens Hotel, 
Chicago. According to R. W. Staud, vice 
chairman of the Exposition, these region- 
al committees are enthusiastically getting 
under way in over 25 cities. “Naturally 
these chairmen would welcome volunteers 
to the membership of their committees,” 
Mr. Staud said, “and we cannot urge you 
too strongly to offer your services, or ac- 
cept a place on the committee if you 
should be approached. Everyone in the 
Lighting Industry has a stake in the suc- 
cess of this Exposition and Conference, 
which is sponsored by the Industrial and 
Commercial Lighting Equipment Section 
of the National Electrical Manufacturers 
Association. There is something here of 
value to every visitor . . . something that 
will pay dividends as long as you are 
identified with the lighting industry.” 

Chairmen and vice chairmen are as 
follows. 

Southern Region 

Atlanta, Georgia: Birch Addington, 
3enjamin Electric Mfg. Co., chairman; 
M. L. Whitman, Wakefield Brass Co., 
vice chairman. Birmingham, Alabama: 
E. B. Richey, Wakefield Brass Co., chair- 
man. Dallas, Texas: H. R. Heitzman, 


June, 1947 

















Benjamin Electric Mfg. Co., chairman; 
G. E. Anderson, Mitchell Mfg. Co., vice 
chairman. New Orleans, Louisiana: E. 
Dempsey Jones, Wheeler Reflector Co., 
chairman. 
Eastern Region 

Boston, Massachusetts: P. N. Clerke, 
Westinghouse Electric Corp., chairman; 
A. Kline, The Miller Co., vice chairman. 
Buffalo, New York: A. K. Parsons, 
Westinghouse Electric Corp., chairman; 
H. H. Mallon, Wakefield Brass Co., vice 
chairman. New York, New York: L. H 
Graves, Curtis Lighting, Inc., chairman; 
John Cornish, The Miller Co., vice chair- 
man. Philadelphia, Pennsylvania: W. Mc- 
Couch, Benjamin Electric Mfg. Co., 
chairman; Al Hopkins, Jr., Day-Brite 
Lighting, Inc., vice chairman. Pittsburgh. 
Pennsylvania: Herb M. Rose, Mitchell 
Mfg. Co., chairman; Chas. W. Carr, Cur- 
tis Lighting Co., vice chairman. Newark, 
New Jersey: L. A. Robinson, Wheeler 
Reflector Co., chairman; E. S. Coe, The 
Miller Co., vice chairman. 3altimore, 
Washington, D. C.: Crawford Maddox, 
The Miller Co., chairman; Aksel Knud- 
strup, Electro Mfg. Co., vice chairman. 

Midwestern Region 

Detroit, Michigan: C. H. Burch, Cur- 
tis Lighting, Inc., chairman; E. B. Wolf, 
Day-Brite Lighting, vice chairman. Min- 
neapolis, Minnesota: James V. Gaynor, 
Mitchell Mfg. Co., chairman; G. M. Fel- 
land, Curtis Lighting, Inc., vice chairman. 
Kansas City, Missouri: Fred H. Lar- 
rabee, Electro Mfg. Co., chairman. 
Omaha, Nebraska: Les Johnson, Sylva- 








THE MILLER COMPANY of Meriden, 
Conn., recently appointed C. H. Phillips 
as field sales representative of its Illumi- 
nating Division, to cover the Tennessee, 
N. C., and S. C. territories. Mr. Phillips 
has had twelve years’ experience in the 
lighting industry with contractors, distrib- 
utors and as factory representative in the 


field. 


BURGESS 


~~ 














> BUUL0S 
HASHLIGHT 
BATTERY 
FROFITS 


Burgess top quality is 
recognized by millions 
of users. Nationally 
advertised in leading 
magazines to more than 
40,000,000 readers 
every month. Burgess 
flashlight batteries are 
packed in bright buy 
appealing display car- 
tons. They sell them- 





LIKE THIS 


(Above) Attractive 
dozen display pack of 

Size 2 flashlight batteries, printed in two 
colors, to catch the eye and prompt sales. 
Right) Counter display package of 48 Size 
2 flashlight batteries. Sturdy construction, 
printed in two colors. Works constantly on 


busy counters. <> 
' 1355) 
| 


rn 
BURGESS 


in 
. = BURGESS ~~ 








| Hearing Aid 
} Portable Radio Ignition industrial 


B U RG ESS BATTERY COMPANY 
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Please tell us how we can clean up with the world’s most 


Name . 


Address 


MONEY... 


in your Pockets! 


@ TRICO PRODUCTS 
are steadily in demand 
because users receive more 
value and quality per dollar. 


Wholesalers salesmen are en- 
thusiastic because the variety of 
electrical equipment, Oilers and Air 
Guns, makes possible maximum sales 
per call — steady repeat business — 
healthy profit margins — dependable serv- 
ice — 100% Wholesaler policy. 


It pays to... . SELL TRICO! 
WRITE FOR COMPLETE INFORMATION TO 


TRICO FUSE MFG. 
MILWAUKEE 12, WISCONSIN 


co. 


MUNICATION 


There's a gigantic right-now demand for 
Talk-A-Phone... 


Nationally advertised and Nationally known. 


Talk-A-Phone 


is the top ranking name in inter-communication 
. the hall-mark of unsurpassed excellence... 
of thorough depend- 


ability. 
$12 S. Pulaski Road, Chicago 23, III. 


omplete and highly perfected line of inter-communication. and figures. 


Phone! 


x 
a 
a 
nN 





WITH THE WORLD’S MOST 
COMPLETE AND HIGHLY PER- 
FECTED LINE OF INTER-COM- 


and will be for years to come. 


Sign, clip, mail cou- 
pon for convincing 
money-making facts 
Clean 
up with a Talk-A- 


. | er 





chairman. 


nia Electric Products, Inc., 
Cincinnati, Ohio: J. W. Morrison, Curtis 
Lighting, H. K. Flint, 
Westinghouse Electric Corp., vice chair- 
Ohio: W. P. Werner, 


chairman ; 


Inc., chairman; 


man. Cleveland, 


Westinghouse Electric Corp., 


H. D. Leppo, Wakefield Brass Co., vice 
chairman. Milwaukee, Wisconsin: Earl 
Aik, Day-Brite Lighting, chairman. In- 


dianapolis, Indiana: C. C. Mathews, 


Mitchell Mfg. Co., chairman; A. H. 
Wiese, Benjamin Electric Mfg. Co., vice 
chairman. 
Western Region 

Los Angeles, California: M. J. Rud- 
man, The Miller Co., chairman; H. Pom- 
eroy, Wheeler Reflector Co., vice chair- 
man. San Francisco, California: C. O. 
Martin, Benjamin Electric Mfg. Co., 


chairman; J. P. Wade, General Electric 
Supply Corp., vice chairman. Salt Lake 
City, Utah: W. E. Gnadt, Mitchell Mfg. 
Co. Christensen, 
Mitchell 


chairman; J. R. 


Mig. Co., 


vice chairman. 


THIS AND THAT 





Echoes From N.E.W.A. 


Convention 


CONCATENATION — Mr. 
served as president of the association 
for three April, 
1944, Mr. Busey continued in office in 
1945 held 
and consequently no election. At the 


Busey 


years. Elected in 


because no convention was 
1946 meeting, the by-laws of the asso- 
ciation were changed to make the term 
of president two years, which kept Mr. 
3usey as president for another year. 
In summing up his long term in office, 
Mr. 


of tortuitous 


Busey called it “a concatenation 


circumstances.” 


GAVELOG—At the Wednesday after- 


noon session, John L. Busey, the re- 


tiring president, was presented with 


an inscribed gavel by D. Lyle Fife on 


behalf of the membership. The pres- 
entation of a gavel to John L. Busey 
by Mr. Fife was indeed appropriate 
for it was Mr. Busey who, one year 
ago at the 37th convention, revealed 
that the official N.E.W.A. gavel was 
missing. Mr. Busey told how he re- 


trieved the gavel from past president 
D. Lyle Fife and wound up the annual 
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convention banquet by presenting a 
beautiful token gavel to Mr. Fife. (See 
Electrical Wholesaling July, 1946). 
And so, with the presentation of a 
gavel at Atlantic City to this year’s 
retiring president, Mr. Fife brings to 
an end the “shortage of gavels among 
E.W.A. presidents.” Mr. Fife has 
a gavel; Mr. Busey has a gavel: the 
new president, E. B. Ingraham has a 
Oh my gosh!!! Mr 


Ingraham, have you got the N.E.W.A. 


CHEESECAKE W. H. Robinson, 
Jr., advertising manager, Lighting Di- 
vision, General Electric Co., had in- 
tended to use Atlantic City bathing 
beauties to hold the placards for his 
talk on “Lighting America at Home 
and at Work.” When union and other 
difficulties arose, Mr. Robinson con- 
sulted five members of NEWA’s In- 
dustrial and Commercial Lighting and 
Residential Lighting Fixtures Com 
mittee who volunteered to be “bath- 
ing beauties,” but not dressed in 
bathing suits. The “beauties” were: 
L. H. Gross, Gross Electric Supply 
Co., Houston; George §S Steiner, 
Steiner Electric Co., Chicago: C. E. 
Vail, United Electric Supply Co., St. 
Louis; S. J. Rale, Rale Electrical Sup- 
ply Co., Asbury Park, and B. Merritt, 
Mill-Power Supply Co., Charlotte 

The 39th annual convention of the 
association will be held the first week 
in May, 1948 at the Statler Hotel, 
Buffalo, New York 


Small, Mighty Heat Lamp 
A 75-watt infrared lamp, the rays of 
which are powerful enough to light a 
cigarette held a half-inch away, has 
been developed for special heating and 
drying processes in industry. 


Electric Developments 


A new incandescent lamp that makes 
possible the screening of bigger and 
brighter slide-film pictures. It also is 
said to add sparkle and beauty to 
colored film. 


\ new type electrically-controlled 
hot food storage table for restaurateurs 


An upholstered footstool with built- 
in electric heater 


An inter-office communication sys- 
tem with built-in radio. 
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BERNS AIR KING QUALITY! 
BERNS AIR KING PERFORMANCE! 


“he antl (Le 


ts 


The perfect fan for small private offices, kitchen, bedroom 
and general home use! 10” fan smartly styled in gleaming 
white enamel or rich-looking mahogany finish. Adjustable 
in width from 24” to 35”. Quiet, smooth operation. 1 year 
gvarantee. Complete with Cord and Plug. To retail for $18.90. 


i a wii 


. i‘ 
Wy win 





For office and commercial use. Powerful 12” fan in same finishes 
as above, adjustable in width from 24” to 33”. 1 year guarantee. 
Complete with Cord, Plug and Switch. To retail for $26.00 





MORE QUALITY FOR LESS MEANS 
BIG NEW VOLUME FOR YOU! 


Now you can make more Window Ventilator sales than ever before! 
Berns’ amazingly low prices mean that more people than ever can afford 
the added comfort of window ventilators. Berns-built engineering assures 
longer-lasting, more satisfying operation. It’s the window ventilator pros 
motion every department, appliance, hardware store and other fan outlet 
has been waiting for! They're priced to fit every purse...styled for 
the most discriminating taste ... built for the most quality conscious 
buyer! Place your order today! 





SOLD EXCLUSIVELY THROUGH LEADING ELECTRICAL WHOLESALERS 


EXHAUST FANS © AIR CIRCULATORS © BLOWERS © BELT DRIVEN FANS 


amas — BERNS MFG. CORP. 


Formerly Berns Specialty Mfg. Co. 2278 ELSTON AVE., CHICAGO 14, ILL. 
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HANG CHAIN 
SUSPENSION FIXTURES 
IN A FEW MINUTES 



















a screwdriver. 


plaster ring. 


trical supply houses. 
In Canada: address 


*Patent No. D-141024, 
others pending 
Underwriters approved 


with EIYDEE EANGER 


Just connect wires 





screw to outlet box. No 
centering, punching, drilling. No tools except 


Complete with receptacle, two 5-foot chains, 
“S” hooks and cord clips. Self-grounding — you 
can use 2-wire cord and plug. Fits $65 


standard 4” or 314” outlet box or 


each list 


Day-Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 
7, Mo. Nationally distributed through leading elec- 


inquiries to Amalgamated 


Electric Corp., Led., Toronto 6, Ontario. 








m E-M-T CONNECTIONS IN A FEW SECONDS! 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 

(All B-M Fittings carry the Underwriters 

Seal of Approval) 








r 


—_ 


With B. M. Fittings 


neat annem 
DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Ill 
Clayton Mark & Co., Evanston, Ill 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa 

Triangle Conduit & Cable Co., 

New Brunswick, N. J. 








| 
| 
| 





\n electric pencil sharpener. ... An 
all-purpose electric vibrator. 


A table-model radio-phonograph, in- 
cluding attachable legs. 


An electronic device for the grading 


ot eggs 


A powder that can be blown into 
motorcar inner tubes to reduce radio 
static. 


A portable Geiger-counter radiation 
detector that is battery-powered to 
adapt it for field survey work. 


\n electric invalid car, the batteries 
of which can be recharged overnight 
by plugging into a house circuit. 


A new vest pocket footcandle selec- 
tor that indicates lighting recommen- 


dations for more than 75 seeing tasks. 


A new electronic circuit for radios 
and record players aimed at suppress- 
ing static, needle scratch and turntable 


n¢ Ses 


Automatic arc welding now used in 
the production of plow points that has 
supplanted the hammer-welding meth- 
od, in use for the last forty years. 


An electronic computer for solving 
complex mathematical formulas by 
which engineers learn the temperature 
of exploding gases in engine cylin- 
ders. It is expected to lead to new 
and better diesel engine fuels. 


A machine that automatically proc- 
esses medical X-ray film, eliminating 
all human handling. It was adapted 
from a unit perfected during the war 
for the rapid-fire processing of indus- 
trial X-ray films. 


A push-button dispenser for frozen- 
food packages. 


OBITUARIES 





John A. Bennan 


John A. Bennan, chairman of Jefferson 
Electric Company, Bellwood, Illinois, 
passed away April 17th at St. Luke’s 
Hospital, Chicago. He was 69 years old. 

Mr. Bennan with James C. Daley estab- 
lished the Jefferson Electric Co. in 1915 
for the manufacture of small transform- 
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ers. Its early products included trans- 
formers to operate door-bells, signals and 
other electrical devices such as spark 
coils. Jefferson Electric became well 
known as pioneers and leaders in what are 
called ‘small transformers.” These were 
developed rapidly for operating electrical 
toys, oil burners, luminous tube Neon 
signs. Shortly after the first World War, 
working with radio engineers many types 
of transformers required for radio receiv- 
ing sets were developed. First for indi- 
vidual set builders, and later, for the 
country’s leading radio set manufacturers. 

Through Mr. Bennan’s efforts the com- 
pany acquired the Chicago Fuse Company 
in 1928, a pioneer manufacturer of fuses 
and other products widely used in the 
electrical industry. Four years following, 





J. A. Bennan 


the entire business and all manufacturing 
were moved to the present plant in Bell- 
wood, Illinois. In late 1946, a plant in 
Fall River, Mass, was acquired to pro- 
vide additional manufacturing capacity. 

During the late war, while producing 
transformers and fuses for essential pur- 
poses, the company carried on develop- 
ment and production in connection with 
the VT Proximity Fuse. 

Mr. Bennan was born in Moira, N. Y., 
in 1877, the son of Mr. and Mrs. Mi- 
chael H. Bennan. Surviving are three 
sons associated with the company: James 
M., vice president and secretary ; Edward 
B., in charge of the Fall River plant; 
John B.; and a daughter, Mrs. B. J. 
Fallon of Chicago. 

Mr. Bennan was a past member of 
the board of directors of N.E.M.A.: a 
member of the Electrical Manufacturers 
Club, Chicago Athletic Association and 
South Shore Country Club 


C. J. Kim 


Clarence J. Kim, assistant sales man- 
ager of the National Electric Products 
Corp., Pittsburgh, died on May 15, fol- 
lowing a lingering illness. He was 55 
years of age. 

A native of Pittsburgh, Mr. Kim en- 
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SIGNALING TRANSFORMERS 





For the operation of A.C. 
annunciators, controls, 
horns, recorders, relays, 
etc., requiring greater low 
voltage power than can be 
supplied from bell ringing 
transformers. Designed 
for intermittent duty. 





Covers removed to 
show wiring compart- 
ments for primary and 


secondary circuits. DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 







We Invite 
The Dongan Line Inquiries 
Since Nineteen-Nine 














IN THE FIELD OF SPORTS... 


Soll 







>} 68 ad? 


BASEBALL HORSE RACING 
FOOTBALL PLAYGROUNDS 
HOCKEY SWIMMING POOLS 
TENNIS BATHING BEACHES 
BOXING ‘HORSE SHOE COURTS 
GOLF PRACTICE MIDGET AUTO RACING 


e@e QUAD FLOODLIGHTS are made in 
various types so as to cover the field of 
sports lighting. These units all produce 
quantity and quality illumination. They 
place you in a position to cover the field 
in sales. 












Among the features are individual light 
control and multiple mounting which pro- 
vide flexibility. This makes them adapt- 
able to any type of sports lighting. 


QUADRANGLE MFG. CO. 


3258. PEORIA ST. CHICAGO7, ILL. 
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U.S. PATENT NO. 1,933,555 






Fast, Efficient, Economical 


WIRE CONNECTORS 


“Roughing in’’ of permanent wiring is 
simplified with SCRU-ITS They form 
efficient and safe connections without 
using tape, solder or tools. Better mech- 
anical contact—no shorts or ground- 
ing. Compact in size 
EASY TO USE. 

1. STRIP WIRE ENDS 

2. SCREW IT 

3. THAT'S IT—WITH SCRU-ITS! 


WRITE TODAY FOR 
DATA SHEET of AWG solid and/or stranded wires. 


Four sizesfor joining many combinations 


No. B-6a 101 USES... Here Are a Few! 


It contains complete * Fixtures * Lighting Devices 
specifications on * Outlet Boxes * Conduit Boxes 
SCRU.-IT sizes, dimen- * Fuse Boxes * Circuit Breakers 
sions, uses, etc. * Panel Boards * Switch Controls 

* Switch Boxes * Motor Connections 











Underwriters Laboratories Inc. Approved 


SOLAR ELECTRIC CORPORATION 


FACTORY and SALES OFFICES 
WARREN, PENNSYLVANIA 

















THE No. 508 


ANOTHER egent- t Savey PROFIT-MAKER 


A FAST SELLER — DESIGNED FOR SALES APPEAL 
This beautiful, modern, ‘‘No-Glare" incandescent, two 





' i light Keyless fixture is ready for immediate delivery. 
3S ef Complete with chromium plated holder, white prismatic 
wr crystal bottom glass and U. L. approval. Designed and 
“ rs manufactured exclusively by Regent-Savoy craftsmen. 
—- Send in your orders today. 
awe” 


«— Write for catalog 47 A showing complete line of 
b incandescent lighting fixtures for housing projects and 
\ individual homes. 


REGENT-S AVOY sre marron con 














tered the accounting department of Na- 
tional Electric Products Corp. in 1914 
Six years later he was transferred to the 
sales-service department, and then be- 
came traffic manager. 

In the 20 years that Mr. Kim served 
as assistant sales manager he became 
very well known throughout the electrical 
industry. 

Mrs. Kim and a son, Richard, who sur- 
vive, reside at 24 Flamingo Drive, Pleas- 
ant Hills, Pa. 





Clarence J. Kim 
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Handles Heavy Reels Quickly | 
... Safely... Economically | 


Saves time and money in the plant, 
warehouse or on the job. 


eed Mensch Steals Crab 







Roll-A-Reel is the ideal way to [i 
reel or unreel wire, cable, or cope 
and does an easier, better job in 
every way. 









In two sizes... 2000 Ibs. capac- |i 
ity — $37.50 and 4000 Ibs. capac- ff “a 
ity — $75.00 F.O.B. Cincinnati. . 


Send for descriptive pamphlet. “i 


ROLL-A-REEL 


327 WEST FOURTH STREET 
< CINCINNATI 2, OHIO 
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F. H. Winkley 


Frank H. Winkley, retired manager of 
the Lighting and Cable Division of the 
General Electric Co., and prominent in 
the outdoor lighting field for over 31 
years, died April 30th at Lakeworth, 
Florida 

He began his career with General Elec- 
tric in 1908 as a wireman in the Lynn 
(Mass.) Plant. In succeeding years he 
worked out of Schenectady as a traveling 
arc lamp specialist. In 1928 when the 
Lighting Section became a part of the 
Supply Department he was appointed 
manager of sales in Schenectady. 

From 1929 until his retirement in 1940, 
Mr. Winkley served as manager of the 
Central Station Lighting Cable Division. 
He was very active in the affairs of the 
National Electrical Manufacturers Asso- 
ciation. 





ASSOCIATION NEWS 


BALTIMORE—The Electrical Manu- 
facturers Representatives Association, 
Inc. held its annual golf outing, Tues- 
day, June 10 at the Country Club of 
Maryland, Baltimore. Initial fee for 
those who wanted to play golf was 
$3.00 per person; dinner per person cost 
$3.50. The big 


event—drawing of 





MANUFACTURER’S 


REPRESENTATIVES 
WANTED 


by an established manufac- 
turer of industrial and com- 
mercial Fluorescent Light- 
ing Fixtures. A complete 
line including... 

@ RECESSED FIXTURES 


@ LOUVRE AND GLASS 
CONTINUOUS MOUNT- 
ED FIXTURES 


@ PENDENT TYPE FIXTURES 


@ COMPLETE LINE OF IN- 
DUSTRIAL AND BOX 
CHANNELS 


@ SLIMLINE FIXTURES 


Address replies 
with Complete Details to: 


BOX 61 


ELECTRICAL WHOLESALING 
330 West 42nd St. 


New York 18, N. Y. 
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FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5° chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 


new “Yriction-Set” 


PAT 
APPLIED 








For any fixture position 


Write for Bulletin K25 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue e Chicago 51, Ill. 
112 Chariton Street @ New York 14, N.Y. 


S co. 


agnovse 
NADIAN ww west TOROMTS 2. 
E 
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Ouly 
PIERCE 


Renewable 


FUSES 


have 


] BALANCED 
LAG LINK 


SCREEN 
VENTILATION 


TUBULAR 
BRIDGE 


with confidence and 
Every month your 
Volume and Profits 
Will Build Up... 


Exclusive improvements arouse 
interest and make sales easy, 
Every sale starts a steady flow 
of repeat business. 


WRITE for full information 


about this successful line. 


1-Better built to stand 
up longer 


2-Improved Protection 
3-No “’Direct’’ Sales 
4-Prompt Shipments 


5-Prospects pre-sold 
by Pierce Trade Paper 
and Direct Mail Adver- 
tising 


BUFFALO 7, 
* 
N. ¥. 








tickets for prizes started the eliminat- 


ing process at 2:30 P. M. in which 
every 20th ticket received two cartons 
of cigarettes as a consolation prize. 


From the remaining tickets were drawn 
the lucky 
$1200. The first prize was an Admiral 
retailing for 
$434.95—donated by the Baltimore Gas 
Light Co. Second prize was a Clarion 


numbers for prizes 


Duo-Temp refrigerator, 


Radio-Phonograph FM console, 1948 
model, retailing for $275.00—donated | 
by Shepard Electric Co., Inc. Third 


prize a “Reynolds Metal” home freezer, 
9 cubic feet, retailing for $269.95—do- 
nated by Graybar of Baltimore. Fourth 


prize was a Summer-Winter Hook-Up, 


retailing for $77.60—donated by the 
Lee Electric Co. and the General Elec- 
tric Co. of Baltimore. The fifth prize 
was a G.E. Tank vacuum cleaner with 
attachments, retailing for $69.95—do- 


nated by General Electric of Baltimore. 


CHICAGO The West Suburban 
Electric League of the Electric Asso- 
ciation of Chicago recently held a meet- 
ing at the Tower Inn, Lyons, Illinois. 
A suitable place and date was discussed 
for the forthcoming annual picnic to 


QP zhutomatic 


TIME SWITCHES 


of precision 


@Synchronous 
@ Manually Wound 


“ Stock Models from 
% 1100 to 4950 Watts 
a per pole. 


For any load . . . for every installation, 
there is an Automatic Time Switch to 


pact, ruggedly constructed Automatic 
Switches have pure silver contacts... 
tamper proof cabinets with visible dial 
...2 to 24 “on” and “‘off’’ operations. 


switches specify Automatic. 


Specifications and Information 
Time Switches Progressive jobbers 
interval Timers 
Poultry Switches 
Flashers 
Releys 


mation on Automatic 
products. Catalog 
mailed direct at your 
request. 


WRITE TODAY! 


co. 


56 STATE ST., MANKATO, MINNESOTA 





worth | 





























cuecx tHe Automatic tine | 


meet the most rigid specification. Com- | 


For dependable automatic time 


have complete infor- | 













VULCAN 
















& 30 


Remove 
4 screws 


and in a few sec- 
onds you can re- 
place the Heating 
Element in this 


NEW 
PLUG TIP 
ELECTRIC 
Soldering Too! 


5 SIZES 
From 4” dia. tip 


4” 





to dia. tip. 


ALL PARTS 
REPLACEABLE 


Ask us about it 


VULCAN ELECTRIC CO. 


Danvers 9, Mass. 


JACKSON 
QUALITY 
YARDLIGHTS 


—~ 


No. 8972-8974 


FOR RURAL 
LIGHTING 


























#8972 has 12” Porcelain 
Enameled Reflector. 
#8974 has 14” Porcelain 


Enameled Reflector. 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 
® Sold only thru Wholesalers 


® Manufacturers of 
Lighting Equipment 


JACKSON 


| ELECTRICAL COMPANY 
| 900-910 W. Van Buren St., Chicago 7, IIL 
| 
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be held in July. Mr. Leo Mayer of 
Hyland Electric Supply Co. and Mr. 
Frank McLaughlin of U. S. Rubber 
Co. presented talks on the use of alumi- 
num for wires and cables. 
Women’s Division 

Members and guests of the Women’s 
Division attended a playlet put on by 
the “Jane Foster” Home Economics 
Group of the Commonwealth Edison 
Co. at this company’s Assembly Hall. 
Entitled “Cooking in Style,” this origi- 
playlet portrayed some of the 
humorous intricacies in the life of a 


nal 


housewife and demonstrated in a novel 
and amusing way that “the electrical 
way is the best way.” The dinner and 
business meeting was held in the Elec- 
tric Association’s dining room at 6:30 
P. 

On May 20, Mr. P. B. Korneke of 
General Electric spoke on the subject 
“Special Products” before the Wom- 
en’s Division’s regular meeting. 


KANSAS CITY—At a recent lunch- 
eon meeting of the Electric Association 
of Kansas City, T. Bruce Robb, Econo- 
mist and Director of Research, Federal 
Reserve Bank, Kansas City, Missouri, 












Special-- Priced to Move 
LEAD COVERED 


CABLE 


NEW-—-ON ORIGINAL REELS 
STANDARD CONSTRUCTION 











No. 2 Stranded 3 Conductor ° Type RL, 600 Volts 
270 Rolls—Approx 500 ft. ea. 
6 Rolls—Approx. 1500 ft. ea. 


A6%. 


IMMEDIATE DELIVERY 


Priced to Sell 
F.0.B. K.C., Mo. 


Quantity Discounts 
6 or more reels. 





Write, wire or phone 


BROWN-STRAUSS CORP. 


Box 78 PHONE HA. 1000 Kansas City 10, Mo. 




















« CORDS ... CORD SETS 


specified by top manufacturers of 











LAMPS 
RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 









RANGES 
HEATERS 


WASHERS 
MIXERS 






A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., ww: 








1 Park Row + New York City, 7 
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3 2? WATT 
Circline 





Ceiling Fixture 





| | Streamlined white enamel re- 
flecting surface, with satin finished dome. 
MODEL 32C, 110-125 VOLTS, 60 CYCLES, AC ONLY. DIA. 13%”. HEIGHT 4” 


Complete with 32-watt circline fluorescent lamp, ready to hang over outlet 
box. Easily installed. Mounting equipment supplied is sufficient for most 
installations. 


Other Salem Fluorescent Lighting Products 
STRIP—14, 15, 20, 30 and 40 watts. Low and high power factor. Can supply 
deep reflector. 


| WALL BRACKETS—4, 8, 14, 15 and 20 watts. Chrome or white 
with or without off-and-on switch, outlet, deflector. 


BED LAMPS—14 watts, assorted colors. 
DESK LAMPS—15 watts, single or dual. 
TEXTILE INSPECTION UNITS. 


enamel, 


Salem Moanufacturme Company 


Tel. 0446 4 Jefferson Avenue, SALEM, Massachusetts 


MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING DEVICES 
POLI AP AP AP AP OLPOLP APP OAP APO OAP AP AP AP APOAP OP AAPL 
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es 


20,000 


HOUSEWIVES 
have asked about 


THE CLIPPER 





AS a result of Clipper 

Blower consumer ad- 
vertising more than 20,000 house- 
wives asked about the Clipper last 
year. This can mean real business 
for you. 

These patented small room venti- 
lators are specially designed for kit- 
chens, bathrooms, dens . . . as well as 
for ticket booths, X-ray rooms, toi- 
lets, clinics—in fact any small room. 
They are mounted in the ceiling be- 
tween joists and vented outside— 
they trap and expel unwanted air, 
heat and odors the instant they rise. 

Unlike any other equipment, the 
Clipper Blower is a complete pack- 
aged ventilator in which the motor 
is entirely removed from the air 
stream—away from all contaminated 
air. This means greater efficiency, 
longer life and easier servicing. 

Ask your jobber for details of the 
Clipper Sales Plan or write us for 
complete information. 


The Clipper is o 
complete packaged 
ventilator which is 
hidden in the ceil- 
ing. Only an incon- 
spicuous ‘‘dripless’’ 
ceiling grille is visi- 
ble, yet motor and 
blower assembly 
are instantly re- 
moved without 
tools for service. 
















FRA DE-WIAD moronsns. nc 


5721 SO. MAIN ST., LOS ANGELES 37, CALIF 
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addressed the association on the sub- 


ject “Where Is Business Heading?” 
Dr. Robb discussed the present busi- 
ness outlook by pointing out the in- 


ventory, wage and price situations in 
several fields giving sufficient informa- 


tion for the members to draw their 
own conclusions. 
Electric Association Forms 
Radio Servicemen’s Group 
On April twenty-ninth, 603 radio 
servicemen, dealers and _ distributors 
gathered together at Garret Hall to 
hear H. C. Bonfig, vice president of 
Zenith Radio Corp. Talks were also 
given by President E. J. McGrannahan, 
R. J. Meigs and Kenneth G. Gillespie. 


Both Mr. Gillespie and Mr. Meigs ex- 
the 
ganizing radio servicemen into a group 


plained reason and method of or- 
for the purpose of studying radio serv- 
ice problems. According to the associa- 
tion this was by far the largest meeting 
ever held by this association. Presiding 
at the meeting was Glenn Saigeon, tem- 
chairman of the servicemen’s 
The 
explaining the need for a study group 


As 


a result of the meeting 64 radio service- 


porary 


group evening was devoted to 


composed entirely of servicemen. 


men enthusiastically made application 
to join and pledged themselves to con- 
tinue as a coherent group for the one 




















at NEW LOW Prices 


Drills 4 times faster through con- 
crete, brick, plaster, slate! 


Stays sharp,up to 50 times longer! 


. close spacing without break- 
through! 
Drills far quieter! 
For use in any rotary drill, drill 


3 Drills clean, sharp, true-size holes 
4 
5 press or hand brace. 





15 POPULAR SIZES 
ASK ABOUT 
SPECIAL 
6-DRILL SET . 
3/6", %", Ace 
3%", 42", AND 5%’. 
$13.70 
WITH FREE 
CANVAS KIT 






—EEO— 











* (Trade Mark) Cemented Carbide 


Improved CARBOLOY* Masonry Drills 





STOCK UP NOW! OPEN LINE! 
CARBOLOY COMPANY = 


11127 E. 8 MILE AVE. * DETROIT 32, MICHIGAN 


















[500 WATT) 
ROTOCHROME 
SPOTLIGHT 





LIGHT+ COLOR 
ACTION 


Steps up the 
Drawing Power 
of Displays 


Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 
Totally Enclosed—Fully Protected Wheel 
Absolutely Safe—Completely Automatic 
Self-Starting—6 Continuous Color Changes 
Optically Correct— Adjustable Beam Size 
Modern—Trouble-Free—Moderately Priced 


Ideal for Store Windows, Displays, Exhibits, Conven- 
tions, Shops, Theatre and Hotel Lobbies, Restaurants, 
Night Clubs, Cocktail Lounges, Ballrooms. 


Send for Bulletin No. 471 


GoldE Manufacturing Co. 
1222-A W. Madison St., Chicago 7, Ill. 








Designed for out- 
door use. Single 


receptacle with 
aluminum finish 
brass plate, me- 
tal cap, bead 
chain, weather- 
proof gasket. 
I5A. 125V. 





Type WR-53 


Electric Clock Hanger Outlet 


Equipped with 
integral hook 
for 
hanging clock; 
brass finish; 
I5A. 125V. 





Type CR-53 


Immediate delivery. Sold thru leading elec- 
trical wholesalers exclusively, Write for catalog 
and prices. 


PERFECT-LINE MFG. CORP. 
Old Country Road & Railroad Ave. 
Hicksville, L. 1., New York 
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purpose of bringing speakers each 
| month who would keep them up to 
| date on latest radio developments. 


NEW ORLEANS—Sponsored by the 
Contractors’ Division of the Electrical 
Association and with Mr. Harris Rein- 
hardt as the speaker, a joint dinner 
meeting with the local branch of the 
Iluminating Engineering Society was 
held at the St. Charles Hotel, April 
24. The subject of Mr. Reinhardt’s 
| very able and interesting talk was 
“Quality Trends in Lighting.” 
At the meeting President Wayne B. 
Wands read a “pioneer” citation ex- f 
tolling Geo. H. Davis. By thus honor- ELECTRIC, 


ing Mr. Davis he was made a member 







| of the “Pioneers of the Electrical In- 


IRONS 


that are sturdily built 
for the hard service of 
industrial usage. Have 
plug type tips and are 
constructed on the unit 
system, with each vital 
part, such as heating ele- 
ment, easily removable and 
Reinhardt of Sylvania Electric Prod- replaceable. In 5 sizes, and 
ucts. Inc. from 50 watts to 550 watts. 


dustry.”” I. E. S. Chairman Jos. Supple 


said a few words to the group and 





called on Mason Guillory to tell what 
was being done in connection with the 
I.E.S. Convention which will be held 
| in New Orleans in September. Walter 
| J. Barnes, Contractors Division Vice 
} President of the Electrical Association 
| also said a few words before introduc- 
| ing the speaker for the evening—Mr. 
| 








= — ‘ - 


MINERALLAC [egeepteunon 


Steel HANGERS, CLIPS, STRAPS © 
| / 


« 
Que’ aX TEMPERATURE REGULATING STAND 








This is a thermostatically con- 
trolled device for the regulation 
of the temperature of an electric 
soldering iron. When placed on 
and connected to this stand, iron 
may be maintained at working 
temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 


By 










| 
pee maken GOOD yok 
STAY Go0g/ : 


eT 





Minerallac Cable, Conduit and Messen- 
ger Hangers are STEEL. Easier, quicker 
to install; permit speedy, compact wir- 
ing; economical. Also in Everdur.. . 
Porcelain Insulating Bushings available. 


Jiffy STEEL Clips (Pipe-clamp) require 

THE only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX ca- 

| ble, mounting coils, etc. Millions in use. 


| Steel Straps for Messenger-cable serv- 
| ices on outlet boxes; may be used in 


| conjunction with hangers. A MERICA | ELECTR ic A L 
CLAY PRODUCTS co. | Order from your Electrical Wholesaler. H E A T E 4 Cc ©) M P A N Y 


1549 EAST FIRST ST. Send for literature. 
SANDUSKY, OHIO | MINERALLAC ELECTRIC COMPANY 





For further information, write 





DETROIT 2, MICHIGAN 


25 North Peoria Street Chicago 7, Mlinois established 1894 
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ronco has what it 
takes to meet your 
toughest requirements. 
You can be sure of 
maximum performance 
—with Bronco. 


WESTERN 


INSULATED WIRE CO. 


1001 E. Sixty-Second St. 
Los Angeles 1, California 
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MORE FACTS 
ON PRODUCTS 


Connectors—A /76-page illustrated cat- 
alog, published by the Cannon Electric 
Development Co., 3209 Humboldt St., 
Los Angeles 13, Calif., is a digest of 
ideas for assembly, servicing, mainte- 
nance and portability of electric equip- 
ment through the use of connectors. 
The catalog contains typical applica- 
tion photos of the cannon plugs as 
used in the fields of communications, 
power, railroads, medicine, aviation, 
textiles, television, welding, etc. 


Mi eeention ELECTRICAL WHOLESALING 





Electron Tube Wall Chart—Basic in- 
formation on operation, types, and ap- 
plications of electron tubes is presented 
in a 25-inch by 36-inch wall chart of- 
fered by the Westinghouse Electric 
Corp., 306 Fourth Ave., Pittsburgh 30, 
Pa. It shows how the electron is freed 
in electron tubes, basic structural types 
of electron tubes, action of gas-filled 
and vacuum tubes, and six primary 
functions of electron tubes—rectifica- 
tion, amplification, generation, control, 
changing light into electricity, and 
changing light into radiant energy. 


A PERFECT( 
TOOL... 


America’s Only Soldering 
iron with BUILT-IN 
THERMOSTAT 


Sell KWIKHEAT 
Thermostatic 
Soldering Irons for profits 
and repeat sales. They 
give customers solid, satisfying 
performance and long useful life. 
Two KWIKHEAT built-in Ther- 
mostatic irons, 225-watt and 450- 
watt...and the low cost KOPPER- 
KORE 100-watt iron. The Kordless 
KWIKHEAT speeds up produc- 
tion of delicate work. Write for 
information on KWIKHEAT’S 
nation-wide merchandising pro- 
gram. It means real protits to you. 
HOT IN 90 SECONDS 


S Sood } 





yd 4 KI | THERMOSTATIC 


SOLDERING IRON 
OIVISION -SOUND EQUIPMENT CORP. of CALIF. GLENDALE 4. CALIF 
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HIS high-quality Toaster—Super- 

Silent and Fully Automatic—is be- 
ing Nationally Advertised to tell the 
women of America about its many 
outstanding features! A_ time-tested 
product, smartly promoted to an 
eager market, will result in a definite 
sales swing; with easy profits for 
you. 
Get better acquainted now with 
TOASTSWELL—the toaster with 2 
fully automatic controls—a_ Silent 
Clock and a Thermostat. Also with 
TOASTSWELL Sandwich Toasters, 
Food Warmers, and Waffle Bakers. 
Ask your Jobber. 


THE TOASTSWELL COMPANY 


620 Tower Grove Ave., St. Louis 10, Mo. 


p Toastourell | 


Ti 
Swe” 


eiTHee WAY wee oon 
“TOASTS. WELL” or "TOAS 


* Omenicar Bert * 
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Chime and Bell Systems—An eight- | 
COLD page bulletin, No. 162, recently an- | | 
nounced by Auth Electric Co., Inc., 34- | ) 
20 Forty-fifth St., Long Island City, Par 
CATHODE N. Y., aids in selection and specifica- 


tion of mail boxes, telephone systems, 


LIGHTING non-electric door chimes and bell sys- 


tems for all types of dwellings. 






FLUORESCENT 

















ge eemnetenctes LAMPHOLDERS 
SH Ye aoe or "9 ELECTRICAL WHOLESALING fim 
FOR 
LIGHTING ing sien 
SALESMEN GS] and E147 describe tubes, elec: 
CONTRACTORS = inc’ *sethiical data, dimensions “and 





ARCHITECTS ordering information is also included. 


Voltarc Tubes, Inc., 44 Cross St., Nor 
ENGINEERS walk, Conn. 


Let this technical data and printed Paowien ELECTRICAL WHOLESALING 


material help you to specify and | 


sell Better and More Dependable | Over-All Lighting for Offices—An 
lighting installations. illustrated booklet, published by the 
F. W. Wakefield Brass Co., Vermilion, 
Ohio begins by treating with the fun- 
damentals of lighting, progresses 
through the steps of how good lighting 
promotes easier seeing and the impor- 
tance of adequate lighting in offices and 
drafting rooms, and concludes with 
discussion of how to maintain lighting 
equipment at its originally designed 
performance 









ne 
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Yes, P&S know-how, resulting from 
over fifty years’ experience in the 


manufacture of precision-made 
pon nh aad a. 
ae 


FOR HEAVY @ Rugged Construction 
INDUSTRIAL SERVICE 







bebah tT} ‘mm: 
some SOMMESCONT coe 
or ote (Onron, 
ce AT iOn 


@ Highest Quality Material 


For commercial or 
industrial installations 


“‘COLOVOLT 


Cold Cathode Low Voltage Light- 
ing offers these extra advantages 


@ Easy, quick installation 


@long life contacts that hold 
lamps securely 








@Ample binding screws (backed 
out and spun) 


@Finding slots that simplify re- 
moval and replacement of 
lamps 


e Longer lamp life...one year guaranteed 

e Lower maintenance cost per foot candle 
of light 

e Minimum interruption of important 
production jobs 


e Instantaneous starting without trouble- 


@Approved by Underwriters’ 





some Starters Soldering “a endo Laboratories 
e Engineered for individual or line lighting Lug Pothead Pothead 
i ; Write for a complete selection of 
fi 
Write for iiustrated Material and Technical Data today? puiimeanitity hidtaitinn | DEPENDABLE DELIVERIES 
| Architectural and ENDULATORS (POTHEADS) ALL SIZES © ALL Send for complete information 
— ma Engineering Files SHAPES © ALL VOLTAGES © ALL TYPES 
for 1947 


* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 








*Trade Mark Registered U.S. Pat. Off. 


GENERAL 


x2 ® 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 


PASS & SEYMOUR, INC. 
LUMINESCENT CORP. 


6485S. FEDERAL STREET - CHICAGO 5, ILLINOIS 


SYRACUSE 9, N. Y. 
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PUROZ ONE’ 





NEW 
$280,000,000 
MARKET 


(Most Spectacular Development for the | 


Home Since the Radio) 


Get In On the Ground Floor with 
Fastest Selling, High-Profit Item 
in the Field. 


The most effective, economical air purifier 
known to science. Sixty-four million homes 
have been waiting for this low-cost, port- 
able unit. 


PUROZONE attacks and eliminates odors 
nature’s way. Floods the home with fra- 
grant, purified, mountain-like air containing 
150% more oxygen. Recharges stale, used 
air with vital, health-building PUROZONE 
that actually increases vitality . . . relieves 
hay fever sufferers . . . helps prevent colds. 


Low initial cost and minimum operating 
expense (unit actually consumes one-half 
the current used in electric clocks) sells con- 
sumer immediately. 





SEE THE MODERN MIRACLE! 


At the Chicago Housewares and 
Appliances Show, Navy Pier, Chicago 


BOOTH NO. 292B, JULY 13-18 











NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS 
—Some PUROZONE Franchises are 
still available. Send for full par- 
ticulars and merchandising plans. 


PUROZONE couoase 


3254 Lincoln Ave., 





Chicago 13, Illinois 
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Power Lifts—An 8-page folder includes 
illustrations of the platform model 
power jacklift and the pallet model 
power jacklift manufactured by Lewis- 
Shepard Products, Inc., Watertown 72, 
Mass. Also included in the folder are 
model specifications, outline dimensions 
and typical application photos. 


When writing ELECTRICAL WHOLESALING 


mention 


Soldering Irons—A four-page folder, 
issued by the Hexacon Electric Co., 
Roselle Park, N. J., illustrates the va- 
rious types of screw tip, plug tip and 
hatchet-tvpe soldering irons. Also in- 
cluded is a parts price list 


when writing ELECTRICAL WHOLESALING 


mention 


Ventilating Equipment \ 4-page 
folder, published by Circulators & De- 
vices Mtg Corp., 22 Rose St., N. Y. 17, 
N. Y., contains descriptive information 
on the company’s table-type and floor- 
circulators and various 
window ventilators, 
automatic shutters, industrial exhaust 
fans and attic fans. Also available is a 
distributor's confidential price list. 


3-speed 
tvpes of! blowers, 


tvpe, 


When writing 
mention 


ELECTRICAL WHOLESALING 








MANUFACTURERS 
REPRESENTATIVES 


Wanted by prominent 
manufacturer of fluores- 
cent lighting fixtures, 
most territories avail- 


able. 


Write Box 64, 
Electrical Wholesaling 
330 West 42nd St., 
New York 18, N. Y. 





“ 











WEST COAST 


Manufacturers representative 
with well established follow- 
ing of electrical jobbers, offers 
coverage of West 
Coast accounts. Desires lines 
of conduit, fittings, outlet boxes, 
Office, ware- 
house facilities in Los Angeles. 
References furnished. 


intensive 


wiring devices. 


Box 62, Electrical Wholesaling 
621 South Hope Street 
Los Angeles 14, California 











Ls Son UE 
ITS OWN TUBE MILL 
ILSCO 


LUGS AND 
CONNECTORS 








Economy 


| 
FOR EXAMPLE: | 
ONLY SIX SIZES | 
FOR 16 WIRES 


No. 14 to 1,000,000 


c.m. inclusive 





VERY connector 
Ea 
can be used over 
and over again. Mini- 


mum wiring time... 





lower wiring costs. 


Write for 48-page 
illustrated catalog. 


°, 
« 
fl 
¥ 


COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI. OHIO 


























SERVALL 
CHROMIUM-NICKEL 
HEATING ELEMENT 


WIRE 


(Coiled and Ribbon Type} 
Used in Mak- 


ing Elements 
for All Heat- 


ing Appli- 

ances. 

For 110-120 
Volt. 





Send for Free 
Chart giving in- 
structions for cut- 
ting to right 
lengths for wat- 
tage from 350 to 
1100. Also ask for 


name of nearest 


jobber. 





SERVALL CO. 


3578 Gratiot Detroit 7, Mich. 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
standards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender. .. for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to90® in 
one single, uninterrupted operation. There 
is no need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just getting under way, with res- 
idential work only now building up a 
full load of steam, Tal offers you a money- 
making sales opportunity to build good- 
will among your 
contractor customers 
by demonstrating to 
them a quick, easy 
way to pull down 
costs and make in- 
stallations go easier 
and faster. Write 
today for complete 
information. 














Tca\ ‘Presa Bender, inc. Inc. 





Electrical Division Milwaukee 2, Wis. 
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Ventilating Equipment — Catalog 
X5749, 28 pages, illustrates in color 
and describes in detail the line of elec- 
tric fans offered by the Emerson Elec- 
- Mfg. Co., 1824 Washington Ave., 

Louis 21, Mo. It gives design and 
oath Mar specifications with  per- 
formance data on the various types of 
desk fans, kitchen ventilators, exhaust 
and cooler fans. 


whee woes ELECTRICAL WHOLESALING 


Ventilating Equipment—Two 4-page 
folders contain pertinent information, 
facts, diagrams, illustrations and struc- 
tural data on the types of fans—attic, 
outside window, industrial, all purpose, 
pedestal, automatic louvers—manufac- 
tured by Chelsea Products, Inc., Grove, 
Olsen and Coit Sts., Irvington 11, N. J. 


when wos ELECTRICAL WHOLESALING 


mention 





Wire and Cable—A 20-page catalog on 
wire and cable describes and illustrates 
the products of the Diamond Wire & 
Cable Co., Chicago Heights, Illinois. 
Illustrated in the catalog are portable 
sheathed eords, parallel and twisted 
lamp cords, heavy duty braided and 
weather proof portable cords, hook up 
and push back wires, lead-in fixture 
and motor wires, heater cords, cables 
and cord sets, and rubber attachment 
plugs. 





Feature 
CANDLE 
LAMPS to 
Bulb and 
Fixture 
Sales 


Candle Fiame Lamps are 
popular for candelabra 
and crystal fixtures. Live- 
ly turnover—with good 
profits. 

Nationally Advertised 


NORTH AMERICAN 
Lamp Ca. 





Electric 
1034 TYLER ST. 


FLAME 
Increase 





ST. LOUIS 6, MO. 








FLUX 


FOR 
SODERING - BRAZING 
WELDING 








L. B. ALLEN CO., Inc. 


6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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Vovkwuneace Quoved 


SOLAR 


SELES 


FOR ALL STANDARD 


FLUORESCENT 
LIGHTING EQUIPMENT 


Made to exacting specifications, SOLAR Fluores- 
cent Starters are engineered to insure efficient 
lamp performance and are pre-tested in actual serv 
ice. A twist of the wrist locks them firmly in posi- 


tion for perfect starting contact. For new equip- 


ment or replacement. 











Prompt - Dependable 
- Quick “P-D-.Q” 
Starters start in one- 
second or less. For 
better 


longer lamp life, less 





performance, 


maintenance, it's 
SOLAR "P-D-Q” 
Starters 


U.L. APPROVED 


STARTER 


SOLAR “'Glow-Type”’ 
Starters give dependa- 
ble starting and restart- 
ing in two to three sec- 
onds. Approximately 
6,000 lamp starts per 
starter. Reliable — eco- 
nomical. 


U. L. APPROVED 
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Watertight 
Plugs and 
Receptacles 


WITH STANDARD ATTACHMENT 
PLUG RECEPTACLES 








This equipment is ideal for 
outdoor floodlight and portable 
tool uses, for trailer camp con- 
nections, and any other location 
where completely weatherproof 
plug and receptacle installa- 
tions are needed. 

The receptacle shown fits 
standard FS and FD Pylets, and 
is also available with round 
flange for single and three gang 
assemblies. Receptacle takes 
standard 2 pole attachment 
plugs and is also available for 
three pole plugs, with or with- 
out one pole grounded. Thread- 
ed housing is galvanized cast 
iron ; threaded cap is aluminum. 

The watertight plugs have 
standard attachment plug caps 
with cord clamp, and are equip- 
ped with soft rubber hood and 
aluminum threaded nut for 
watertight connection to outlet 
receptacle. 

Rating: 
amp. 125 v. 

Consult your Pylet Catalog 
for complete listings. 


10 amp. 250 v.; 15 
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Fusetrons 
offer you 
new ways 


to sell 
‘Motor 
Protection. 


Alongside is a briefed up edition 
of the message on Fusetrons that 
your customers are currently 
reading in the trade papers. 


To users it suggests ways of 
getting better motor protection. 


Tothe salesman it should sug- 
gest new avenues of sales. 


ce double 
During the next thirty days 
by calling the motor protec- 
tion feature of Fusetrons to 
the attention of your cus- 
tomers you will be able to 
ecause he take full advantage of the 
0 Prost BY groundwork that Fuse- 
— tron advertising is doing 
for you. 


to provect 
y 


Don’t forget, however, 
that there are many 
other features that 
make it profitable for 
a user to install Fuse- 
trons throughout 
his entire electrical 
system. 


Bussmann Mfg. Co. 
St. Louis 7, Mo. Division 
McGraw Electric Company 





